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SERVING THE 19 SOUTHERN AND SOUTHWESTERN STATES 


Partner 
to America's 


DOCTORS 
OF MOTORS... 


Since 1903...partner in progress 
to the automotive industry 


For many, many years, Perfect Circle 
has been a champion of the thousands 
of skilled mechanics who keep 
America on wheels. 

In promoting public recognition of 
the importance of the skilled me- 
chanic, Perfect Circle also recognizes 
a responsibility. This is the responsi- 
bility of helping mechanics keep up 
with the constant improvements 
being made in the modern automotive 
engine. To this end, Perfect Circle 
joins PC distributors in conducting 


Doctor of Motors Clinics like the one 
pictured above. 

The tens of thousands of mechanics 
who annually attend these sessions 
receive valuable technical informa- 
tion, and upon passing a written 
examination are awarded Certificates 
attesting their qualifications as Doc- 
tors of Motors. Plan to attend the 
next Doctor of Motors Clinic in your 
area! Perfect Circle Corporation, 
Hagerstown, Indiana; The Perfect 
Circle Co., Ltd., Don Mills, Ontario. 


PERFECT CIRCLE /isron nines 





Bondo...mixes fast...applies fast... 
hardens fast. . . finishes fast! But Bondo 
has a lot more than speed — New mir- 
acle T-100 formula means better work- 
ability, a superior bond—and satisfied 
customers. 


For your next body repair job — Try 
Bondo. It's a sure winner ! 


PLASTIC FILLER 
BONDO DIVISION tigi OMOTIVE-INDUSTRIAL 


\ 


AFT and MARINE REPAE 
JAYCEE CHEMICAL CORP. 


NORTHFORD ° CONNECTICUT 
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RALIATOR CLEANER 


DAY / 
OUT THAT RADIATOR 


MR. MILLER, BEFORE 
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CLEANER WILL DISSOLVE ALL 
THAT RUST AND 
> SLUDGE... 


" 
ane Toet da NO SIR! I'VE FINISHED WITH 
THE CLEANER . NOW I'M PUTTING 

IN PERMATEXK WATER PUMP 
LUBRICANT AN? RADIATOR 





























ST ERIY, 


THERE YOU ARE MR. MILLER. 
REMEMBER TO ASK FoR PERMATEX ) /> Block & Head Sealer 
RADIATOR PRODUCTS. YOU CAN 


DEPEND ON PERMATEX. \ Double Action Radiator Cement 
Cooling System Cleaner 

& Conditioner 

Radiator Sealer (Liquid) 

Indian Head Radiator Cement 








~ 


_ -—— , = Zp 
ORDER THESE OTHER = 
FINE PERMATEX RADIATOR \ ¢ 





PRODUCTS TOO ! 


y\ ‘ 
PERMA 


COMPANY, INCORPORATED 
300 Broadway, Huntington Station, N.Y. 
Factories: Brooklyn 35, N. ¥., Kansas City 15, Kan. 
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ADDED TO 


, 7 MOTOR OIL 


@ cleans out engine 
@ increases power 


@ gives quick starts 


AS A 
TUNE-UP* 


@ frees sticky valves 
@ increases pick-up 
@ improves performance 


*through air intake 
or add to gasoline 


change with CASITE 


Make that oil change a chance for extra profits ... 
add a pint of Casite! 


Casite in the motor oil cleans out gum and goo, 
increases power, cuts start-up wear... gives your 
customers better mileage, smoother performance. 
And Casite backs you up with a “‘Double-your- 


money-back”’ guarantee. 


Recommend Casite with every oil change. You'll 
add satisfied customers and make easy, extra earn- 


ings—as much as on two quarts of oil. 
> 





HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
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MOST POWER 
PER DOLLAR 


HIGH LUSTER POLISHING 


SMOOTHEST, LIGHTWEIGHT, 
7-INCH POLISHERS EVER BUILT 


Model P-175 for Standard Liquid Polishes 
Only 914 lbs, with full 3, HP Milwaukee-Built 
motor that holds uniform 1750 RPM polishing 
speed. Exclusive coaster-brake clutch doubles 
gear life. Trigger safety switch with 

lock. Cyclonic fan cooling. Ball $79. 50 
and roller bearings. INCLUDING PADS 


Model P-280 for New, Liquid Machine Polishes 
Also only 914 lbs, but has new, high-torque Mil- 
waukee-Built motor that delivers 2800 RPM for 
faster shines in far Jess time... without swirl 
marks! Features same as Model ¢ 

P-175 above. 82,50 


INCLUDING PADS 


Model P-139 
HEAVY-DUTY 
9-inch polisher 


$84.50 


INCLUDING PADS 
Extremely powerful 
1 HP 10.0 AMP Mil- 
waukee-Built motor. 
9” pad...1450 RPM 
. more than enough power 
and stamina for continuous 
heavy-duty polishing and compounding. 


BLU-SHEL “‘Magic"’ Polish 
High luster with less effort. 


Clean and polish in 
one easy operation. $2.85 Gallon 
LESS IN CASE LOTS 


See your Milwaukee Distributor or write for folder P-4 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5314 West State Street + Milwaukee 8, Wis. 


Want more facts? Use Reader Service Card Page 141 


AO 





IT’S NEW...BIG...COLORFUL . 


sells Your Brake Service 
50 low <odey aineaton torent, 
=> Here’s how Grizzly helps you sell 


0 D brake inspection and brake installa- 
tion, The brake industry's first major 
outdoor display sign will turn curb 


and driveway traffic into profitable 
service customers! 











61, ft. TALL FOR A 
MAN-SIZED JOB 

The sign is big and bright, bound to 
be noticed! It’s 78 inches high, 48 
inches wide with long-lasting baked 
enamel finish in 3 colors—red, black 
and white. 


RUGGED ...NMEW SAFETY 
DESIGN 
All metal construction. Exclusive 
“see-through” design of air vents 
and expanded metal eliminates 
— road hazard, Proved 4 times steadi- 
ES er than an “A” sign . . . many times 
a, sturdier than ordinary non-vented 


curb signs. 
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|/ SELLS YOUR 3 MAJOR 
PROFIT SERVICES 
Promotes your big money-makers— 
brake installation, muffler installa- 
tion and engine tune-up—with iden- 
tical message on both sides. 


YOUR GRIZZLY WHOLESALER HAS THE SIGN THAT 
MEANS MORE SERVICE BUSINESS . . . MORE PROF- 
ITS FOR YOU. CALL HIM TODAY. 


For safety and 
dependability, install 


GRIZZLY brake lining 
. BEAR IN MIND ...ASK FOR 


BRA K E 
GRIZZLY BRAKE vidas wails. any 
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Will GM go entirely to acrylic lacquer on its 1959 models? That was the scuttlebutt 
all around the Pacific Automotive Show last month. The plastic finish requires no 
service other than water for a year and a half or longer, so the polish factories 
won't be too happy if this rumor turns true. A small percentage of the ‘58s are 
getting this finish. 


With new-car sales down, look for more shop volume this year. If they won't 
‘buy new ones, they'll at least keep the old buggies in better condition, 
reason some readers. For a roundup on this prospect and how labor charges are 
running, turn to page 68. 


Overhead-trimming features have become common in SAJ. What happens when a keen- 
eyed bookkeeper-turned-dealer sharpens his pencil? One of the most outstanding 
in the overhead series begins on page 65. Bet you anyone can figure his figures a 
little better after studying this red-chopping disclosure! 











Georgia wholesalers figure they're finally on the right track. There's 
good reason, as Henry S. Clark of Atlanta, a past president of Automotive 
Booster Club International, has taken over the previously-vacant 
position of executive secretary of the Georgia Automotive Wholesalers 





Association. A financially independent manufacturers’ representative 
for years, Clark's ability and reputation are expected to simplify the 
job of reaping a majority of the state's jobbers into the membership. 


Powerful gains are being registered by the not-so-powerful Rambler. American 
Motors is telling the world its glad news that production--made necessary 
by unprecedented demand--totaled slightly more than 30,000 the first 
two months of this year, or just about double the figure for the same 
period of '57. The St. Louis, Cincinnati, Kansas City and Atlanta 
zones tallied up high percentage gains. Against a national average 
increase of 38.2% last year over 1956, these zones came up with: St. 
Louis, 63.5%; Cincinnati, 47.4; Kansas City, 47.1, and Atlanta, 46.6. 
Dallas was 40.1%. 


Ford may begin manufacturing a baby car, after all. Not until the small-car 
demand hits around 500,000 would a profitable potential loom in this field, 
the "Big Three" factories have told SAJ editors in the past. But William 
Clay Ford, youngest of the three brothers, said at Chicago last month his 
company was studying the possibility of turning out a small car in this 
country. Clay mockups have been made, he indicated, but otherwise he was 
rather vague. The proposed small car would not look like the current 
English Ford, five models of which are being imported. 


Chevrolet was leaving Ford far behind in the production picture. Ford officials 
said this could not be expected to be true for the whole year, but Chevy at February's 
end was rising well above 260,000, or, roughly, 50,000 ahead of its nearest rival. 
Oldsmobile early this month seized third place from Plymouth in 1958 production. 


Chevrolet isn't small-car-minded just now. General Manager Eddie Cole, who 
enjoys nothing better than trying out a new car on a proving ground, said at 
Milwaukee no plans were in sight for building a small, European-type car and 
Chevrolet has no plans for importing one for sale through its dealers. 
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In its 15" terrific month— 


Sealed Power KromeX 
Piston Ring Sets 


with the new 


STAINLESS STEEL 


” & 
Oil Ring 
RAVE NOTICES: 


New features* positively controls oil in late 
model cars. 
Garage mechanic 


1,000,000 miles of testing in a Georgia fleet 
showed us. They were getting 1500 miles to a 
quart after 750 hours. We're installing ‘em now. 
Getting big savings because the ring doesn't 
sludge or clog. 

Fleet super 


This ring is amazing. It stops smoking even in 
our hottest new models. 
Service manager—big 3 dealer 
Easy to install—and you know your customer is 
going to get the oil control he expects. 
Garage mechanic 


*Holds its original, built-in tension at engine operating 
temperature . . . independent of bottom of piston 
groove ... positively side-sealing . . . resists sludging 
and clogging . . . outlives and outperforms carbon 
steel rings. 

U, S. Patent No, 2,789,872 


SEALED POWER CORPORATION * MUSKEGON, MICHIGAN 


Scaled Power KromeX Ring Sets 


BEST FOR RE-RING! BEST FOR RE-BORE! 
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Replacement Parts Sales 
Put at $5 Billion 


geen ge and truck own- 
ers will spend an estimated 
five billion dollars for replacement 
parts this year, according to Roland 
S. Withers, general manager of 
United Motors Service Division of 
General Motors. 

“Estimates as a result of a sur- 
vey just compiled from our dis- 
tributors indicate they expect a 
five per cent increase in the de- 
mand for replacement parts over 
1957,” Withers said. 

“Each year finds more and more 
vehicles on the highways and 
statistics show they are being 


General Manager Withers 


driven greater distances,’ he 
pointed out. “Also, the impact of 
high car and truck production two 
and three years ago will begin to 
be felt in the repair shops. Owners 
of these vehicles will find that re- 
placement or repair of such vital 
parts as ignition units, shock ab- 
sorbers, brake systems and carbu- 
retors will restore their cars to ef- 
ficient operating condition and 
contribute to driving pleasure and 
safety.” 


Missouri Leads South 
In Car Assemblies 


ITH 480,000 car assemblies to 
her credit, Missouri led the 
South last year in its participation 
in the assembling of 6,200,000 cars 


in this country. Georgia ran sec- 
ond with 322,000 assemblies. 

An even greater gain in the fu- 
ture will be realized by Missouri, 
with Chrysler moving its Plymouth 
assembly operations from Evans- 
ville, Ind., to St. Louis, and Chev- 
rolet expanding in both St. Louis 
and Kansas City. 

Among the nation’s largest as- 
sembly plants—in terms of 1957 
output —the St. Louis Chevrolet 
plant alone assembled 220,000 cars, 
more than the entire production of 
Texas, which was 217,000. 


Chevy Official Predicts 
5,800,000 Cars in "58 


| agrees cggrne that 5,800,000 new 
cars will be sold in this 
country this year, K. E. Staley, 
executive assistant sales manager 
for General Motors’ Chevrolet 
Division, expressed confidence 
last month in the nation’s basic 
economic strength. 

At a meeting in Charleston, W. 
Va., Staley told dealers from the 
Virginias, Ohio and Kentucky 
that 1958 “over-all should be a 
good year for business.” 

Chevrolet currently is outsell- 
ing all competition, he said, and if 
present sales continue the com- 
pany should chalk up its highest 
share of the automobile market in 
20 years. 

Because of demand, he said, 
Chevrolet’s production schedules 
will remain “at about their cur- 
rent level” during the next two or 
three months. Sales currently are 
running about 28% of the passen- 


ger-car market, he said. Last 
year’s figure was 24.5%. 


VanDerzee Follows Doyle 
As Edsel Sales Head 


Jy, ppooses K. VanDerzee has been 
appointed Edsel general sales 
manager to succeed J. C. “Larry” 
Doyle, on leave of absence, accord- 
ing to James J. Nance, vice-presi- 
dent of Ford Motor Co. and gen- 
eral manager, M-E-L Division. 
VanDerzee has been associated 
with the Edsel sales organization 
since 1956, most recently as as- 
sistant general sales manager. 


NTDRA Urges Changes 
In Tire Advertising 


executive committee of the 
National Tire Dealers and Re- 
treaders Association has recom- 
mended to the Federal Trade 
Commission that the forthcom- 
ing Tire Advertising Guide pro- 
hibit any reference to such things 
as “first line,” “second line,” “100 
level,” “120 level,” etc., in tire ad- 
vertising. 

In effect, this would mean that 
the tire would have to be sold on 
its merits alone and not on the 
quality claimed for it, bringing 
about major changes in both the 
advertising and selling approach 
now being used on new tires. In 
his letter to the commission, Exec- 
utive Secretary W. W. Marsh 
pointed out that the guide would 
be of great benefit in improving 
industry conditions as regards the 
advertising of tires. 


Where the Brake-Reline Jobs Go 


ORTY-NINE per cent of the brakes relined are relined by independent 
service shops and gasoline service stations, according to S. R. Rob- 
inson, advertising manager of Grey-Rock Division, Raybestos-Manhat- 


tan, Inc. 


He also told the annual convention of Motor and Equipment 
Wholesalers Association at Los Angeles last month: 

“Only 28% of the brake-reline jobs are done by car dealers. The 
figures are the same for electrical service.” 

Gasoline service stations, he said, are “becoming a bigger outlet 


for brake lining every day.” 
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Take a good look... 


Youve never geen 
thig one before | 


PELICAN IN USE WITH SIOUX AIR IMPACT 


WRENCH 


With the SIOUX Pelican Nut Accumulator at- 
tached to an impact wrench, ten nuts can be 
spun off and back on again without being 
touched by human hand. It will hold ten 34” or 
13/16” hex nuts either 7/16” or 14” thread. 


The center stem with its load of nuts is easily 
removed and another empty stem installed in 
its place. With one extra stem, 20 nuts can be 
removed and replaced; with two extra stems, 
30 nuts, etc. 


The Pelican may be used with any 14” or 54” 
square drive, air or electric impact wrench. The 
simple, dependable mechanism has few moving 
parts. It cannot be damaged by overloading. It 
drives without loss. Nuts can’t get dirty. 


The SIOUX Pelican costs little in relation to 
the time it saves. It quickly pays for itself. It’s 
brand new and exclusively from SIOUX to you. 


LOADED CENTER STEM ‘2 


LOOK UNDER 
TOOLS 
_ELECTRIC! 


= 


ALBERTSON 2 COMPANY, Inc. 


SIOUX CITY, IOWA, U.S. A. 
© NEW AIR IMPACT WRENCHES © NEW AIR SCREWDRIVERS @ ELECTRIC IMPACT WRENCHES® DRILLS 
® SANDERS @ POLISHERS © SCREWDRIVERS @ PORTABLE SAWS @ VALVE FACE 
GRINDING MACHINES @ FLEXIBLE SHAFTS e ABRASIVE DISCS 


PELICAN IN USE WITH SIOUX ELECTRIC 
IMPACT WRENCH 
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Here’s how the automobile radio 
has shriveled in 30 years. At right 
is a 1929 Cadillac radio and its 
bulky trappings, while the Delco 
Radio employe holds an all-tran- 
sistor auto-portable. The radio 
handful can slip in and out of the 
instrument panel to be used 
wherever desired, It was intro- 
duced this year as an accessory on 
Oldsmobiles and Pontiacs. 


Atlanta SAE Hears 
Of Free Piston 


eer ne Free Piston Engine— 

Origin, Development, Pres- 
ent Status and Future” was aired 
by Gregory Flynn, Jr., head of 
General Motors Staff’s Mechanical 
Development Department, at a 
meeting of the Society of Auto- 
motive Engineers, Atlanta Sec- 
tion, this month in Atlanta. 

A mechanical engineer graduate 
of General Motors Institute, Flynn 
worked on design and develop- 
ment of the “pancake” engine for 
subchasers prior to World War II. 


Glass Quits Dallas Ford Post 


Joe B. Glass has resigned as dis- 
trict manager of Ford Division in 
Dallas, Texas, to take over opera- 
tion of the former Casa Linda Ford 
dealership in Dallas, which he 
purchased. Glass, who was reared 
and educated in Houston, has been 
with Ford 24 years, starting as a 
district sales clerk. 


ee Reports Gain 
In "57 Dollar Sales 


LLAR sales of the Chrysler 

Corp. and its wholly-owned 
subsidiaries in 1957 reached a new 
high of $3% billion plus, according 
to the firm’s 1957 annual report. 

Net earnings equaled $13.75 a 
share in 1957, compared with $2.29 
a share in 1956. The °57 earnings 
were equal to 3.36% of sales, com- 
pared with 0.75% in 1956. 

Total unit sales of cars and 
trucks for the year amounted to 
1,381,951 vehicles, an increase of 
28% over 1956. 


April 27-29— Annual convention of 
Automobile Dealers Association of 
Alabama, Buena Vista Hotel, Biloxi, 


April 27-30—Annual convention of 
North Carolina Automobile Dealers 
Association, Carolina Hotel, Pine- 
hurst. 

May 17-19—Annual convention of 
South Carolina Automobile Dealers 
Association, Ocean Forest Hotel, 
Myrtle Beach. i 

May 18-20 — Annual convention of 
Texas Automotive Dealers Associa- 
tion, Galvez Hotel, Galveston. 

May 22—Annual convention of Mis- 
souri Automobile Dealers Associa- 
tion, Muehlebach Hotel, Kansas 
City. 

June 6-7—Annual convention of New 
Mexico Automotive Dealers As- 
sociation, Ruidoso. 

June 15-17 — Annual convention of 
Tennessee Automotive Association, 
Noel Hotel, Nashville. 

Aug. 17-18 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah, Ga. 

Sept. 21-23—Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 


Beach 
Annual convention of 
ment Asso- 
ee otel, Atlantic 
Oct. 19-21—Annual convention of 
Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 
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Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers 
Association, Buena Vista Hotel, 
Biloxi. 

Jan, 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel, 
Chicago. 

Jan. 30-Feb. 3, 1960—Annual conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


June 25-29 — Annual convention of 
Independent Garage Owners of A- 
merica, Statler Hotel, Los Angeles. 


WHOLESALERS 


March 19-20—Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Robert E. 
Lee Hotel, Winston-Salem, N. C. 

March 31-April 1—National Automo- 
tive Parts Association business con- 
ference, Sheraton-Park Hotel, 
Washington, D. C. 

April 23-25 — Southeast Automotive 
Show Conference, Bon Air Hotel, 
Augusta, Ga. 

April 28-29 — Annual convention 
of Automotive Wholesalers Asso- 
ciation of Tennessee, Riverside Ho- 
tel, Gatlinburg. 

May 11-14 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Park Hotel, 
Washington, D. C. 

May 26-27—National Automotive 
Parts Association business confer- 
ence, Sheraton-Fontenelle Hotel, 
Omaha, Neb. 

June 16-17—Annual convention of 
Automotive Wholesalers’ Associa- 
tion of Alabama, Pick-Bankhead 
Hotel, Birmingham. 

June 22-24— Annual convention of 
North Carolina Automotive Whole- 
salers Association, Grove Park Inn, 
Asheville. 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Dec. 12-16—Annual convention of 
Automotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Feb. 18-21, 1959—International Auto- 
motive Service Industry Show, 
Navy Pier, Chicago. 


GENERAL 


Aug. 27-30—Annual convention and 
trade show of Automotive Parts Re- 
builders Association, Conrad Hilton 
Hotel, Chicago. 





To pynAmomereR- 
TESTED ENGINES 
help ARE 


you PRECISION BUILT 


TO GIVE YOUR CAR 
52 NEW LIFE. Rogers engines 
are rebuilt from the block up to 


the exact tolerances used by the 


original manufacturers. All new 

ite ae parts are used with no “trick” 

under or over sizes. The Rogers 

Reputation for meeting original 

Rogers equipment standards . . . for pre- 

cision workmanship . . . stands 

° behind every engine leaving the 

shop. As a further guarantee of 

engines | excellence, every engine is fully 

warranted and DYNAMOMETER- 

TESTED before being installed in 

your car. Have a Rogers engine 

installed in your car now. Avail- 

able to fit 171 passenger cars and 
trucks up to 2 tons. 


Let us tell you more about the additional sat- =<) +4 = R S 

isfaction and economy obtained by the in- 

stallation of a Rogers DYNAMOMETER-TESTED R : 
emanufacturea 


engine when you need major engine repairs. 


300 Hunnicutt Street, N.W., Atlanta, Ga. 


NAME HERE | ADDRESS 











We'll send this mailer and others to your customers 


You can depend on Rogers merchandising assistance in the field, but are prepared to give you 100% 
just as your customers depend on Rogers perform- assistance in informing your customers about this 
ance. The above is only one of the dozens of cards fine product. 

we are prepared to send to your private mailing list Ask your jobber for complete details now. JOHN 
on a most reasonable cost sharing basis. We not only RoGers Company, 300 Hunnicutt Street, N. W., 
furnish you with the finest remanufactured engines Atlanta, Georgia. 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





28% of Dealers in Red in "57, 
While Many Others Squeak by 


os 1957 was a rough year for 
many automobile dealers is 
hardly worth a debate. 

Based on reports received from 
its dealer members throughout the 
country, here’s what the National 
Automobile Dealers Association 
said in a business management sur- 
vey for the year: 

“As thousands of NADA mem- 
bers reported their 1957 year-end 
operating results, it was plainly 
evident that the fourth quarter of 
1957 was rough, even for an indus- 
try case-hardened against the usual 
ups and downs of the automobile 
business. 

“Under pressure to liquidate 
heavy stocks of ’°57 models in the 
face of a progressively declining 
market, dealers generally found it 
impossible to salvage even the 
meager profits built up in the first 
nine months. 

“Combined operating profits, 
which had averaged out to 1.5% of 
sales before federal taxes at the 
end of September, dropped to .7% 
by the end of the year. Except for 
the year 1954, when the compar- 
able figure was .6%, this was the 
lowest profit average reported 
since the war. 

“There was considerable var- 
iance in the profits reported. Those 
dealers operating under the most 
favorable conditions did fairly well. 
Those less favored went deeply in- 
to the red. 

“Reflecting the pressure selling 
which was prevalent throughout 
the last quarter, wash-out gross 
from combined new and used ve- 
hicle sales averaged only $386 per 
new unit. This was a drop from 
$411 at the end of September, $423 
at the end of June, $433 in the first 
quarter, and $403 in all of 1956. 

“Car absorption, the ratio of 
wash-out gross less selling expense 
to remaining overhead, went down 
from the year’s high point of 51.7% 
at the end of June to set a new low 
of 41.7%. 

“The survey showed that 28% of 
all dealers finished the year with 
red figures, while a great many 


others were just on the borderline, 
barely breaking even, or with only 
a few dollars profit to show for 
their year’s efforts. 

“Passenger-car stocks at the end 
of December reached the highest 
level in recent years, averaging 
15.3 per dealer, and a 43.7 days 
supply. Comparable figures at the 
end of 1956 were 12.8 per dealer, 
and a 34.3 days supply.” 


Chrysler Directors Board 
Elects Southerner 


ONTINENTAL Oil Co. President 
L. F. McCollum was recently 
elected to membership on Chrysler 
Corp.’s board of directors. 
Tennessee-born and  Texas- 
reared, McCollum has been in the 
oil business since his graduation 
from the University of Texas in 
1925. In 1943, having risen through 
the ranks to presidency of a Stand- 
ard Oil of New Jersey subsidiary, 
he was called to New York as co- 
ordinator of Standard’s entire pro- 
duction activities. He became presi- 
dent of Continental in 1947. 


Garagemen Expand 
Over the South 


on of the Independent Ga- 
rage Owners of America have 
been created at Danville, Va.; 
Yazoo City, Miss.; St. Louis, Mo., 
and Memphis, Tenn., Executive Di- 
rector Ralph H. James reported 
last month. 

State groups or units now exist 
in 30 states and inquiries are being 
received from other areas. 


Virginia Beach Picks Holt 


Herb Holt of Holt Buick, Inc., 
has been elected president of the 
Virginia Beach (Va.) Dealers As- 
sociation. W. C. Everett, Everett- 
Jordon Motor Co., is vice-presi- 
dent; John F. Marshall, Jr., Mar- 
shall Nash Motors, Inc., treasurer, 
and Roy Alphin, Alphin Motors, 
Inc., secretary. 


Blue Ridge Elects White 


H. S. White, Jr., of White Chev- 
rolet Sales, Inc., is the new presi- 
dent of the Blue Ridge (Va.) Au- 
tomobile Dealers Association. Vice- 
president is Robert H. Munns of 
Wythe County Motors and J. H. 
Mink, Mink Motor Sales, is the 
secretary-treasurer. 


It was a red-letter day for the Georgia Independent Automobile Dealers’ 
Association and its legislative committee recently when Governor 
Marvin Griffin signed into law a GIADA-sponsored used-car registra- 
tion bill. Under the law, a five-man board, including three used-car 
dealers, will be established to police dealer ranks and protect citizens 
against frauds and similar abuses. GIADA members witnessing Griffin's 
signature are (1. to r.): First Vice-President James J. Holmes, Columbus; 
Secretary James Smith, Macon; Board Chairman Carey Paul, Atlanta: 
Ben Jessup, speaker pro tem of the house, Cochran; Rep. Roger Budd, 


Valdosta; President Pete Hudson, 


Savannah, and Executive Vice- 


President Miles Elliott, Atlanta. 
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The most modern training aids, including working models of the You'll learn the principles of carburetion and how various 
carburetors you service, give you practical experience and systems work. Slide films and movies make this instruction fast 
profitable knowledge. And there’s absolutely no charge. and interesting. And it can put dollars in your pocket. 


HOW FREE ROCHESTER TRAINING 
MAKES YOU A CARBURETOR SPECIALIST! 


Free training near your home 


helps boost your income! 


Your best business investment today 
doesn’t cost you a penny! Free Rochester 
Training Courses show you how to 
handle all your carburetor work more 
efficiently . . . boost your output as 
much as 40% and put you in position 
for more business. As a Rochester You'll make actual on-the-job adjustments under the super- 
Specialist you'll service the carburetor vision of experienced experts. You'll learn how to work faster 
that’s specified = original equipment and more efficiently, boost your output by as much as 40%. 

on more new cars than any other make. 
So, enroll now. Write for full details to: 
Service Department, United Motors 
Service Division, General Motors Cor- 
poration, GM Building, Detroit 2, Mich. 
or ask your Rochester representative. 














There's a GM Training Center near you. Or, ask your Rochester 
representative about Rochester-UMS Distributor Schools and 
Field Schools. There's a wide choice—from full-week courses to 
one-night classes—to fit your schedule. 


#ROM THE PROGRESS OF THE PAST... 


CHESTER CARBURETORS 


THE PROMISE OF THE FUTURE 


ORIGINAL EQUIPMENT ON OVER 20,000,000 FINE CARS AND TRUCKS 
ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, N.Y. 
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Automotive NEWS BRIEFS 
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Officers reelected at the 2lst annual convention of Louisiana Auto- 
mobile Dealers Association at New Orleans Feb. 24 were (Il. to r.): 
Garland Mahaffey of Lake Charles, vice-president; J. Alfred Begnaud 
of Lafayette, president, and Everett Richaud of Houma, secretary- 
treasurer. John O. Hofbauer (inset), a retired New York City dealer, 
is the veteran manager-director. The attendance approximated 350. 


To Whip Recession, Louisiana Told: 


Get "'Mostest" from Every Car Sold 


By William W. Westbrook 


“i. ETTING the most out of every 
sale will help us in the auto- 
mobile business to ease the threat 
of any business recession,” a vet- 
eran Indiana Ford dealer told the 
annual convention of the Louisiana 
Automobile Dealers Association. 

Elson G. Sims, in one of his re- 
peated appearances before South- 
ern dealer audiences, asserted: 

“IT am ‘getting the mostest’ from 
every sale in Vincennes by carry- 
ing my own paper and handling a 
big used-car department so that I 
derive something from the insur- 
ance, finance, the used car, serv- 
ice as well as the new-car profit. 
Last year I made as much profit on 
200 new-car sales as some 2,000- 
car-volume dealers who netted no 
more than I did.” 

Walker A. Williams, Ford Motor 
Co. vice-president and vice-chair- 
man of Ford’s dealer policy board, 
declared, “The nation’s economy is 
sound, but there is a psychological 
way of talking our business into 
the cellar if we give way to hypo- 
chondria in the face of the present 


slump in our economy. 


er continues to roll along at high 
levels, but the consumer will base 
his actions and thinking on the lead 
and example he gets from business 
leaders in the business community. 

“A selling job now is the person- 
al responsibility of all of us—sell- 
ing the goods we produce in abund- 
ance and selling faith in the un- 
limited future of our tremendous 
national economy.” 

New directors are W. B. Safford 
and M. E. Trowbridge, both of 
Monroe, and J. B. Bryant of Pla- 
quemine. Reelected directors are 
Tom W. Dutton of New Orleans, 
Secretary - Treasurer Richaud, 
Vice-President Mahaffey, A. Dupre 
Vaeth of Houma, A. F. Lanier of 
Alexandria and Larry Louviere of 
Lafayette. 

Louisiana’s Attorney General 
Jack P. F. Gremillion said, “Im- 
ports of oil can wreck the state’s 
oil industry and would influence 
the economy of the automobile 
business here. [About 80,000 to 
100,000 barrels of Venezuelan 
crude a day now enters the New 
Orleans port. | 

“Imported oil discourages local 
oil exploration,” he said. 

Other speakers included State 
Senator William J. Cleveland of 
Crowley, a regional vice-president 
of the National Automobile Dealers 
Association; James S. Reily, state 


money to spend, is in a good credit 
position and consumer buying pow- 


“The consuming public has 
deLesseps 
Orleans. 


This is the executive committee of the Automotive Parts Rebuilders 
Association as it will be constituted when the pro new consti- 
tution and bylaws are approved by the membership (Il. to r.): Nathan 
M. Roberts, Chicago, executive director; R. R. Neil, Jr., Nash- 
ville, Tenn., second vice-president; H. B. Hastings, King, N. C.. 
first vice-president: Wm. G. Weldon, Chicago, president: J. W. 
Boulton, Jr., Oklahoma City, third vice-president; Charles R. Hicks, 
Kokomo, Ind., treasurer, and Stanley Peterson, Minneapolis, secretary. 


collector of revenue, and Mayor 
S. Morrison of New 
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“I pat this GOLD MINE every time! 
---@a@nmd so will YOU?” 





























Bear Balancer operates on lift (as illustrated) or on floor 


now! a new GOLDEN BALANCER that’s loaded with EXTRA MONEY MAKING POWER 


- = - ofl: dt - -| - - 


Every time you do a balancing job, you’re going to want to give this “Golden Balancer” a pat 
of appreciation! This Gold Bear looks like a beauty with its gleaming gold anodized finish! And 
it is a beauty in the speedy, easy way it operates! A Free—No Obligation—Demonstration will 
convince you. See your Bear Jobber or write Bear Mfg. Co., Dept. S-1, Rock Island, Illinois. 
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Elements Darkening Domestic View 
Detailed by Romney before NSPA 


HILE rising sales of compact 
and small cars are the bright 
side of the picture, the tota] do- 
mestic automotive outlook is dark- 


ened by rising imports, shrinking, 


exports and shrinkage all along the 
line of national purchasing power, 
sales, jobs, customer benefits and 
customer influence. 

This was the view expressed by 
George Romney, president of 
American Motors Corp., before the 
national convention of the National 
Standard Parts Association at Los 
Angeles last month. 

“These trends are not the result 
of the current recession but devel- 
oped during the recent inflation- 
ary splurge,” he said. 

“While I expect relaxation of 
monetary controls and credit, and 
public expenditures and even tax 
reduction to be used if necessary 
to halt the current rise in unem- 
ployment, we cannot continue to 
ignore the real causes of the re- 
curring swings from inflation to 
deflation if America is to avoid 
economic decline and ultimate loss 
of world leadership,” Romney said. 

He declared that excess concen- 
tration of economic, social and po- 
litical power is the nation’s No. 1 
domestic problem and archaic for- 
eign trade policies, coupled with 
inadequate foreign investment and 
technical assistance, our major in- 
ternational problem. 

“Industrial goliaths, union mo- 
nopolies and swollen federal gov- 
ernment are shifting our economy 
fromt a competitive to a monopolis- 
tic one and wiping out the incen- 
tives for economic development 
and growth,” he pointed out. “In 
our previous reversals of anti-in- 
flationary policies to re-stimulate 
economic activity we were aided 
by unfilled wartime demand, bet- 
ter distribution of national income 
through collective bargaining, and 
excess stimulation of capita] ex- 
penditures to circumvent the sharp 
rises in wage and total labor costs. 

“This time these stimulating fac- 
tors are not only missing but wage 
increases have been exceeding in- 
creases in productivity since 1955, 
capital expenditures have built ex- 


President Romney 


cess capacity without maintaining 
normal annual increases in produc- 
tivity, and both domestic and for- 
eign demand have declined with 
the rise in domestic costs and 
prices. The terrific squeeze on 
profits has dangerously slashed 
the capital expenditures and ade- 
quate competition on which in- 
creased productivity and rising 
purchasing power importantly de- 
pend. 

“America must stop ignoring the 
grave national economic and politi- 
cal issues that could make her a 
second-rate world power,” he de- 
clared. These issues, he said, are: 

1.—Monopoly or competition, 
centralized economic planning or 
voluntary cooperation under pre- 
cise and modern public laws. 

2.—Collective bargaining based 
on conflict or collective bargain- 
ing based on cooperation. 

3.—Excess concentration of in- 
dustrial union and government 
power or adequate dispersion of 
industrial, union and government 
power. 

4—Economic isolationism or 
economic world-wide expansion. 

“Car prices have risen to the 
point people are being priced out 
of the market,” he declared. 

His address drew heavy applause 
and a standing ovation from the 
hundreds in the audience. 

Romney is also the president of 
the Automobile Manufacturers As- 
sociation, Detroit. 
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Garagemen Contemplate 
No Jobber Boycott 


ee W* AS garagemen have no 

intention of boycotting any 
legitimate wholesaler,” Howard 
Eves of Pasadena, Calif., immediate 
past president of the Independent 
Garage Owners of America, as- 
serted last month. 

In an address before the annual 
convention of Motor and Equip- 
ment Wholesalers Association, he 
said: 

“We have in our bylaws that we 
will not become a buying group” 


Howard Eves 


and a provision that “denies us the 
right to sponsor any company or 
product.” 

He recited the growth of IGOA 
to its present strength of 111 units 
in 30 states and 57 allied (manu- 
facturer) members. Pasadena unit 
No. 2 even has its own blood bank, 
he said. 

“We want a larger share of this 
business,’ Eves said of the IGOA. 
“We can see that unless we have 
better shops—shops that are clean 
and with skilled mechanics and 
modern equipment—the garages 
will go the way of the old country 
store.” 

“Garagemen’s standards,” he de- 
clared, “have been too low to in- 
vite young men to be mechanics.” 

Garagemen need a public rela- 
tions program so the public will 
“forget that we are greasemonkeys 
and so that they will look up to us 
and then we can attract young 
men. 

“IT have no quarrel with the car 
dealer and the manufacturers. They 
are necessary, too.” 

(More News Briefs on page 176) 
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EVERY partis there 
in the PERMITE line 


Yes, with Permite you have all needed parts in one line! The 
valves, the pistons, the pins, the bearings, the water pumps, the bolts, 

the suspension parts, the spring shackles . . . all the parts you need for 
Valves engine or chassis overhaul are supplied in the complete 
Valve Guides Permite Line of Original Equipment Parts. 
Valve Parts 
Pistons And Permite’s greatly expanded production and service 
Piston Pins facilities in support of the Permite nation-wide distribution system 
Pin Bushings make Permite Parts always AVAILABLE—when you want them 
Cylinder Sleeves —for all makes and models of cars, trucks, buses, tractors. 


Sleeve Assemblies 
Engine Bearings Just phone your nearby Permite Distributor. 


Water Pumps 

Ball Joint Suspension 

King Bolt Sets ALUMINUM INDUSTRIES INC., Cincinnati 11, Ohio 
Tie-Rod Ends 


original @ oavipment 
Suspension Parts 
Sn Sachs rmite parts 
the complete “™ engine and chassis line 
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and start your 
cash register rocking 
—and ringing! 


COLUMBUS. 
Myo vide SHOCK Aas Cant 


“WORLD'S TWO GREATEST SHOCK ABSORBERS” 
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BUY TEN, GET TWO FREE!’ 


Now, during Mac's Spring Promotion (February, you buy. Sell the two free cans at two dollars each 
March, April), you can make four extra dollars and you wind up with four dollars extra cash... 
every time you sell a dozen cans of ‘Mac's It New or you can skyrocket your sales by giving your 
Car Finish’ or ‘‘Mac's Resin Coat."’ Here's how it salesmen a twenty-cent-a-can bonus...and still 
works: You get two extra cans free with every ten make your normal profit on every dozen sold. 


MAC’S IT NEW CAR FINISH MAC’S RESIN COAT 


This is a brand new formula with a built-in cleaner that makes a lus- Also a brand new formula, producing the highest luster we have ever 
trous, durable wax job possible in one easy operation. Coal tar waxes seen. This wipe-on-wipe-off liquid polish is so easy that even a 12-year 
are the secret of its luster and durability. old boy could do a perfect job. 


DEALER SELLING 
COST PRICE 


10 cans $12.00 $20.00 
2 cans FREE 4.00 


a ae $12.00 $24.00 





CLEANS - POLIS HES - GLAZES 


ORDER EITHER DEAL OR BOTH—as many as you want—as often 
as you wish—during February, March and April only, 


50% PROFIT! 








SUPER GLOSS CO., INC. 
DON’T WAX IT, Los Angeles 42, California 
MA c’sS IT f Cincinnati 26, Ohio 
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Even under high vacuum conditions 


AMERICAN HAMMERED’S 


new Stainless Steel Oil Ring is 
positively side-sealing! 


Modern, high compression engines create terrific side-sealing 
problems for piston rings. Under deceleration, for example, 
these engines suck oil around the side rails of ordinary 
oil rings. But American Hammered’s new stainless steel oil 
ring (U.S. Pat. No. 2,789,872) is positively side-sealing. It 
controls oil regardless of cylinder or operating conditions. 
This stainless steel oil ring holds its original, built-in tension 
at engine operating temperature . . . needs no groove back- 
ing to maintain tension. The ring resists sludging and clogging 
because it’s stainless steel. And stainless steel will outlive 
carbon steel two to one. 


Note arrows. Axial pressure 
of the stainless steel ex- 
pander at these points 
makes a fast seal—oil can- 
not be drawn around side 
rails, even under high 
vacuum. 


This oil ring is matched with American Hammered’s 
pre-seated (factory-applied lapping process equal 
to hundreds of miles of engine operation) 4 


groove compression ring for maximum oil contro 
minimum wear. No come-backs when you install 
Krome-Oil. 


New Stainless Steel Oil Ring available in Krome-Oil Ring Sets— 
where required by engine conditions 


AMERICAN HAMMERED 


AUTOMOTIVE REPLACEMENT DIVISION + 2001 Sanford St., Muskegon, Mich. 
Manufacturers of American Hammered Automotive 
Replacement Piston Rings 


A Division of Sealed Power Corporation 
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hes 


eas 


How to give your customers i A ( e 


The clue is in the way you trou- 
ble-shoot. Customers want a ring 
of authority when you diagnose 
motor trouble. Clevite helps you 
find it...and find it fast. The 
answer is on the new Wall Chart. 


When it’s bearing wear, the solution is simple 
— Monmouth Engine Bearings. Their supe- 
rior surface behavior, fatigue strength and 
corrosion resistance assure the finished, sat- 
isfactory jobs you and your customers need. 


Moowmnout orci sesnnes 


Cleveland Graphite Bronze 
CLEVITE SERVICE Division of Clevite Corporation The words Monmouth. 
. Clevite and Micro are 
Cleveland 3, Ohio registered trade marks of 
Clevite Corporation 
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You can... and you have this new authen- 


tic Monmouth Wall Chart to help justify 
your own good workmanship and judgement. 
..everything you 
. cause of bearing 


It tells you the facts. 
need to know and apply . . 


failure, effect and remedy. It’s a great sales 
and confidence builder. 

Get it NOW — by getting in touch with your 
nearest N.A.P.A. jobber and asking him 
about Monmouth quality bearings. 
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Autronic- 


Eye 
Features... 


eeeeeeeeereerereoe eee eee eee eee ee eee eee ee eee 


driver-operated control ... transistors 


There's brand new sales appeal in Guide's new driver-controlled 
Autronic-Eye! And for General Motors Car Dealers, it means new profit 
potential. A new sensitivity adjustment allows the driver to control how 
soon the “Eye” dims his lights . . . makes it possible to adjust, on the spot, 
for varying highway situations. Use of transistor in the power 
amplifier enables it to operate with full effectiveness in all 
odes weather conditions. These new and easy-to-see benefits will produce 

results from the simplest demonstration. And the importance of 

FORWAROFROM FIFTY automatic dimming, with the brighter four-headlamp systems, will 


make the 1958 Autronic-Eye easier than ever to sell! 


»».» BRIGHTEST NAME IN LIGHTS 


GUIDE LAMP DIVISION + GENERAL MOTORS CORPORATION + ANDERSON, INDIANA 
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You can be a real 


SUAGICIAN 


to your customers with.. a 


. 





FORMFLEX 
CHROME PISTON RINGS 





Exclusive Pedrick features improve performance, 
save oil and gas—make you look like a magician. 


PEDRICK’S EXCLUSIVE 
“EQUALIZER” 


a peripheral abutment type expander pioneered 
by Pedrick and today the most imitated feature 
in oil control rings. It provides a soft but 

positive and uniform pressure outward: at every 
point around the circumference of the ring, 
assuring the utmost conformability. 


<™ 
I 


93 eee PEDRICK’S MORE FLEXIBLE STEEL RAILS 
ZZ 


Because of the “Equalizer,” and its equal 
pressure, the ring rails can be made radially 
thinner, and therefore more flexible, increasing 
the ability of the oil control ring to conform, 
no matter how worn the cylinder walls are. 


PEDRICK FORMFLEX CONSTRUCTION, 
WITH ITS EQUAL PRESSURE EVERYWHERE, 
MEANS A MORE PERFECT SEAL 


And . . . compression rings and oil control ring 
rails are faced with SOLID CHROME, can be 
counted on to last 2 fo 4 times longer!! 


GET YOUR FREE MAGIC TRICK 


PEDRICK will send you a terrific magic trick 

absolutely free. Ask for “The Vanishing Half 

Dollar.”’ Send your name, company, address to: 

WILKENING MANUFACTURING COMPANY 
2000 So. 71st St., Phila. 42, Pa. 














SELL THE BIG, NEW 


TOUCH-UP BY “PUSH-BUTTON”! 


DUPLI-COLOR 


BEAUTIFULLY DISPLAYED IN COLORFUL 
SELF-SERVICE METAL MERCHANDISERS! 


T 6 OZ.SIZE 
DEALER COST 
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OLDS, LE 1956-58 
FESTIVAL RED 
Stock No. DS 722 


at a ee 
Ae 


AEROSOL DIVISION + DUPLI-COLOR PRODUCTS CO., INC. 
2440 S$. Michigan Ave., Chicago 14, Ill. 
RUSH details, discounts on Dupli-Color AUTO SPRAY Line: 





Nome. 








Company 
Address 
City & Stote. 








INOILVSNIS Lld0Ud 8S61¢ 
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America’s largest selling 
replacement oil seal 


@ original equipment—quality assured 


e@ complete line—even “hard-to-get” numbers 


@ instantly available from your jobber 


When you need oil seals, you need them now. 
And, they must be right for the job. 


Your National Oil Seal jobber fills the bill on 
both counts— better than ever today through 
Federal-Mogul’s nation wide service. His com- 


plete stock answers almost every order instantly. 
The National Seals he supplies you are identical 
with seals National sells for original equipment. 
Isn’t it logical National is America’s largest 
selling replacement seal? 
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mileage...with Fm 


Whether you are overhauling the engine of a car, 
truck, tractor, industrial or off-the-road unit, you 
can always get exactly the right type of bearing and 
the right undersize—and get it fast, from your 
Federal-Mogul Jobber. The Fm line includes 5800 


Want more facts? Use Reader Service Card Page 141 


just buttoned up a lot of new 
engine bearings’”’ 


different sizes and types of bearings, engineered to 
produce maximum, trouble free mileage on your 
overhauls. You can depend on the Fm line for the 
best in bearings . . . and on your Fm Jobber for 
the best in service! 


FEDERAL-MOGUL SERVICE 
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THE SATURDAY EVENING POST 


Don’t become alime 


Saturday Evening 


STATISTIC! [RRUss) 


advertisement 
that will really 
help sell 

BRAKE SERVICE 


if you are a Raybestos 
See a Raybestos dealer soon for your | Contract Dealer! 


POINT Including a brake : i : 


adjustment for your car 


BRAKE ’ 
CHECK | *2O00 Backed by a 
*This offer expires Moy 30, 1958. merchandising 





HERE’S WHAT HE’LL DO: 
1. Pull front wheels, inspect linings 5. Check hydraulic system and program that will 


2. Check brake drums brake fivid level 
6. Adjust brakes or recommend 


3. Inspect front wheel bearings reline make Raybestos 


4. Clean brake assembly 7. Road test brakes 


If your brakes need relining your dealer will make sure dealers real profit! 
you're safe by using the lining that licks dangerous 
HEAT and WEAR brake problems... RAYBESTOS! 


‘Si, i ee ib meetel') £e), adel) Oa lem cel ana 0.) 


TAKE ADVANTAGE OF THIS OPPORTUNITY 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL seiner’ Connecticut 


Please send me complete details on how | can tie in 


For the name of your necrest dealer, write to Department SS. with the 7 Point Brake Check Program. 
RAYBESTOS DIVISION of y Inc., BRIDGEPORT, CONN, 
RAYBESTOS-MANHATTAN, INC., Brake Linings © Brake Fluid © Brake Blocks © Clutch Facings © Industrial 


Rubber © Mechanical Packings © Asbestos Textiles-© Engineered Plastics © Sintered Metal Products © Rubber Covered 
Equipment © Laundry Pads and Covers © Abrasive and Diamond Wheels © industriel Adhesives © Bowling Balls 














pilin di dibgemaclll 
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TRIP FOR 2 TO 


PARIS 


TRIP FOR 2 TO 


HAWAITI 


TRIP FOR 2 TO 


BERMUDA 


TRIP FOR 2 TO 


MEXICO 


2 R.C.A. 
Living Color 
TV SETS 


7 sets 
STERLING SILVER 
FOR SIX 


C Bie) (4 Me): 
MUSIC 
HI-FI SETS 


| big SARAN seat covers 
“SALES STARS” CONTEST 


Sixteen fabulous prizes—holidays for two 
in Paris ... in Hawaii... in Bermuda and 
in Mexico... beautiful RCA Living Color 
TV sets... Voice of Music Hi-Fi Sets... 
and sterling silver services for six! They're 
yours to win in the big SARAN “SALES 
STARS” CONTEST from February 17 
to May 16. 

Smart, smooth seat covers of SARAN 
still hold the winning combination of 
beauty, durability and easy upkeep. Now 
you can make them win a big prize bonus 
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cor you in the most exciting contest to 
date. Sell the only seat covers that give 
an old car up-to-the-minute styling. Sell 
SARAN ... and you'll win satisfied cus- 
tomers plus a glamorous holiday. 


Your seat cover manufacturer has all the 
details. If you are not already enrolled, 
call him today and get started on the 
SARAN “SALES STARS” CONTEST! 
THE DOW CHEMICAL COMPANY, Midland, 
Michigan, Plastics Sales Dept. 2041K. 


NOW TO MAY 16 


YOU CAN 


DEPEND ON 
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UARANTEED 
100,000 MILES 


Typical of 


the quality of 


Ignition Parts 


Look what’s printed right on the label of the Super- 
Heavy-Duty NIE-TRON Ignition Coil. Guaranteed 
100,000 mILES—actually 96,000 more miles’ guarantee 
than most new cars can offer! Another good reason why Brake Parts and Testing Equipment 
Niehoff products mean top performance on the road— 

and top performance in the parts replacement business. 

Call your jobber today and find out how the complete 

line of Niehoff automotive products can pay off for you. 

Main office and factory, 4925 Lawrence Ave., Chicago, II. c. E. 

Warehouses: 250 W. 54th St., New York 19, N.Y.; 1800 Fair- & CO. 
mount Ave., Philadelphia, Pa.; 254 Brighton Ave., Boston 

34, Mass.; 2715 Main St., Dallas, Texas. Branch: 1330 W. 

Olympic Blvd., Los Angeles 15, Calif. 


The Finest Ignition Parts, Hydraulic 
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S) Hows the Censational New 
ZS NUTMASTER 
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Grips square nuts NUTMASTER exerts 
on two faces—can pressure on three 


O | PRESENTS THE GREATEST 
| OPEN END WRENCH DESIGN 
IMPROVEMENT OF ALL TIME 


IT’S HERE! the revolutionary, European designed Open 
NUTMASTER gets End Wrench . . . now MADE-IN-AMERICA by BLACK- 
@ firm grip on HAWK .. . that makes your work easier! The powerful 
badly worn nuts. turning forces are applied only on the FLAT FACES, not 
] on the corners of nuts and bolt heads! NUTMASTER 
exerts tremendous torque—far greater than the conven- 
tional, open end wrench—puts on the pressure where it 
NUTMASTER takes can’t burr or deform corners. 


all shapes and ; ; 
styles with ease. This radically new design moves, locks, or unlocks any 


nut or bolt, hex or square, without any jockeying for fit, 
The slender head works easier in close quarters—seats in- 
stantly, turns better—even on battered nuts and bolt heads. 























Tool-wise mechanics will go for NUTMASTER — it’s light- 
er and less bulky—with a positive grip that decreases slip- 
page and skinned knuckles. And .. . there’s longer service 
life—no flat, inner jaws to spread. 


Available in most popular sizes, the streamlined NUT- 
MASTER is precision forged of finest alloy steel—triple 
plate chrome finish. Ask your BLACKHAWK Jobber to just 
let you handle it—try it out on his NUTMASTER Action 
Display. Brother, you’ll buy it! The New Britain Machine 
Co., New Britain, Conn. 


NEED A BLACKHAWK HAND TOOL? 
..» PHONE YOUR JOBBER! 


/ 


NEW BRITAIN: connecticut HAND TOOLS 
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what's Sam Timken’ bearings 


Sot in the \ for replacement! 


back room? , " 


\ 
\ 


s“ 


~~ a“ 
~ _ 
_— — a 


Good workmanship and the best in replacement 
parts are what keep customers coming back. 
When it’s a bearing job, your best replacement is a 
Timken® tapered roller bearing. And tell ’em it’s 
Timken. It’s the best-known name in bearings—one 
customers know means quality. The Timken Roller 
Bearing Company, Canton 6, Ohio. Canadian plant: 
St. Thomas, Ontario. Cable: “TIMROSCO”. 


CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING... JUST TELL ’EMIT’S... TI M KE N 


TRADE-MARK REG. U. S. PAT. OFF. 


TAPERED ROLLER BEARINGS 
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McQUAY-NORRIS makes 
the finest BEARINGS 


in the world! 








Original Equipment 
for Cars, Trucks, 


Buses and Tractors Distributed by the finest wholesalers in the industry 


) os McQUAY-NORRIS MANUFACTURING CO. 


71% ST. LOUIS « TORONTO 
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FAMOUS, ORIGINAL 


CUSTOM 
Stylemaster KAR-RUGS 


The ultimate in appeal for today’s dramatic cars — new, fresh colors — 
clean design — practical full protection with easy-to-clean and non-slide 
features. For those who want the best —high-styled, built-in utility, in 
7 color combinations. 


SET NO. 8487 SET NO. 8488 
for front floors $QO95 for rear floors $625 


3 sets to ctn. 28 Ibs. Retail 3 sets to ctn. 15 Ibs. Retail 











N\\\ 


the line that keeps 
your profit in mind 










a = 





: StyleLiner DftU ety 2 
ia Styleliner KAR-RUGS 


mane _ | The finest in practical full front floor ‘ ‘over the 
hump” protection. Fits all cars — won't slide. Easy- 
to-clean features. In 7 popular colors. No. 1428, 
3 to ctn. 30 Ibs. Retail $11.95 








® 
Ng > } Star Kar-Rug Salesman 
7 as - rs . Wooster Wheeler 
te: , age 
f $ , a Siar : > i .-—— 
“ 
3 aK . Ry 


AA404074 


ter KAR-RUGS Put Kar-Rugs in your best sell- 
or complete - ing spot. Yours FREE on special 


ection. Dia- a deal. Ask for details on No. 0848 
ds dirt, water, display 
colors. . 


| $6.95 
BERMAID INC., WOOSTER, OHIO 


Ptd. in U. S.A, 














You can grow with it — 


increase your business and 


profits—save time in your 


own operation—with N-A-P°-A 
Jobber service—and the 


Nationally Advertised Brands 


The N-A+P+A “Parade of Parts”— from manufacturer to NeA+P*A Warehouse to 
N-A+P-+A Jobber to service and repair outlets—is constantly in progress, growing in 





volume and public knowledge, year after year . . . Next month, the N*A+P*A 

“Parade of Parts” will be high-lighted by a four-page advertisement in the April 12th 
issue of The Saturday Evening Post—and special displays by thousands of 

N-A-+P-A Jobbers throughout the nation. Within a few weeks after its appearance, 
this issue of The Post will be read by more than 22,000,000 people—many of them 
your customers and prospective customers . . . Visit your N*A+P-+A Jobber on this 
occasion. Get better acquainted with the wide range of nationally advertised products 
of genuine quality he carries. Learn first-hand how you can save time and 

needless expense by concentrating your buying with him .. . And ask how you 

* can identify your business with the world’s largest, and 
best-known, independent parts organization. 


National Automotive Parts Association, Detroit, in behalf of the thousands of independent 


q bo’ DY: \ JOBBERS 


who supply the automotive repair trade from coast-to-coast with these—and many 





: other—nationally advertised brands of quality automotive parts and supplies. 


i 
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The N-A-P-A 
‘Parade of Parts 
Grows every year 


shown on the following pages 








35 








: _ 


nationally advertised brands of genuine quality for 


Famous Hand Tools 


The complete Line of top-quality, profes- 
sional Tools designed for mechanics by me- 
chanics—including the great new Automatic 
Transmission Tools that open up this money- 
making service field for you. Ask for New 
Britain Tools. They’re engineered to handle 
today’s repairs and service—faster for you! 


THE NEW BRITAIN MACHINE COMPANY 
NEW BRITAIN, CONNECTICUT 


Federal Ball Bearings 


Most complete ball bearing line for the auto- 
motive industry. Used as original equipment 
on millions of vehicles by leading manufac- 
turers. Chosen by repairmen as the ideal re- 
placement bearing. Federal Ball Bearings are 
dependable—backed by the dependable 
source of supply—your N-A-P-A Jobber. 


THE FEDERAL BEARINGS CO., INC. 
POUGHKEEPSIE, NEW YORK 


NAPA "PARADE OF PARTS” (continues) 
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Safe - Sure + Wires and Cables 


— if it’s worth a serviceman’s time 


—it’s worth good wire and cable 


BELDEN MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


3 


Clltcd, Engine Parts 
When new engine parts are needed, look to 
Allied and your N-A- P-A Jobber for the fin- 
est of parts, the fastest service and the most 
comprehensive coverage. Behind every Allied 
Engine Part are specialized engineering ex- 
perience, production facilities and manufac- 
turing capacity unsurpassed in the industry. 


ALLIED AUTOMOTIVE PARTS COMPANY 
CINCINNATI, OHIO 


eae ay 





Transmission & Overdrive Parts 


Complete service for all Overdrive Units— 
Dittmer’s newest addition to the N-A-P-A 
**Parade of Parts.”’ Since 1919 Dittmer Stand- 
ard Transmission Gears and Shafts for cars 
and trucks have been known the world over 
as “Second to None.” Ask for Dittmer— 
your password to quality. 


DITTMER GEAR DIVISION - AUBURN, INDIANA 


w alt 


BxK Air Cushions 


—a summer-time necessity for comfortable 
driving. Available in regular, king-size and 
“*half-across”’ sizes, these new ventilated air 
cushions have spring coils locked in position 
to resist “rock-and-roll’”” movement. Avail- 
able in stripe and tweed patterns, in red, blue, 
green and black. Ask your N-A-P-A Jobber 
how to get free display rack. 


BxK SERVICE PRODUCTS - INDIANAPOLIS, IND. 


Your N°A*P°A Jobber is 
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f Patts’/ 


CARS, TRUCKS, TRACTORS - ALL MAKES + ALL AGES! 


Soundmaster Mufflers 


The muffler market is skyrocketing. Installa- 
tions run 2, 3, 4 and even 6 mufflers per car. 
Replacement frequency continues to rise, de- 
spite engineering advances. And dealer prof- 
its pile up. So be sure you get your share, 
with Soundmaster. 


DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 


i ®t 


eam, 
el 


ri 


Frictioneered... 


@ for power or standard brakes 

© for safer, smoother stops 

@ for thousands of extra miles of service! 
Make your time and skill pay off! Sell 
America’s Safety Brake Lining. Call your 
N-A-P-A Jobber today! 


AMERICAN BRAKEBLOK DIVISION 
BIRMINGHAM, MICHIGAN 


a Good Man to KNOW! 
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Unitep brake paris CAN take 
pened it! All parts that make up 
UNITED cylinder repair kits 
and/or master and wheel cylinder assemblies 
are periodically operated, alternately, in cold 


chambers and high temperature ovens in ac- 
cord with S.A.E. & A.S.T.M. specifications. 


UNITED PARTS MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


MARTIN 
SENOUR 


PAINTS 


Automotive Finishes 


Martin-Senour’s highest-quality finishes—in 
the industry’s widest range of colors—help 
assure complete customer satisfaction! Best 
color match, best blend-in, best gloss. Fac- 
tory-packaged or custom-mixed colors, thin- 
ners, reducers—everything you need to do 
the whole job! Use Martin-Senour products 
exclusively! 


MARTIN-SENOUR, 2500 SOUTH SENOUR AVENUE 
CHICAGO 8, ILLINOIS 


MILLIONS USE IT— 
EXPERTS CHOOSE IT/ 


Sell New Car Performance 


No tune-up job is complete unless the Con- 
tacts, Condenser, Coil, Distributor Cover, 
Rotor and Voltage Regulator are thoroughly 
checked and replaced when needed. Please 
your customers and pocket the profits—in- 
stall these ECHLIN Quality Parts every time! 


ECHLIN MANUFACTURING COMPANY 
BRANFORD, CONNECTICUT 


Balkamp Valve Tappets 

The most complete line of mechanical and 
hydraulic valve tappets in the industry. All 
built to the finest original equipment stand- 
ards of materials, design and dimension. Also, 
for Ford engines, the time-saving adjustable 
tappet, designed and produced by one of the 
leading original equipment makers. 


BALKAMP, INC. - INDIANAPOLIS, INDIANA 


NAPA "PARADE OF PARTS” (continues 
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Dana Products 


Just as practically all vehicle makers depend 
on DANA-made Products, you can depend 
on Spicer and “‘Mechanics-Type”’ Universa! 
Joint Kits; Spicer Transmission; Spicer 
Power Take-Offs and Joints, and Monmouth 
Clutch Plates. 


DANA CORPORATION - TOLEDO 1, OHIO 





v Requires only 18°x 18 
of floor space 


V Completely portable 


V For indoor or 
outdoor use 


seo, 


Spotlight SAFETY SERVICE 
This new portable Displaymobile turns your 
Trico Stock Organizer Cabinet and Vis-U-Lid 
into a movable Wiper-Washer service depart- 
ment. It’s a step-saver, a sales-maker . . . puts 
your merchandise where the car owner will 
see it. Use on service floor, lubritorium, or 
roll out to island near gas pump. Available 
with a small stock of arms or blades. 


TRICO PRODUCTS CORP. + BUFFALO 3, N. Y. 


NAPA "PARADE OF PARTS” (continues) 
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MicroTest Automatic Transmission Parts 


Service on automatic transmission parts and 
kits through N-A-P-A Jobbers is the most 
comprehensive in the industry. Covers all 
cars; includes complete rebuilding kits, plan- 
etary repair kits, gasket sets, oil-pan gaskets, 
individual sealing rings, sprag clutches, brake 
bands, clutch plates, etc. Clearly cataloged. 


MICROTEST GEAR CO. - INDIANAPOLIS, IND. 


hn ct ct ny 


Genuine DETROIT Repair Kits 


are produced by the manufacturer of the 
original equipment; your assurance of per- 
fect fit, easy installation and customer satis- 
faction. 

Enjoy Bigger Service Profits by using genu- 
ine Detroit Repair Kits. 


DETROIT UNIVERSAL DIVISION 
DEARBORN, MICHIGAN 


... don’t forget the shocks! 


Build your shock business! Check for worn 
or leaky shocks everytime you change oil, 
adjust brakes, or inspect mufflers. When new 
shocks are needed, install Briggs . . . imme- 
diately available from your N-A- P-A Jobber 
—a good man to know. 


THE BRIGGS SHOCK ABSORBER COMPANY 
CLEVELAND, OHIO 


Profit with Bridgeport Gauges 
Bridgeport Tire Gauges are handy, easy to 
use, accurate. Tops in popularity is the No. 
400 pencil type for passenger cars. Con- 
structed for long wear and constant accuracy. 
Triangular calibration stick permits accurate 
readings from 5 to 50 Ibs. 


BRIDGEPORT BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 


Your N*-A*P-A Jobber is 
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Duckworth Timing Chains 


Often a “ring” job isn’t the answer to the 
motor “pep” your customer expects. Check 
the timing chain for wear and stretch. If re- 
placement is needed Duckworth® Monoflex 
Timing Chains will give top performance, 
with gas and oil savings as a bonus. Result: 
real customer satisfaction. 


CHAIN BELT COMPANY - SPRINGFIELD, MASS. 





L ae _— | 
VICTOR Gaskets and Oil Seals 


Original equipment quality replacement seal- 
ing parts for all cars, trucks, tractors, marine 
and industrial engines. The only 100% cover- 
age line—accurately cataloged—sold in unit 
sets or individual pieces. Your N-A- P-A Job- 
ber stocked to give service. 





VICTOR MANUFACTURING & GASKET CO. 
P.O. BOX 1333, CHICAGO 90, ILLINOIS 


a Good Man to KNOW! 
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€CHLI a Gustin 


The business principles that have made the 
VISUMATIC program successful are virtually 
impossible for others to copy. These princi- 
ples are dependent upon EcHLIN policies and 
N-A-P-A distribution, a combination that 
cannot be duplicated. 


ECHLIN MANUFACTURING COMPANY 
BRANFORD, CONNECTICUT 


Beity 


BxK Tunemaster Kit 


Contains all instruments necessary to perform 
essential steps in “‘tuneups” and automatic 
transmission adjustments: Tachometer; 
Power Timing Light; Ignition Tester; Point 
Dwell Tester; and Regulator Tester. Chrome- 
plated, shatterproof cases. Easily adaptable 
to 6 or 12-volt systems. Available in Kit, or 
separately, from your N-A-P-A Jobber. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


NAPA "PARADE OF PARTS” 





Monmouth Engine Bearings 
MICRO AND CLEVITE 77 
Designed Right— by the engineers who design 

most original equipment. 


Made Right —by the world’s largest bear- 


ing manufacturer. 
Sold Right —N-A-P-A service. 


CLEVITE SERVICE DIVISION 
CLEVELAND, OHIO 


Ltbz:d Chassis Parts 


In Allied Chassis Parts, N-A-P-A Jobbers 
offer “‘the complete coverage line,” engineered 
and built to original equipment standards in 
materials and tolerances. Wheel Suspension 
Parts, Coil Springs, Steering Parts, King Bolt 
Sets, Shackles and Ball-Joint Suspension 
replacements make your N-A-P-A Jobber 
your logical source for Chassis Parts. 


ALLIED AUTOMOTIVE PARTS COMPANY 
CINCINNATI, OHIO 


(continues 
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B*K Car-Washing Accessories 
Things every station needs (as well as many 
car-owners)—the finest and most adaptable of 
sponges—soft, durable and well-fitting wash- 
mitts—imported chamois-skins—brushes of 
all types. Your N-A-P-A Jobber provides a 
single source for all of these necessities. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


Choice of Car Factory Engineers 


The advantages which the Thomson “HP” 
Thermostat brings to all pressurized cooling 
systems, are confirmed by its choice by most 
car factory engineers. The reverse-acting, 
tight-sealing poppet valve and thermal actuat- 
ing unit introduced by Thomson become more 
widely used every year. For other systems use 
the Thomson Electro-Fused bellows-type. 


STANDARD-THOMSON CORPORATION 
WALTHAM, MASSACHUSETTS 


NAPA “PARADE OF PARTS” 
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- Soundmaster - 


MUFFLERS L_ 
INSTALLED 


FAST 
EXPERT 
SERVICE 





Soundmaster Salesmakers 


You can’t always take time to remind cus- 
tomers thai you install mufflers. So let Sound- 
master help you, with these brilliant 3-color 
signs. Let your customers know you're in the 
muffler business, and attract pass-by trade 
as well. 


DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 


Capitalize on the giant do-it-yourself market 
by stocking MODAC Fractional Horsepower 
V-Belts. Service stations and garages who 
establish themselves as parts centers for 
home repairs can get extra profits from this 
ballooning business. ... See your N*A-P°A 
Jobber today. 


HAYWOOD INDUSTRIES 
WAYNESVILLE, NORTH CAROLINA 


continues 


Automotive Finishes 


A fast-selling, steady profit-maker for car 
dealers and paint shops . . . America’s popu- 
lar new touch-up spray lacquers. Complete 
with self-selling counter and floor display 
racks. Late model matching colors in handy 
6-0z. spray cans. Finest quality for beautiful, 
hard, high-gloss finish. See your N-A-P-A 
jobber now! 

MARTIN-SENOUR, 2500 SOUTH SENOUR AVENUE 

CHICAGO 8, ILLINOIS 


(no ot soon 


FLEET Service Jacks 


There’s a service jack for every requirement 
in the Fleet line of hydraulic and mechanical 
jacks, from one-half to twenty-ton capacity. 
Ask your N*A-P*A Jobber for a new Fleet 
Catalog, or write to— 


EDGEWATER AUTOMOTIVE DIVISION 
ST. JOSEPH, MICHIGAN 
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Pope 


Now in Harmonizing Colors 


Prospect Floor mats fit better and wear longer 
because the exact shape of the car floor is 
permanently built into the mat; because they 
are constructed of the same quality materials 
supplied to car manufacturers. Easier to in- 
stall because holes for pedals, accelerator, 
etc., are pre-punched accurately. Available in 
blue, green or gray for late model cars. 


PROSPECT RUBBER CO. - CLEVELAND, OHIO 


Monmouth — 


Super-Cushioned to Deliver 
_ More Miles of Happy Driving! 


Monmouth Clutch Plates 


Monmouth Clutch Plates have long been 
famous in the automoiive industry for their 
patented super-cushion action . . . their pre- 
cision manufacture . . . and their excellent 
performance record. They are typical in 
quality and engineered performance of the 
complete line of DANA products. 


DANA CORPORATION - TOLEDO 1, OHIO 


CARBURETOR 
TUNE-UP KITS . 











Balkamp Tune-Up Kit Assortments 
Modern carburetors and precision adjust- 
ments needed with automatic transmissions 
make Carburetor Tune-Up Kits a “must” for 
fast, effective and profitable tune-up jobs. To 
serve this need, Balkamp now offers 2 assort- 
ments: One for Chevrolet, Ford and Plym- 
outh; the other, a master assortment for all 
popular applications. Wire rack is included. 


BALKAMP, INC. + INDIANAPOLIS, INDIANA 


CELORON® Timing Gears 
Continental Fibre Division, 
Cleveland, Ohio 


CLEVELAND Universal Joints 


Cleveland Steel Products Corporation, 
Cleveland, Ohio 


HAARTZ-MASON Friction Tape 


Haartz-Mason Inc., Watertown, Mass. 


MICROTEST Axle Shafts 


MicroTest Gear Company 
Pottstown, Pennsylvania 


MICROTEST Drive and Pinion Gears 
Flywheel Gears 


Balkamp, Inc., Indianapolis, Indiana 


MODAC Auto Mats 
Wooster Rubber Company 
Wooster, Ohio 
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Other N-A-P-A Lines 





Visall Safety Pealieats 


Quality material . . . skilled engineering. . . 
know-how manufacturing. Turn Signals, 
Turn Signal Switches, Clearance Marker, Fog 
and Driving, Backup, Utility, Emergency, 
Stop and Tail and Stop Lights. Passenger 
Car Mirrors, Truck Mirror Arms and Heads, 
Reflectors, Liquid and Reflector Flares. 
Safety Equipment for all Vehicles. 


VEHICLE PRODUCTS CO. - CINCINNATI, OHIO 


MODAC Service Hose and 
Splash Guards 
B. F. Goodrich Company, Akron, Ohio 


OILOK Treated Paper Packing 
Manufactured by 
Victor Mfg. & Gasket Co. 
for Balkamp, Inc., Indianapolis 


PURITAN Brake Fluid 


Olin Mathieson Chemical Corporation 
Baltimore 3, Maryland 


ROCKFORD Fasteners, Screws, 
Bolts and Nuts 


Rockford Screw Products Company 
Rockford, Illinois 


SKIL Power Tools 
Skil Corporation, Chicago 30, Illinois 


ZOLLNER Heavy-Duty Pistons 


Zoliner Corporation, Fort Wayne, Indiana 
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Your N°AeP-A Jobber is a Good Man to KNOW! 
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The man who sells 


OL DSMmobhbili tyy 


is backed by the features 





with new sales appeal! 





There's “spring in the air’’ There’s smooth sailing for Oldsmobile 


. and smoother selling for Olds 


for Oldsmobile Dealers dealers. It’s New-Matic Ride . . . the 


perfect way to demonstrate to cus- 


with smooth-selling tomers the superior ride . . . the su- 
NEW-MATIC RIDE! preme comfort of OLDSmobility for 


1958. And New-Matic Ride . . . a true 
air suspension . . . is a closed system, 
an exclusive with Olds dealers. This 
means reliable, trouble-free operation 
and the complete customer satisfac- 
tion that’s traditional with Olds- 
mobile. New-Matic Ride and the 
many other outstanding sales features 
of OLDSmobility have rocketed Olds 
into Ist place in sales in the medium 
price class! This year, more than ever 


New-Matic Ride’s four air cushions replace steel springs — the 
greatest advance in riding comfort since they first put air in tires! before, it’s smart to be with Olds! 


COLDSMOBILE 


ae tivVvienstto & F GENERAL MOTORS, LANSING, MICHIGAN 
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; : Te|. <a” ie 5” CLOSED-END 
ELECTRONIC ? “¢g = ~—Ss MERCURY MANOMETER 
HIGH VACUUM GAUGE of ii ) 4 
MEASURING MICRONS 
OF MERCURY 





VISIBLE 

$ 2a 1 GALLON OIL 

VISIBLE My ee Ce’ Sa 1 oz. GRADUATION 

10 Ib, FREON TUBE bs _— a 

1 oz. GRADUATION ye A> sg y. io 


THERMOSTATIC | 
EXPANSION VALVE | 
ANALYZER eo CONTROL 
ies a CONSOLE 
AIR CONDITIONING 


SERVICE 
AND 
CHARGING PANEL 


MODEL HV-100 








A COMPLETE UNIT FOR PRECISION EVACUATING 
AND CHARGING ALL AUTOMOTIVE AIR CONDITIONERS 


No other equipment in the shop is needed 


Reduces the average charging function to a matter of minutes Write today for complete details on 
how the AIR-CQN SERVICE AND 
Now service shops can duplicate the exact production line CHARGING PANEL SAVE YOU TIME 
. ¥ . ‘ , ai os , AND MONEY ON EVERY AIR CON- 
charging specifications for automotive air conditioning units DITIONING INSTALLATION OR 
set by the manufacturer. The AIR-CON high vacuum system SERVICE JOB. 
is especially designed with a Kinney High Vacuum Pump to 
create the lowest absolute pressure required for dehydrating 
and de-gassing automotive units utilizing Freon 12 Refrig- ALLSTADT MANUFACTURING COMPANY | 
erant and features precision evacuation, dehydration, visi- 1922 S. Akord St. . 
ble charging and quick leak testing of the cooling units. 


Dallas, Texas | 


d : ’ Gentlemen: Please send me complete details on your 
Accommodates Freon cylinders up to 145 Ibs. Refrigerant oil AIR-CON SERVICE AND CHARGING PANEL today. 


is also readily measured and transferred. 
Company Name 


Address - ‘i 
City Se State 
Please send to my attention 


ALLSTADT MANUFACTURING COMPANY 
1922 S. Akard St. . Dallas 15, Texas 


ir (Please Sign) 
con) MANUFACTURERS OF A COMPLETE LINE OF PACKAGED AIR-CON REPLACEMENT 
PARTS AND PACKAGED FREON 12 IN DISPOSABLE 1 LB. CANS. 
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FEL-PRO GASKETS | 


UP-TO-DATE where it counts! 


ey 


sensible new cartons 
simplified catalogs 
latest, quality materials 


j SS ‘ To keep your service up-to-date, you must have replacement parts 

i ae packings that are up-to-date—and that goes for gaskets. Because gaskets tend 

ue | to be taken for granted with a “‘they’re all alike” attitude, we strive 

at your | - | to make the Fel-Pro Gasket line different... better ...up-to-date where 

Jobber’s, | Fee Mi ti it counts. New cartons, labeled for quick identification, squared off to 

leah :t hi ' crararal tis stack neatly. Simplified catalogs, mechanic-designed to cut looking- 

ook for this a ay up time. And, gaskets that fit better, seal better, because they use the 

DIAMOND |. Pay ES latest mechanical and chemical developments. Why not start now to 
of QUALITY at a keep your gasketing up-to-date? See your Fel-Pro Jobber. 
? a ; FELT PRODUCTS MFG. CO., 7478 N. McCORMICK 

—_ ea hi Bivd., P. O. Box 8609, CHICAGO 80, ILLINOIS. 
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BY MAREMONT 


TO MAKE YOU THE 
TOP MUFFLER INSTALLER 
IN YOUR AREA 


Most popular Maremont mufflers now feature alloy-coated steel 
that fights corrosion to lengthen muffler life! 


Exhaust acids produced by today’s premium fuels are 50 
TIMES AS STRONG (by standard pH acidity rating tests) 

as those of a few years ago. To meet this condition, Maremont 
has worked with one of the nation’s great steel companies to 
procure a special aluminum-cadmium-lead-zinc alloy that in- 

hibits corrosion. The result?—“Added-Life” mufflers, a develop- 
ment that makes ordinary mufflers out-of-date as hand cranks. 


Sell the muffler that’s acoustically engineered by the Electronic 
Dynamometer . . . sell the “Added-Life” muffler that delivers 
added value . . . sell Maremont! 





*Pat. Pend. 


Before this happens to you... 


LOOK AT YOUR HEADLAMPS i the deytine! Wh vou 
se deedored retlertor. ot biateond balls nt droplets 
ree celine bent enaaete 


will eae poe aw 
he osog tefl off the Lemnge The refhertons stg braght. apestuce thy  besepe Cemetat Phecten & 


em 0 tet temele. they hawe se smmer bette to beckon fe sep Depa 1-48. Nefla Park, Ceecdaned 12. thie 
aahiiefen. cine wee better on rate, fog oe ame ance 


MAKE SURE YOUR HEADLAMPS ARE PROPERLY 
AIMED! 11 


atlas we vliinevthln Gait, oihindh 9 aad Progress /s Our Most Importent Product 


sherk awl vibration that can cause them te become mix 


slower Nimwet Har teow, yore can't see Far emennghh abrad. ge 0 rls te 
Amur tons high. the lights glare at wncsming dnisets. eur foetal, ratmelivet 6G 7 N E a A L 7 LE C TR | C 
| tanh 


feaber strevsshel resem vege headlamps at bem taee a 9 





In 1958 . . . G-E Ads like these will help sell more headlamps 
in pairs... more rear lights and aiming jobs, too! 





The reader is asked to look at his own headlamps in daylight for darkened 
reflectors, blackened bulbs and moisture droplets inside the lens. He will be 1 
told; how to see better by having a pair of new G-E @¢@-@kete Headlamps ALL HEADLAMPS ARE NOT ALIKE! 
installed . . . and properly aimed. G-E Bt-Mheilia Headlamps have 3 important features 

In addition, the reader will be told; how to be seen by replacing burned G-E Aim-Right Gizmoes 


out rear lights with General Electric Automotive Bulbs. ha I, are molded in the lens. They 
hug the surface... and 


Take advantage of G.E.’s big 1958 advertising program . . . be sure you F ° . 9 5 
- 8 1 6 & Prog ’ \ they’re smooth. Aiming is 


watch for deteriorated or burned out head- 
lamps and rear lights . . . and sell aiming jobs, 
too. Order an ample supply of G-E Qe-Zéatie 
Headlamps and get G-E small bulbs in the new 
Space-Saver Packs. General Electric Company, 
Miniature Lamp Department,SAJ-38 Nela Park. 
Cleveland 12, Ohio. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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easier and more accurate. 

Shield is attached to a 
separate rod. It doesn’t touch 
the lead-in wires, providing 


a more secure grip and 


greater positioning accuracy. 
Retaining rings always fit 
tightly. In G-E @& 
Headlamps the glass lens 
and reflector are fused to- 
gether, the thickness around 
the entire rim is uniform. 
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UNPROTECTED STEEL—in an 
accelerated 60-second test, be- 
comes pitted and corroded almost 
immediately. Life of ordinary un- 
coated steel mufflers is drastically 
shortened. 


ADVERTISED 
IN 


‘LIFE 


MAREMONT 
ALLOY-COATED STEEL 
OUTLIVES 
UNCOATED STEEL 
TWICE AS THICK 


MAREMONT ALLOY-COATED 
STEEL—in the same test, is virtu- 
ally unaffected because the alloy of 
aluminum, cadmium, lead and zinc 
resists corrosion up to eleven times 
longer than uncoated steel. 


SEE FOR YOURSELF... 

IN JUST 6O SECONDS... 
PROOF OF “ADDED LIFE" 
One of the nation's leading corrosion 
research firms, Scientific Control Labor- 
atories, Inc., Chicago, was retained by 
Maremont to determine the effects of ex- 


Actual road and laboratory tests indi- 
cate that today’s powerful exhaust 
acids bite fast and deep into uncoated 
cold-rolled steel—no matter how thick. 
Corrosive action goes on day after day. 


But Maremont’s new Alloy-Coated muf- 
flers neutralize exhaust acid and fight 
corrosion. The chart above shows that 
*‘Added-Life”’ steel outlives ordinary 
steel twice as thick. Since both sides of 
the steel are protected, each multi-wrap 
Maremont muffler provides FOUR cor- 
rosion barriers. 


haust condensate on the special new 
alloy-coated steel. Of the many tests de- 
veloped by S.C.L. Inc., the accelerated 
wear test proved the superiority of the 
specia! alloy-coated steel over uncoated 
cold-rolled steel. 


Your Maremont man can arrange your 
demonstration no obligation of 
course. Ask him or write direct to 
Maremont Muffler Headquarters. 


Turn 
the page for 


*Pct. Pend. 


the industry's No.1 


merchandising 


program 


























eect. 


re 


* 


The Busiest Doors in the Business 


Crowds of people have been going through 
doors like these in Chevrolet dealerships 
from coast to coast. They’ve been coming 
in for a closer look at the new Chevrolet. 
And they like what they see. They like 
all the new and fine things Chevy offers. 
They like its new size, its sculptured lines, 
its costly car feel. 

These are all good reasons why reports to 


CHEVROLET DIVISION OF GENERAL MOTORS, 


48 
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date show more people are buying ’58 
Chevrolets than any other car. But it takes 
even more than a fine product to roll up a 
record of leadership over the years like 
Chevrolet’s. It also takes a truly great selling 
team. Because of the men behind these 
busy doors, there are nearly 3,000,000 more 
Chevrolet cars and trucks on the road than 
any other make. 


DETROIT 2, 


aur 


MICHIGAN 
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MAKES YOU THE 
TOP MUFFLER (/|~“ 
PROMOTER 
IN YOUR AREA / 


This colorful, 64 foot metal curb sign identifies you as 
a Maremont muffler installer . . . also helps you sell 
brake service and engine tune-ups. To go with it, there 
are colorful, bound-to-be noticed metal wall signs and 
plastic banners that turn driveway traffic into service 
customers. On top of all this, hard-hitting ads in LIFE 
and THE SATURDAY EVENING POST tell your 
customers the “Added-Life” story . . . tell them to look 
for the Maremont curb sign as a mark of quality service. 


GET THIS MAREMONT INSTALLER BROCHURE! 


. | Your jobber salesman has a brochure showing all the aids. Ask 
to see it—or write us for your copy today! Maremont Muffler 
Division, Maremont Building, 168 N. Michigan Ave., Chicago1. ——— 


IMPAVRICAMIOINE 


NAUFFLERS INSTALLED 
FREE INSPECTION 


PLASTIC DRIVEWAY BANNER 


MHS515 
HORIZONTAL 
WALL SIGN 








ADVERTISED 


LIFE 


When a mechanic installs an AERO-SEAL 
and tightens the precision self-locking worm gear, 
that clamp is on to stay —even to outlast the car, 
AERO-SEAL originated the precise worm gear drive 
and it has imitators but no equal today. Bands are of 302-18-8 stainless steel. 
Pressure is applied evenly all 360 degrees around the hose. 
No pinching or damaging hose. You can shake the daylights out of AERO-SEAL— 
they won’t vibrate loose or snap open. They just NEVER let go. 
But you can remove them easily and use them over and over. 
For happy customers and steady REPEAT profits, insist on AERO-SEAL. 


“hew-Seal 


REGULAR WORM GEAR HOSE CLAMPS 


: - J / : 
BREEZE CORPORATIONS INC., 7OO LIBERTY AVENUE, UNION, NEW JERSEY 
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Chemically balanced Du Pont Lacquer Thinners give 
high gloss, cut compounding time 


g5e=" Cost-conscious paint shops know Du Pont Lacquer 
"a Thinners produce a high initial gloss that reduces 
“~ 
bed 


compounding and saves money every time. And there’s 





a good reason why. 

Because conditions in your shop vary from day to 
day—heat, cold, humidity and type of finish—no one 
thinner can possibly give best results all the time. So 
Du Pont recommends a line of thinners, chemically 

Duco® Lacquer balanced for best performance under a variety of 


with ordinary = ; 
; : cone ms. 
os nditions 
DU PONT LACQUER THINNERS give superior flow- 
out and gloss—clearly shown in the reflection at . . ; : , 
; “" dite: ically balanced for savings on each job! Your Du Pont 
right. Du Pont Lacquer Thinners are climate-engi- / 5 J 
neered for every shop condition. 


Next time, order Du Pont Lacquer Thinners—chem- 


jobber has the full line. 


Du Pont Refinishing Materials 


chemically engineered to do the job better 


atc 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





Install the Flashers ALL 
Car Manufacturers Use! 


That’s right! Every American car manufacturer 
uses Tung-Sol Flashers for initial equipment. 
Naturally it makes sense to use the same 
flashers when it comes to your replacement work. 
Tell your supplier you’d rather have the same 
flashers the car manufacturers specify in the 

first place. Tell him you’d rather 

have Tung-Sol Flashers, Pate 


Round outa 
profitable lighting 


service with... TUNG-SOL 


ELECTROSWITCH ee ELECTRIC INC. } NEWARK 4, N. J. 
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Here’s The Service Sensation Of The Year 


twin BATTERY-GO CART 


A Life Saver When the Battery’s Down! 


THIS IS NOT A PREMIUM ... it’s a brand new piece of service equipment 
that comes in the nick of time to save you time, money, labor, acid burns and 
clothing damage. WIX Battery-Go Cart comes to the rescue of 6v. or 12v. bat- 
teries . . . services cars and trucks in the station, on the road or in the cramped 
quarters of a garage. No serviceman can afford to be without one! 


It’s Complete . . . sturdy 10 gauge welded steel body, cadmium plated hold-down 
clamps . . . 7.50 x 1.25 tires on rims with Oilite 
bearings . . . tubular steel handle . . . booster 
cables with insulated alligator clips color-coded 
to indicate connections. Fits all popular 6v. or 
12v. batteries. 


This Battery-Go Cart is an exclusive WIX devel- 
opment that you’d expect to carry a $20 price 
tag. For what it saves in time, labor, ruined 
clothes and customer good-will it’s worth every 
penny of that price. WIX offers it to you two 
ways—outright for $15.75 or for the amazing 
low price of 


on $575 


with your purchase of 24 or more WIX Oil 
Filter or Air Filter Cartridges of your choice. 
This offer expires May 31, 1958. SAVE $10.00 
by ordering yours NOW! 


Bring your stock of WIX Oil Filter and Air 
Filter Cartridges up to par and get the added 
sales and profits WIX Prescription Filtration 
assures. Ask your jobber for full particulars 
about WIX products and WIX merchandising 
aids, including WIX-O-MATIC, the sales sys- 
tem that GUARANTEES Filter Sales and Profits. 


OIL FILTERS 

AUTOMOTIVE © INDUSTRIAL © RAILROAD 
All welded steel body with detach- WIX CORPORATION * GASTONIA: N. C. 
able battery hold-down clamps. in Canada: Wix Corporation Ltd., Toronto 


Sturdy tubular steel handle with 
jumper cable rack and insulated 


grip. fr g . ~ ‘ 2 

7.50 x 1.25 Tires—welded steel (eeex j &s “ be, 

wheels with Oilite bearings. FILTERS z Fe yy? 

Height 38”, Length 22”, Width 13”. —_ ‘aed => Ml=s.\ 

Heavy duty 8’ #4 gauge jumper = =, / 
POLYMITE WIXITE 


cables. Insulated Alligator clips. 
Shipping weight 17 Ibs. ‘ POROSITE WIX- KNIT “SPIN-ON” 
Meas Dry Type Depth Type for Pleated Type PREMIUM TYPE 
Guenemently Queens: \ AIR FILTER Partial-Flow for Full-Flow for Full-Flow on America’s 
; Pas t Systems Systems Oil Filtration Leading Cars a 


Syn Se A ene) ees ae eee cn le a ee rt ea a 
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FORMULA FOR A SUCCESSFUL FRONT END BUSINESS 


—_ fa we) \)))) | 


Quality workmanship .. . 
dependable | TOLEDO STEEL 

















. # 


SKY-RIDE SHOCK ABSORBERS 


parts... aggressive salesmanship 








Your investment in time and know-how 
is exactly the same, regardless of the qual- 
ity of the parts you use. The only sure way 
to protect this investment is to use depend- 
able quality parts . . . parts backed by ex- 
perience and reputation . . . parts built to 
original equipment specifications. And that 
means— Toledo Steel parts! 


Toledo Steel provides a complete line of 
engine, chassis and front end parts for all 


makes and models of cars, trucks, buses, 
tractors, Strategically-located factory 
branches enable your Toledo Steel jobber 
to give immediate delivery on any part. 
Call your Toledo jobber today. Get the 
facts on quality, delivery, terms and profit. 


Or write 
TOLEDO STEEL PRODUCTS 
Cleveland 3, 
Ohio 


TOLEDO STEEL PRODUCTS 
Division of Thompson Products, Inc. 


6402 CEDAR AVENUE ¢ 
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CLEVELAND 3, OHIO 
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New LINCOLN 


5 
Ay st 


CEILING 


LUBREELS* 


‘“‘give us a ‘golden’ measure 


of customer confidence”’ 


“Golden Standard Ceiling Lubreels 
give us a ‘golden’ measure of customer 
confidence. One look at our trim bank 
of Lincoln high style Lubreels, and 
customers know we can give them the 
finest lubrication and special services 
available. Also, our local Lincoln dis- 
tributor has complete service facilities. 
This combination of quality, styling, 
Make your lubritorium a . and service just can’t be beaten.” 


Golden Invitation to new sales 


... call your Lincoln Sales and * WAYNE PATE 
Service Wholesaler. ~~ Hedin, Luck & Caddick, Inc. 


Edsel Dealer 


Evansville, Indiana 
Lead with Lincoln 


*Trade Nome Registered 


od 
LINCOLN ENGINEERING COMPANY Division of The McNeil Machine & Engineering Co. Linco/n 


Engineers and Manufacturers ¢ AUTOMATIC LUBRICATING EQUIPMENT @ SAINT LOUIS 20, MISSOURI 
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PROGRESSIVE ENGINEERING MAKES THE DIFFERENCE 


Sane at ieee mee 
ame an 2a ooo 
On Wace eee 
SES Re: ae A ee 
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NEW DELCO-REMY 
TOTALLY ENCLOSED GENERATORS 
OFFER 50% MORE OUTPUT 
WITHOUT INCREASE IN SIZE 





Delco-Remy’s new, totally enclosed shrouded generators offer up to 
50% more output than former enclosed models of this size. They are 
especially designed for construction vehicles and off-the-road equip- 
ment subject to extremes of dust and moisture, or corrosive materials. 
Because they are totally enclosed, they are splash-proof and dust-proof. 


Key feature of the new units is a high-efficiency fan mounted at the 
commutator end in a compact, formed steel shroud. The shroud- 
controlled air blast travels closely along the generator frame where it 
produces rapid and effective cooling . . . makes possible up to 50% 
more output, without the added cost of increased frame size. 


For every kind of heavy-duty operation, Delco-Remy generators 
provide greater power and reliability with long life. Be sure to specify 
Delco-Remy shrouded generators—where required—for your new 
equipment. Readily available in 6-, 12-, and 24-volt models for 
replacement application on present equipment through the United 
Motors System. 


DELCO-REMY e¢ DIVISION OF GENERAL MOTORS «© ANDERSON, INDIANA 


GM GENERAL MOTORS LEADS .THE WAY—STARTING WITH 


ioroes| 


SOUTHERN AUTOMOTIVE JOURNAL for March 1958 Want more facts? Use Reader Service Card Page 141 





No car has ever obsoleted the Weaver Twin Post Lift! 


1958 
AGAIN PROVES 
WEAVER’S 
ABILITY to 
design lifts 
that do not 
become obsolete! 


1958 EDSEL is shown above raised on Model EC-102 Twin Post Lift. 


Performance in handling 1958 cars--as well as earlier models--proves 


WEAVER TWIN POST LIFT 


is the best “number-one” lift 
For Oil Company service stations 


IT WILL PAY YOU, in many ways, to standardize on MODEL EC-103 Electrical-Oil Operated Full Hydraulic 
the Weaver Twin Post Lift .. . This great “ALL-PUR- Twin Post Lift has a capacity of 16,000 Ibs. (8,000 Ibs. 
POSE” lift makes stations more profitable. per piston). 





To you, as a buyer—and also from the standpoint of 
Saddle 


rendering profitable service—it should mean a lot to know 
that no new model car has ever obsoleted the Weaver 
Twin Post Lift . . . It handles 1958 models—or older 
models—long, medium or short wheelbase. 


This great all-purpose lift is rail-less, and provides 
unobstructed chassis accessability—lifts cars at outer ends 
of lower control arms for completely relaxed front suspen- 
sion and proper ball joint lubrication—the safe way to 
handle Air Suspension cars . . . Current model Weaver 
Twin Post Lifts, with standard adapters easily handle 
jobs that can mot be raised safely on other make lifts. 


WEAVER MODEL EC-102 is capable of handling vari- 
ous wheelbase lengths. An ideal combination is 76” mini- 
mum to 160” maximum—which permits lift to be the 
greatest possible profit making piece of equipment for 
all-purpose «se. ADJUSTABLE FRONT and REAR SADDLE ADAPTERS 

: are standard on EC-102 and EC-103 Twin Post Lifts. 

MODEL EC-102 Air Operated Full Hydraulic Twin Illustration above shows range of Adapter adjustment. 
Post Lift has a capacity of 11,000 Ibs. (5,500 Ibs. per Adjustable Rear Adapter and Saddle Assembly available 
piston) @ 150 p.s.i. air pressure. for early model Twin Post Lifts. 


FOR DETAILS — Ask for Bulletin SAJ-457. 











° . 
9006 ola 























WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A. 


SERVICE SHOP EQUIPMENT 


line includes: Twin Post Lifts .. . Triple Post Lifts . . . Single Post Roll-on, 


— -Wheel and Frame whe Lifts + Unit Lifts . . . Bumper Lift . . Car Washers 
. Headlight Testers . . Brake Testers .. . Wheel 


. Wheel Pp 
Balancing eeen . Jacks . - Wheel Dollies . . . "and Air Compressors. 
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standing behind the time sale! 


At your “beck and call” a full staff of financing experts when you offer 
Associates’ modern one stop financing and insurance service. Always willing to 
lend a helping hand is the Associates’ branch manager and new business 

representative—but equally important is the credit manager who puts through 

those fast approvals. Skilled secretaries handle the paperwork. Courteous 

cashiers and able adjusters give your customer that “special care” so 

necessary to maintain his goodwill... and hand him back to you when he’s 

ready for that next car. Why not add this staff of experts to your 


dealership? They are only as far away as your telephone. 


ssociates 


SOUTH BEND, INDIANA 





ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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“il... AXLE SHAFTS 


Every U.S. AXLE SHAFT takes more punish- 
ment, gives more service because modern, proved 
hardening processes in its makeup produce up to 
/ five times greater resistance to road shock, stress 
TIMES 4 = and strain. Only heat-treated fine alloy steels are 
* TOUGHER . , eligible for this extra toughening and U.S. preci- 

° / sion engineering. They fill the nation’s No. 1 
demand for replacement axles for every passenger, 
commercial and heavy-duty vehicle. 


Contact your U.S. AXLE JOBBER. He has the exact 
shaft to fit your needs. 


e 
.” SHOT-PEENED 
° to make them 
> up to 
” 
. 


® ORLOT 
. ; 
FREE | me VANS on y, 5, nENES 
VALUABLE GUIDE 


“Causes and Prevention of 
Axle Shaft Failures” 
tHe US ax.e COMPANY, INC. 


Since 1920 ¢ Pottstown, Pennsylvania 
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*€% PESSIMIST... 
=] “Halt the life 
of this Condenser 
is gone.’ 











REALIST... 
"To play sefe-| always 
r= S\ install @ new ECHLIN 
WS | 7 Condenser on every 
‘\  Tune-up job." MOTORIST... 
“ae: Bt "My car performs like new. . . 
I'm going back to that 
serviceman next time." 


€CHLin ®, 


WATERPROOF CONDENSERS 


Here are some of the features that add up to the most 
trouble-free Condensers ever designed—BUNA “S” END PIECE 
¢ BERYLLIUM PRESSURE WASHER * HERMETICALLY SEALED « 
HIGH PRESSURE CONNECTIONS « NON-INDUCTIVE WINDING 
¢ ELECTRONIC WELDS. You can install ECHLIN Condensers 
with full confidence that your customers will enjoy their 
great performance. In fact, this is why—Millions use them, 
experts choose them. 


 €Ch a. mn EM uit CONTACTS 


COILS - CONDENSERS 
& OTHER AUTOMOTIVE 
ELECTRICAL PARTS 
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with SOUMOMASTEL 


you make money and friends 
on every installation 


Soundmaster gives your customers 
everything they want in a muffler: 
elaye) Life—Continued Quiet—and lasting 
Power. Advanced engineering, precision 
manufacture, and the Corrosion-Balance 
built into every Soundmaster Muffler 


assure these qualities. 


and i 1 only halk the tt0r1g & 











Soundmaster gives you everything 
you want— perfect fit for every car, to in- 
sure fast, easy installations—the backing of 
Saturday Evening Post advertising, and 
the N-A-P-A “Assurance of Quality” Seal 
—quick availability for any car, from your 
nearby N-A°:P-A Jobber. 











-you make more installations 
Ue A I A ee 


you want their muffler business 


y a INSPECTION a 


Soundmaster 


MUFFLERS 
INSTALLED 


wears FAST 
” EXPERT 
SERVICE 
















wl -fae7, fim Soundmaster 
SERVICE 


MUFFLERS 
INSTALLED 


| G FAST 
} _ EXPERT 
| SERVICE 








@ These brilliant, permanent three-color signs 
signal your customers the message that you'ré 
ready, willing and able to install the finest muff 


can buy. Don't let this profit opp 
tunity get away ro detail We datcir- lens: lanecley 
= dn ‘your Cu Diisbers. 





vane youn NAPA OLY.IZ) 


DEKOVEN MANUFACTURING COMPANY - RACINE, WISCONSIN 








Give Your Customers the Extra Safety 
and Wear Top Race Drivers Get with Grey-Rock 


At racing speeds, brakes really take a beating. That’s why 
top race drivers use Grey-Rock brake lining. In the world’s 
biggest stock car race last year, the NASCAR* “Southern 
500,”” the first five drivers to finish had Grey-Rock linings 
on their cars. 


To give your customers the same fast, safe stops—plus 
long wear—Grey-Rock combines many lining types, including 
woven and molded, into sets specially balanced for each make 
and model. You'll find this advantage only in Grey-Rock. 


In the “Southern 500,” world’s biggest stock car race, the cars 
that finished 1-2-3-4-5 used Grey-Rock brake lining. Speedy 
Thompson, winner, says, “I need a tough brake lining in a 
fast race. I hit that pedal hard going into the turns, and the 
lining has to take it without fade or I can’t win. Grey-Rock’s 
the best—you can’t get any better. I use it on my family car, 
too!”” Brake linings tough enough for experts like Speedy are 
the best you can give your customers. 


The Saturday Evening 


Advertised regularly in POST 


And it makes a difference you can see, show and sell to your 
customers when you P-L-S the Grey-Rock way. 


Car owners will welcome a P-L-S inspection. Pull a 
wheel, Look at the brakes, Show them what’s needed. 
Grey-Rock Balanced Brake Lining, plus the P-L-S Plan, can 
get you more brake business and brake profits right through 
the year. Ask your jobber for the complete Grey-Rock 
P-L-S Plan, or write direct to us. 

*National Association for Stock Car Auto Racing 


OreypFock 


Grey, mi 


Ask your jobber about a Grey-Rock Brake Service Clinic. It's the 
best way to keep up to date on how to handle brake problems. 


*“ Grey-Rock..... 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS — TRUCKSETS — BRAKE BLOCKS — VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


R RAYBESTOS-MANHATTAN, INC., Brake Linings * Brake Blocks 


¢ Clutch Facings °* Mechanical Packings * Asbestos Textiles 


M Industrial Rubber © Sintered Metal Products * Engineered Plastics * Rubber Covered Equipment * Abrasive and Diamond Wheels 
Industrial Adhesives * Laundry Pads and Covers * Bowling Balls 


64 Want more facts? Use Reader Service Card Page 141 
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ET’s face facts: 

This pronounced downward 
business trend now plaguing, 
among others, the once-overly- 
optimistic automobile dealer—and 
particularly the metropolitan deal- 
ers like myself—is dictating for- 
mulation of some pretty stringent 
policy changes—and fast. 

My changing situation actually 
began to evidence itself early last 
year. Unfortunately, I let most of 
’57 elapse before I actually got 
down to the unpleasant business of 
doing something about it. And, as 
is usually the case, I hadn’t the 
foggiest idea as to what I could 
accomplish until I started trying. 

As it stands at this moment— 
and to my utter amazement, I 
might add—through carefully de- 
liberate retrenchment I have man- 
aged to bring about what amounts 
to a $114-a-day savings within my 
organization since Jan. 1 a year 
ago. That figure is based on our 
average daily expenditure for 300- 
plus working days last year, minus 
five holidays and 52 Sundays. Nor 
do I intend to stop there, as I am 
convinced that even greater sav- 
ings can be realized before I’m 
through with my organizational re- 
vamping. 

In short, my system entails out- 
right elimination of surplus over- 
head involved in (1) unproductive 
personnel, (2) unnecessary plant 


March 1958 


Cutting Overhead 
with a Microscope 


A bookkeeper-turned-dealer chopped 
out $114 a day without handicapping 
everyday operations of his company 


By WALTER A. DEAL 


President, Deal Buick, Inc. 
Asheville, N. C. 


equipment and facilities and (3) 
undesirable day-to-day wasting of 
all conceivable supplies — from 
business office pencils to part shop 
items—and that, to be sure, is too 
often an unconscious sin on the 
part of us all. 

In addition, this $114-a-day sav- 
ing includes the complete elimina- 
tion of what I call “asinine adver- 
tising’” in such things as school 
yearbooks, local playbills, etc.—a 
surprisingly expensive item on my 
books for the past ten years. 

To kick things off, it was neces- 
sary to buckle down to a careful 
analysis of the actual productive 
importance of my departments, to- 
gether with every employe there- 
in. It was likewise necessary to 
work up detailed financial break- 
down on these departments to 
show instantly how much business 
had to be done by each to break 
even. 

This sort of figure-compilation 
was hard work, to be sure. But 
when somebody’s life blood—such 
as mine—is at stake, there is hard- 
ly a sacrifice too great. 

Information revealed by these 
analyses served to point up the 
fact that a lot of us automobile 


dealers during the business boom 
of the 50s were infected with some 
of the most cockeyed ideas imagi- 
nable. 

Customers in those days were 
clamoring for our services. And 
our attitude was to hire and keep 
hiring personnel, regardless of the 
consequences, to meet that de- 
mand. It was nothing then for me 
to haul off and employ four to do 
a job which, from today’s vantage 
point, actually could be done by a 
single man—stretching it a point, 
of course. 

As for elimination of unneces- 
sary plant facilities in my initial 
retrenchment in January, luck fell 
my way on that score. On Dec. 31 
last year, my lease expired on a 
building adjoining my agency, 
which I had been using for years 
as auxiliary service space. I let it 
stay expired and vacated im- 
mediately. Where those facilities 
had afforded my mechanics extra 
working stalls to rattle around in, 
they are now more confined in 
area, but appear just as happy, if 
not happier, than last year. 

And here’s the important con- 
sideration: by giving up the other 
building I immediately effected an 
$18.20 a day savings in rent, $1.92 
for lights and $1.92 for daily heat 
during average winter days. Minor 
considerations? Maybe. But multi- 
plied by 300-plus on my books, the 


From tightening up on personnel right down to the cost of pencils, expenses were pared here, 
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$34,000-Plus Savings a Year 


The $114-a-day savings effected by the author amounts to more than 
$34,000 a year, in case you're interested. Currently president of the North 
Carolina Automobile Dealers Association, Walter A. Dea! is a native of 
Salisbury, N. C. He entered his present line of activity in Salisbury in 1928 
on graduation from high school when he went to work for the Salisbury 
Buick Co. as gas pump attendant and service parts pinch-hitter. To keep 
his job, he picked up a knowledge of bookkeeping from a variety of sources, 
and became the firm's bookkeeper in 1932. In 1934 he was hired by the 
then Thomas Buick, Inc., of Asheville as head bookkeeper. After service 
overseas in Army ordnance during World War Il, he returned to Thomas 
in 1945 and was made general manager shortly thereafter. Following the 
death of E. O. Thomas in Atlanta's Winecoff Hotel fire in 1946, he was 
granted the Buick franchise and officially incorporated Deal Buick, Inc. 


amount can be nothing other than 
staggering. 

As for the marginal employes, 
my get-tough policy on them got 
under full-steam beginning the 
initial day of the new year. Anal- 
yses on employment brought to 
light that some workers in my or- 
ganization—approximately _ eight, 
in all—were not producing any- 
thing in the long haul. These were 
either discharged or, in several in- 
stances, reassigned to more pro- 
ductive fields in the organization. 

For example, one of these un- 
productive workers was a girl as- 
signed to the new-car sales depart- 
ment for somewhat useless adver- 
tising purposes. Her discharge 
reaped for me an immediate $7.44 
daily savings. 

In most every case, it was found 
that these employes were doing 
tasks each day which, with just a 
bit of imagination on the part of all 
concerned, actually could be done 
by one or even two so-called pro- 
ductive workers. Another girl 
worker in this category was let 
go, at a saving of $9.10 a day. 

And where I formerly employed 
two painters in my paint depart- 
ment, and frequently found it dif- 
ficult to keep them both busy, one 
was released and the one now re- 
maining is busy full time making 
the department profitable. 

Likewise, a radiator specialist is 
now doing work formerly held 
down by two men, which saves me 
$15 a day. 

In 1946 we opened an _ up- 
holstery department in our agency, 
costing us about $1,800 in initial 
investment for sewing machine 
and materials. It took up three 
stalls, including that necessary for 
the car being upholstered. In 1955, 
this work began steadily to de- 
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cline. A close check of job tickets 
for the department during 1957 
absolutely astounded me when I 
saw in black and white that the up- 
holstery department, without fail, 
was monthly losing from $75 to 
$100. In other words, we were 
actually buying that customer 
labor. 

That department was k-o’d fast, 
and we are now farming out all 
upholstery jobs at a neighboring 
firm specializing in that type of 
work. They allow us 25%, in addi- 
tion to getting cars on our used-car 
lot in a third of the time formerly 
required by our system. Right 
there I figure a $5 a day savings. 

Like many of my good col- 
leagues, I quite mistakenly pic- 
tured my burgeoning business as 
of the caliber rating a telephone 
switchboard with a full-time girl 
to man it. Both switchboard and 
job have disappeared now. The 
girl, productively employed in our 
business office, manages to catch 


phone calls in between her rou- 
tine duties, 

One colored porter is now em- 
ployed to sweep out the down- 
stairs showrooms and_ upstairs 
service department. It used to re- 
quire two. Although that one now 
has little time on his hands, he 
still has time to go out to my resi- 
dence to mow lawns, without dis- 
rupting agency routine in any 
manner. 

Until last January we had main- 
tained an old-fashioned coal-burn- 
ing stoker to heat our plant dur- 
ing winter months. Besides doing 
a darn poor heating job, it re- 
quired full-blast treatment to heat 
one small portion of the building, 
plus the early morning services of 
a colored boy to clean up from the 
day before and fire up for the 
working day to follow. The stoker 
is another item which has vanished 
from our scene. In its place now 
are multiple fan-type overhead 
gas heaters, which, although cost- 
ing $2,000 at this time, are fully 
automatic and _ thermostatically 
controlled. They heat faster and 
can be used individually to heat 
only those portions of the building 
where necessary at any one time. 
Compared to the old coal burner, I 
figure, over investment, an aver- 
age $50 per month saving during 
our cold months. 

Another item not to be ignored 
is the fact that I now personally 
pay my own membership dues in 
both the Biltmore Forest and 
Asheville Country Clubs, where 
previously the company paid my 
way. By such action, I am now 
saving $1.23 a day for my com- 
pany. A minor point, again, but 
one worthy of consideration. 

Recently a veteran female book- 

(Continued on page 96) 


A complete revamping of the dollars spent at this dealership has taken 
place in the last several months. Probably there’s no automotive man 


who can’t learn something about trimming expenses by steps taken here. 


SOUTHERN AUTOMOTIVE JOURNAL for MARCH 1958 








Why should any young fellow choose to be a mechanic 
when his on of many shops reveals the poor 
working conditions under which so many repairmen 


By E. M. LOWERY 
Technical Editor 


UCH IS being said but not enough is being done 

about the shortage of mechanics. There’s some- 
thing every shop owner can do about it—something 
simple. 

Figures quoted by Philip B. Hopkins, director of 
service development and training, Chrysler Corp., at 
the recent National Automobile Dealers Association 
convention revealed: 

“In 1950 we had 48,600,000 cars and trucks on the 
road, and 670,000 mechanics to maintain them—a 
ratio of one mechanic for every 73 vehicles. 

“Today we have 67,200,000 vehicles and approxi- 
mately 775,000 mechanics—a ratio of one to 87. To 
equal the 1950 ratio (considered the ideal) we would 
need over 920,000 mechanics—nearly 150,000 more 
than we have now.” 

These figures prove that we have a crucial short- 
age of mechanics and unless we do something at the 
local level it is going to get worse. 

Our hat is off to the manufacturers who, in recog- 
nizing this shortage, have gone all-out to assist in re- 
cruiting and training automotive service technicians. 
They have developed programs for assisting schools 
and colleges and their dealers in the training of tech- 
nicians. They have constructed modern training cen- 
ters at key points—with modern equipment and 
capable instructors. This is not enough. Some way 
must be discovered, at the local level, to create the 
desire in young men with aptitudes for mechanics to 
become automobile mechanics. 

We have been privileged during the past several 
years to talk on “Career Days” at high schools with 
numerous groups of young men who displayed ¢con- 
siderable interest in becoming mechanics. Unfortu- 
nately, many of these young men, due to circum- 
stances beyond their control, would not be able to 
pursue their education beyond high school. 

When they think of selecting their vocation, it is 
only natural that they would be interested in earn- 
ings, hours and working conditions. They were quite 
interested when told that experienced mechanics 
make up to $150 a week, and sometimes more. They 
showed less interest when told that most shops have 
a 50-hour work-week. 

Finally, a tour of some of the shops where they saw 
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— operate? SAJ’s veteran technical editor—a 
for nearly 50 yea up some ills 
which can be cured without too much effort by you. 


the working conditions caused practically all of them 
to lose interest in that vocation. 

It was only a few days ago, during one of our very 
cold spells, that we were discussing this problem 
with the operator of a very large fleet of trucks which 
required three maintenance shops. He remarked that 
he had just visited each of these shops and that he 
“felt sorry for the boys.” They were working out in 
the cold, on the ground or concrete, making repairs. 

He also remarked that he had a tough time finding 
mechanics and, if he found any, he couldn’t keep 
them. 

When asked why he didn’t do something to improve 
their working conditions, he replied he hadn’t thought 
of that. Maybe that’s the answer. 

It is possible that too many shop operators haven’t 
thought of the mechanics’ working conditions. Can 
we blame the technically inclined youths of our com- 
munities for passing up the automobile mechanic 
field when there are opportunities in other fields that 
are just as anxious for his services where the work- 
week is shorter, the earnings just as great and work- 
ing conditions far superior? 

We feel that unless the shop operators, both inde- 
pendent and dealer, improve working conditions in 
their shops, not only will they lose men to other fields 
but they will also be unable to attract young men. 
However, if we make the job as attractive as other 
jobs, there will not be much trouble in inducing the 
type of young men we want and who can be found 
right in your community. 

When we get our house in order we should experi- 
ence little trouble in selling the youths that we select 
on the vast and vital need for men with technical 
talents in the automotive field, on the important con- 
tribution the automobile service business makes to- 
ward keeping the nation’s goods moving, on the con- 
tribution it makes toward maintaining a _ strong 
economy. 

Once our house is in order we can convince them of 
the great opportunities offered in our field: how they 
can become shop superintendents, service managers, 
parts managers, factory service engineers, technical 
teachers, insurance adjusters—and may some day 
own their own business. 

But first we must make the original package at- 
tractive. So let’s clean up and improve the working 
conditions in the shop. That’s an easy step! 
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Al’ Expect Big Shop Volume 


gene per cent of the new- 
car dealers and garagemen an- 
swering a questionnaire mailed to 
800 over the South and Southwest 
last month said they anticipated 
higher shop volume this year than 
in 1957. 

Thirty-two per cent said they 
expected 1958’s total to be the 
same as 1957’s, while 27% looked 
for a downturn. 

Forty-six per cent said the past 
January’s volume exceeded Janu- 
ary 1957. 

Shop volume this past January 
was below January 1957 for 38% 
of the respondents and 16% said 
their shop figure was the same as 
the comparable month a _ year 
earlier. 

Asked in conjunction with the 
survey were questions dealing 
with the labor charge. Forty per 
cent reported they had raised their 
hourly customer labor charge since 
Jan. 1, 1957, and 60% said theirs 
had been unchanged—some despite 
the fact their charge had been un- 
altered for nearly ten years. 

Thirty per cent said they 
planned to go to a higher hourly 
charge and 70% planned to keep 
the existing rate, some of the lat- 
ter, naturally, being among those 
who had lifted their charges in re- 
cent months. However, some 
garagemen notably contemplated 
retaining their long-established 
rates, despite the years which 
these rates had been kept in exist- 
ence. In scattered instances the 
new scales installed in some shops 
will be raised additionally this 
year. 

Low man on the flat-rate-charge 
scale was Ralph Leon Gilmore, 
Gilmore Garage, South Green- 
field, Mo., whose $1.50 charge has 
been effective since July 1951. He 
is planning to kick up this rate. 

His volume, incidentally, was up 
20% this past January, attributa- 
ble to “less new cars bought in ’57 
and more repairs on older models.” 

Because fewer new cars were 
bought in his locality, he said he 
expected his 1958 volume to run 
at least 10% higher, reflecting in 
this statement the comments by a 
number of garagemen and dealers. 

J. D. Lewis of Surry Sales Co. 
(Cadillac-Oldsmobile), Mt. Airy, 
N. C., anticipated a 10% drop in 
shop volume this year. His volume 
was down 20% in January from 


the same month a year earlier and 
he blamed this on “shortage of 
money and indebtedness of car 
owners.” 

A. A. Collingsworth of Collings- 
worth Motor Co. (Studebaker), 
Perryton, Texas, commented: 

“T think shop and car sales will 
be up for ’58. However, sales are 
slow for January and February 
and have been for several] years, 
but I think the year as a whole will 
be better for ’58.” 

His shop business stays about 
the same in the early part of each 
year, he said. His labor rate of $3, 
effective since 1950, is being lifted. 

J. W. Powell of Power Motor 
Sales (Studebaker-Packard), War- 
renton, Mo., reported his January 
shop volume up due to “customers 
being unable to buy new cars and 
having to repair their present 
cars.” He figured the year would 
range 25% above shop volume in 
1957. 

An Arkansas Chevrolet dealer’s 
January shop business was 41% 
above January 1957. The past 
January was a “record month in 
all departments,” an official who 
asked anonymity reported. Shop 


volume for the year should aver- 
age 10% higher than last year, he 
said. 

A Dodge-Plymouth dealership in 
West Virginia also registered a 
gain—612%—in the shop in Jan- 
uary and attributed it to “cus- 
tomers’ holding older cars!’’ The 
year’s volume should run about the 
same as in 1957, an official said. 

Wilson Rice of Wilson’s Garage, 
Catlettsburg, Ky., reported: 

“TI think there will be more pre- 
ventive maintenance and major 
repairs in 1958 than there were in 
1957 due to the high prices of new 
automobiles. More people will need 
to keep their old cars, as they can- 
not afford to trade for new cars as 
often as they have in the past, and 
therefore will spend more money 
on the upkeep of their old cars.” 

His shop chalked up 10% more 
business in January over January 
1957. 

A Texan blamed “bad economic 
conditions” and his switch from 
Pontiac to Edsel for his drop of 
50% in shop business in January. 
He calculated the year would re- 
cord a 25% drop in shop volume. 

A San Antonio garageman said 
his 20% decline was due to “lay- 
offs and the unstable labor condi- 
tion in this locality.” He figured 
the year’s business should equal 
1957’s. 

An Oklahoma garageman could- 
n’t explain his jump of 18% in 
volume in January, but com- 


The "Going” Labor Rates 


Ninety-six per cent of the replies in this reader survey indi- 
cated a flat-rate scale of $3 to $4.50 an hour was being charged 
for customer labor. 

Twenty-four per cent listed $3, 267, get $3.50, 20°, charge 


$4 and 26% get $4.50. One report 


5, although in Atlanta 


and some other 2 ge cities this charge is common. One re- 
r 


ported $1.50 an 


In San Francisco, where shops are unionized, the “going” 
charge is $7 an hour, from which employes are paid many fringe 


benefits as well as a 
one of those who felt 


age of the "take." 
Ed Springs of i Auto Service, Hot 
is 


was no time to raise 


ings, Ark., was 
e hourly charge. 


His rate of $3 will not be lifted any time soon, he said, because 
"you can price yourself out of business just as the car manufac- 


turers are doing now." 
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mented: 

“I changed my advertising from 
theater ads to newspaper ads. 
Since television the theater attend- 
ance has dropped, I believe, 50% 
and most of the people seeing the 
movies are teenagers, whom I con- 
sider the wrong people to help my 
business.” 

This year should beat 1957 by 
10%, he figured. 

From Baton Rouge, La., came 
this garage operator’s report: 

“Our January volume was up 
20% due to the big building pro- 
gram here. Our town is building 
fast and we may do 50% more 
business this year. So many new 
plants and factories are going up 
here in Louisiana that as I see it 
we will have a great year in 58.” 

“Bad weather conditions” pro- 
voked the drop of 20% in shop 
business for a Ford dealer in a 
small North Carolina town. 

“Not as many new cars sold” 
was the reason given by Garage- 
man R. O. Lowe of Clarksdale, 
Miss., for his higher volume this 
year. His mechanical rate of $3.50, 
in effect since 1948, is being raised 
and he expected the year to run 
higher than 1957’s business. 

Volume was down 20% because 
of “local unemployment condi- 


tions” at Baltimore, Md., reported 


V. Howard Carr, Jr. He anticipated 
the year would see a decline of 15 
to 20%. He’s a used-car dealer. 

A Virginia De Soto-Plymouth 
dealer blamed his drop of 10% in 
shop activity to “better and more 


The owner-operator of this Greater Baltimore, Md., station expects 1958 
business “in general to be off about nine to ten per cent due to the 
widespread layoffs in major industry in the Baltimore area.” He al- 
so said, “The decline in potential spending has not had its full im- 
pact as yet, which should show its ugly head in four to six months.” 


quality in materials” of which 
cars had been manufactured. 

Truck service has been keeping 
shop volume “up all the time” for 
D. H. Bradford & Son (Chrysler- 
Plymouth - International trucks), 
Snow Hill, Md. H. C. Bradford 
figured the shop business would 
beat last year’s. 

A prominent Ford dealer in 
Maryland experienced a 2% up- 
turn in shop volume in January 
over the same month last year and 
said he anticipated the same 
volume this year as for last year. 
His labor rate of $4.50 inaugurated 
in 1946 in his metropolitan area 
will be left unchanged, he said. 

Reflecting the booming popula- 


“Remember how polite he used to be when we drove that big gas-eating 
heap?” 
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tion in Florida, Gus Faulk, Gus 
Faulk Chevrolet, Titusville, re- 
ported his volume up 10% and 
looked for a continuance through- 
out the year. 

A West Virginia Dodge-Plym- 
outh dealer chalked up a 20% 
shop drop, attributed to “bad 
weather conditions and layoffs.” 
The year should equal last year’s, 
though, he added. His $4.50-an- 
hour charge took effect this past 
Jan. 1. 

“Poor crops and bad weather 
shrank volume by 22% in an 
Arkansas Chevrolet dealership, 
and the year will run 10% below 
last year, he predicted. 

Michael A. Cicchetti of Presto 
Automotive, Essex, Md., expected 
his volume to be down 9 to 10% 
this year “due to widespread lay- 
offs in major industry in the Balti- 
more area.” Said he: 

“The decline in potential spend- 
ing has not had its ful! impact as 
yet, which should show its ugly 
head in four to six months.” 

A well-known South Florida 
Dodge-Plymouth dealer said the 
154%2% increase in January was 
due to “more cars on the road.” He 
looked for this rise to continue 
this year. 

A long-time Buick dealership in 
Alabama registered a 10% rise in 
shop volume because of “more 
money being spent on car mainte- 
nance.” The $4.50 labor rate there 
has been effective since last No- 
vember. 

“Less spendable income” was 
blamed by an Arkansas Chevrolet 
dealer for his drop of 10%. The 
year will decline from 1957 by 
20%, he calculated. 

Griffin Motor Co., a Chevrolet 

(Continued on page 96) 





Brake jobs, thanks to installation of new drum turn- 
ing machine, are now Manager Marvin Mann’s special- 
ty. After pulling wheel, Mann, above, shows soldier- 
customer his wheel cylinders, in need of replacement. 


In behalf of the hovering customer, Mann places wheel 
on machine spindle for testing drum thickness. He 
has convinced himself that customers, taken through 
such routine. are sold on his scientific approach. 


He Beefed-Up Brake Jobs 


By C. Thomas 


ROM ten to 64 in a matter of 60 

days! 

That’s how bi-monthly brake- 
job average recently spurted for 
Manager Marvin Mann of Bob 
Major Garage, El Paso, Texas, 
after he installed a brake drum 
turning machine. 

Heretofore, Mann had no way to 
merchandise brake jobs. Conse- 
quently, many of his regular cus- 
tomers were going to brake spe- 


cialists. 

Of course, Mann could give com- 
plete brake service, but it was im- 
possible to convince the majority 
of motorists. 

Furthermore, when Mann dis- 
cussed with customers the im- 
portance of drum-turning, which 
he had been farming out, custom- 


These three work stalls at Bob Major Garage in El Paso, Texas, are sel- 
dom empty anymore since Mann and one full-time mechanic, with latest 
brake equipment, are presently averaging 30 complete brake jobs a month. 


ers often refused because it looked 
too much like needless expense. 

A brake specialist with com- 
plete, modern shop was in position 
to show a motorist why turning 
drums was imperative. Thus, the 
specialist got the job. 

Now, when a customer comes in 
for shop work, Mann ordinarily 
pulls a wheel and inspects the con- 
dition of shoe, drum, wheel and 
master cylinders. 

The customer may be aware that 
a brake job is in the offing. How- 
ever, he may intend to save the 
job for a specialist. 

To soften him up, Mann offers to 
test a wheel to see if it is bent, 
after advising the customer that 
his brakes need attention. 

While the wheel is on the ma- 
chine spindle, he mikes the drum. 
The customer sees that it’s out-of- 
round, while Mann explains that 
the drum will not safely take turn- 
ing. So he mikes again, the cus- 
tomer looking on over his shoulder. 

According to Mann, ten per cent 
of drums examined during the first 
60 days could not safely be turned. 
And in many cases, there was 
nothing to do but to order new 
drums. 

As soon as a customer becomes 
interested in a brake job, his first 
question ordinarily has to do with 
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Customer, with Mann’s assistance, observes brake drum 
turning operation, distance of turn involved, as well 
as the resultant round drum surface, now totally free 
from scores, grooves and other miscellaneous iniury. 


Mann demonstrates for customer that arcing of brake 
linings, from the outset, provides practically 100% ef- 
ficiency, which eliminates later need for brake read- 
justment following the initial 200 miles of driving. 


Sixfold in 60-Day Period! 


how long his car will be tied up. 
With new equipment, Mann can 
get a job out in less than 2% hours. 

When Mann was farming work 
out, he held a car all day, un- 
aware as to how long the shop 
might keep the work. There was 
also time involved in pick-up and 
delivery, which deterred a num- 
ber of potential customers. 

With a three-stall garage, he 
couldn’t profitably accept brake 
work, knowing that one stall would 
be tied up all day with one job. 
Consequently, he did not push 
brake work. 

With his present equipment, 
however, he often takes a shop 
customer over to explain how it 
operates and to inspect a wheel. 

On the second day of operation, 
a customer came in to complain 
that he had no brakes, even though 
he had just paid for a lining job 
elsewhere less than a week pre- 
viously. Mann pulled a wheel for 
the inspection. 

The lining was new and over- 
size, but the drums had not been 
turned. Mann felt that he could 
true up the drums and, by arcing, 
give the man a satisfactory job. 
The customer was willing to gam- 
ble. It worked to perfection. And 
the customer has since convinced 
his friends that he now has power 


brakes. This satisfied customer has 
already sent five friends to Mann 
for brake work. 

The machine cost $1,365, with 
payments extended over a 36- 
month period, Such arrangement 
was made because Mann was un- 
able to foresee its possibilities. But 
the machine will now be paid for 
within a year’s time. 

Mann charges $1.25 for turning 
a drum—$5 per set. The $5 is 


separated and applied on the ma- 
chine. 

During the first two months, he 
turned 48 sets for retail customers 
and 16 for wholesale accounts, 
small garages and used-car lots in 
his vicinity. This totaled $240 in 
retail, plus $48 in wholesale busi- 
ness, or $288, representing machine 
work only. 

To turn work out fast, Mann 

(Continued on page 89) 


Mann has found that taking customers inside a neat, well-supplied stock 
room tends to develop their confidence in his brake-ability. Below, he 
explains to customer why he installs pre-bonded brake shoes in a car. 
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Boating Builds Our Business 


f ponerg a pot of gold within 
reach of automotive whole- 
salers fortunate enough to be 
situated reasonably near water 
regions where boating may be 
prized as a present or potential 
pastime. 

Ripe for reaping practically 12 
months out of every year in the 
South, this profit lies in the stock- 
ing of boats and marine accessories 
and supplies—estimated to be one 
of the fastest-growing industries 
in the country today. And such 
equipment is a “natural” for 
wholesalers and dealers selling to 
smaller garage and service station 
operators, as well as car dealers, 
in the smaller towns bordering the 
boating areas. 

For the benefit of the un- 
initiated, boating supplies essen- 
tially fall under such categories as 
trailer hitches, boat seats, life 
jackets, tiller ropes, _ steering 
wheels, boat paddles, water skis, 
ski tow cables, fishing tackle and 
rods, bait buckets, outboard motor 
stands, boat ladders, plexiglass 
windshields, battery chargers, 
winches, thermos jugs and out- 
board motor oils and lubricants. 
These, to be sure, are solely a be- 
ginning. 

The National Association of En- 
gine & Boat Manufacturers has re- 
cently released some _ rather 
astounding statistics to back up our 
experience in and growing en- 
thusiasm over the boat and marine 
supply industry and its potential 
in our section of the country. 


By O. L. "PETE" GARNER 


Secretary- Treasurer 
Hayes & Hopson, Inc. 
Asheville, N. C. 


For instance, it recently pointed 
out that about 20% of all persons 
in the continental United States— 
some 35,000,000—took part in 
recreational boating of some na- 
ture during 1957. 

Approximately two billion dol- 
lars was spent at the retail level 
during ’57 for new and used boats, 
engines, accessories, safety equip- 


ment, fuel, insurance, docking, 
launching, storage, maintenance, 
repair and boat club membership. 

At present, too, more than five 
million outboard motors are in use 
in the nation, with an estimated 
605,000 new units having been sold 
last year alone. 

Finally, to put our point over, 
more than 378 billion gallons of 
gasoline and 19 billion gallons of 
lubricating oil were used by 
recreational craft during 1957. 

Somebody’s doing all this acces- 
sory business, you'll admit. In 


This North Carolina parts wholesaler has found boating supplies a rich 
addition to its automotive lines, although most iobbers (see page 160) 
have not entered the field. The author appears below at left with Max 
A. Hayes, president of this well-known firm which was founded in 1923. 
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short, then, the “gravy train” 
aspects connected with this mush- 
rooming industry become more 
evident by the day. And it’s a 
pretty safe bet that much of these 
quotable statistics reflect what’s 
going on in the South. 

As an automotive supply whole- 
saler, we have stocked outboard 
motors for some 25 years. But it 
wasn’t until two years ago that we 
realized the possibilities in han- 
dling boats and accessory equip- 
ment for our customers in some 19 
western counties of this state 
which are brimming with “naviga- 
ble” lakes and inlets. In other 
words, we had really been missing 
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or marine dealers and believe 


that | assembled." 





Said W.T. Grissom of Grissom Motor Parts, 
Marion, Va.: "We have a line of boats and 
a line of kits. We do not stock any of these 
items, since we are far away from any water 
and therefore have done only a token job. 
However, | believe the boating business pro- 
vides a nice potential for some jobbers who 
are in the right locality. | do not advocate 
trying to compete with sporting-goods stores 
e line is most 
satisfactory and profitable where it is used 
to serve the jobbers’ own trade. Boating pro- 
vides good, clean recreation for the jobber 
and his own family. Here (at right) is a kit 








the boat by not stocking the stuff. 

Excluding for the moment boats 
and outboards, most marine equip- 
ment items we are handling bring 
us a gross profit of about 25 to 
28%. About two per cent of our 
total business volume by the end 
of 1956 was in these marine items. 
At the end of 1957 we had tripled 
that figure, having done slightly 
more than eight per cent of our 
total volume in the marine acces- 
sory field. We have every confi- 
dence that we can well push that 
volume up to 15% by the end of 
this year. 

As for the boats, our leading 
national manufacturers generally 
refuse to sell their products to 
wholesalers on a distributorship 


basis. And that’s bad, because a 
direct “dealer only” price on 
boats, we have found by experi- 
ence, is not flexible enough to al- 
low us to sell accounts accustomed 
to a discount. 

We advise interested whole- 
salers and dealers to obtain an is- 
sue of such trade publication as 
The Boating Industry and go 
through it with a fine-tooth comb, 
seeking names of the smaller boat 
manufacturers who probably 
would welcome good local dis- 
tributors for their boats. When 
once lined up with a manufacturer 
like this, the wholesaler can then 
print up price lists to pattern his 
own particular needs, coding deal- 
er discounts, etc., for the benefit 


“You suggested we stock it. Now sell your way out!” 
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of his salesmen. 

Outboard motors, of course, are 
in a class by themselves. They are 
sold by the few manufacturers at 
a dealer level only, allowing the 
wholesaler to offer them on a 
“‘one-price-to-all” basis. 

Getting back to boats, we’re con- 
vinced that too few present and 
prospective boating enthusiasts 
realize the revolution that has oc- 
curred in the business. Fiberglass 
is what did the trick. The fiber- 
glass boat has permanently out- 
moded the wooden one. Not only 
are the fiberglass jobs practically 
indestructible, but require abso- 
lutely no upkeep. (You’ve prob- 
ably read about the fiberglass boat 
manufacturer in the West who 
literally heaves one of his products 
out of a 20-story window—as a 
selling point—and later retrieves 
it on the concrete below, without 
so much as a gash in the boat!) 

Just think what present and fu- 
ture sales possibilities there are 
with this item. The boatdockman, 
in the past, has replaced his wood- 
en boats several times during a 
ten-year period. And he’s spent a 
small fortune in yearly upkeep on 
each. With fiberglass boats, his 
troubles are over. 

Another point to think about in 
this industry is that boating and 
marine accessories might well be 
considered as a depression busi- 
ness. You can see the point: in 
tough times the businessman and 
his family may well forego an 
autumn trip to Nova Scotia, but 
you can be pretty darn sure he 
won't stay home and brood. He'll 
take the family and head for the 
nearest lake. He’ll fish, while the 
kids, among other activities, will 
water-ski. And it takes our ma- 
rine equipment, you see, to keep 

(Continued on page 106) 





Mechanic “Chris” Payne, shown here refreshing her knowledge of auto- 
matics under Instructor Blair Jones’ guidance, can cook a pie like you 
have never tasted. At least that’s what her two teenage sons declare. 


This Mechanic's a Lady! 


MM what the service industry 


needs is more people like 
Mechanic Payne. 

Car-factory authorities have 
estimated the annual need for 
trained repairmen ranges from 
40,000 to 55,000, but very few of 
the thousands who line up to fill 
the growing gap in mechanics’ 
ranks can compare with Mechanic 
Payne. That is, unless they wear 
a dress. 

Mrs. Christine Payne was, as 
you can see below, one of the 
graduates of an automatic trans- 
mission class at Richmond, Va., 
last month, taking time away from 
her regular duties as a line 
mechanic at a service station and 
garage. 

This veteran repairman believes 
a woman can learn to bake a cake 
but to be a mechanic she must be 
born with the talent. 

Her boss, Dick Mahle, considers 
her tops in her work. 

“I'd stack her up against the 
best mechanic in town,” he said. 

“I always chuckle when a 
stranger comes into the station 
looking for someone to work on his 
car,” commented Mrs. Payne. “I 
always say I’ll do the job. If he 
gets a bit dubious, I call Dick. He 
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verifies my ability to do it.” 

Fellow mechanics have learned 
to respect her ability also, not only 
as a mechanic, but as a shop super- 
visor. 

“Sometimes when we get new 
mechanics in they resent my being 
their superior,” she said, “but they 


soon see me as a mechanic, not just 
a woman.” 

Mrs. Payne’s no newcomer to 
the field where she’s been making 
her bread and butter. She was the 
only woman member of the now- 
defunct Carburetor Club. She 
started her mechanic’s career 16 
years ago when women were being 
hired to do men’s work during 
World War II. 

Wearing coveralls with “Chris” 
embroidered in red, she’s equally 
at ease on ignition or front-end, 
overhauling the carburetor or 
painting. Specialization hasn’t ap- 
pealed to her. 

At home she likes to listen to 
soothing hi-fi music piped through 
her home in Richmond, provided 
the two sons, Gene, 20, and 
Charles, 18, aren’t nagging her to 
cook. She’s a great pie-maker, say 
the boys, and that limits her 
music-listening time, «as boys at 
that age aren’t known to let good 
pie-bakers relax for long. 

Incidentally, the lads don’t hesi- 
tate to check with Mom when they 
want some mechanical advice. 

The class in automatic trans- 
mission, shown on this page, was 
one of several which have been 
sponsored by Motor Parts Corp., 
Richmond, this year in cooperation 
with the Lincoln Technical Insti- 
tute. 

It’s quite possible that Mrs. 
Payne will be taking other courses, 
as Sales Manager F. M. Hutcheson 
of Motor Parts said: 

“We have found this type of 
training all-important, especially 
now with the much more complex 
transportation units available to 
the motoring public.” 


Fellow mechanics have accepted Mrs. Payne as just another mechanic, 


even when she’s their supervisor. 


Here she appears on front row at 


right in the automatic transmission graduation class at Richmond. 
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W. C. Wiley is one of two full-time veteran trimmers at Drennen’s. 


Specialization Aids $250,000 


Annual Gross in This Body Shop 


By Wendell Givens Shop Foreman C. C. Conn maintains that the firm’s specialists mean 
speedier, higher-quality jobs for customers. Conn, below left, volun- 
teers alignment suggestion to one of his seven full-time metal workers. 

Geese” is the key to suc- 
cess of the huge paint and 
body shop at Drennen Motor Co., 
Birmingham, which claims to be 
the South’s oldest and largest 
automobile establishment. 

Size alone doesn’t assure suc- 
cess, in the opinion of John C. All. 
man, service department manager 
of this veteran Chevrolet-Buick- 
Cadillac dealership. 

“Of the many factors that figure 
in our operation, I believe the fact 
that all our mechanics specialize 
is the most important,’ Allman 
said. 

“In our paint and body shop we 
have four painters, five painter- 
helpers, seven metal men, two 
trimmers and a glass man. With 
the foreman, that’s a staff of 20, 
and each man is a specialist at his 
job.” 

With such a setup, Foreman C. 
C. Conn said the benefits were 
three-fold: k 
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Speedier, higher-quality job for 
the customer; hence, a more prof- 
itable one for both mechanics and 
the company. 

“Customers often come into the 
shop to watch work on their cars,” 
Allman reported. “When they see 
our setup—with specialists han- 
dling each phase of repair—they 
realize they are getting better re- 
sults than if a jack-of-all-trades 
were doing the work.” 

Drennen paint and body depart- 
ment does up to a quarter-million 
dollars in annual gross business, 
and that ranks near the top 
nationally. 

The shop is located on the sec- 
ond floor of Drennen’s main plant 
and covers approximately 20,000 
square feet, about 60% of which is 
devoted to body work and 40% to 
paint. The two sections are par- 
titioned. 

The success of the department is 
even more remarkable considering 
its location on the second floor, a 
detriment to visual selling. How- 
ever, the natural lighting afforded 
by the location is a big advantage. 

In addition to specializing, All- 
man credits the success of the 
paint and body shop to the firm’s 
prestige and reputation, longevity 
of service in the department and 
adequate equipment and working 
quarters. 

The mechanics all are General 
Motors-trained, not fly-by-night- 
ers. Their longevity of service 
averages approximately 12 years. 
One painter has been with Dren- 
nen 35 years; another, 25 years; 
and two painter-helpers, 24 years 
each. 

Each body man works in two 
stalls, hence is not handicapped by 
cramped quarters. While awaiting 
parts for one job, he can work in 
the adjacent stall without losing 
time. With such spacious quarters, 
the paint and body department 
can have as many as 50 cars on 

(Continued on page 106) 





Thorough GM training, combined 
with top working conditions, 
keeps Drennen mechanics on the 
job and eliminates “fly-by-night” 
tendencies. Shop painter J. C. 
Stubbs, at top, has been on the job 
for more than 30 years. In middle 
photo, Foreman Conn, right, dis- 
cusses routine installation pro- 
cedure with his veteran glass spe- 
cialist, James York. An economical 
buffer-polishing pad, being used 
at left, has helped turn the ap- 
pearance department into a highly 
profitable operation for the com- 
pany as well as for the employes. 
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The ‘58 Market 
Calls for— 


Professional 
Dealers Only 


By J. L. "JIM" FERMAN 


President, Ferman Motor Car Co., Inc. 


Tampa, Fla. 


es MY opinion, 1958 is a year in 
which only the professional 
automobile dealer can survive. 

I term a “professional” automo- 
bile dealer as one that is interested 
in, active in, lives and breathes the 
automobile business—not one that 
is in the business as a sideline with 
a manager taking his place as the 
operating executive of the dealer- 
ship. 

In 1958, more than ever before, 
the lazy dealers will have to get 
out of the business. There is no 
room in the automobile business 
anymore for “part-time” dealers. 
To operate successfully in the fu- 
ture, as I see it, a dealer must be a 
dealer 24 hours a day. 

This is a year for big decisions 
in the automobile industry where- 
in dealers must decide to sell bet- 
ter. They must be satisfied with 
less volume, or return to the 
“blitz” days of 1955 and 1956, and 
I’m not convinced that these 
“blitz” tactics would sell cars in 
volume now. 

The key to the present automo- 
bile market lies in two fields: 
salesmanship and management at 
the retail level. This is the year 
that service rendered to the com- 
munity—to the automobile popu- 
lation—will determine largely 


what a dealer sells. 

Manufacturers, too, have im- 
portant decisions this year. The 
franchise system of operation 
could well be a thing of the past 
after 1958 is over. We can control 
selling strategy to a large extent, 
but we cannot control buyer 
preference, which seems to be 
turning toward a large display of 
automobiles where various models, 
colors, etc., may be examined. The 
next natural step in this “super- 
market” type of automobile mer- 
chandising is a spot where various 
makes may also be compared. This 
type of buyer preference has given 
rise to the so-called “independent” 
dealer. 

It appears that a successful— 
profitable—automobile dealership 
in 1958 must go both ways and 
render the finest possible service 
to the motoring public and at the 
same time try to adapt the opera- 
tion—sales wise—to the changing 
public buying habits. 

The big, open display of a large 
number of cars has definite ad- 
vantages, both to the closing of a 
walk-in customer and to the clos- 
ing of a customer prospected for 
on the outside by a dealer sales- 
man. Among the advantages can 
be included the fact that cars in a 


display of the “supermarket” type 
can be serviced and ready for im- 
mediate delivery. This enables the 
dealer to make immediate replace- 
ment sales or emergency sales re- 
quiring immediate delivery, and 
cuts down on the chances of los- 
ing a customer. 

Automobile customers today 
usually know what they want 
when they come onto your sales 
floor. They have been pre-sold 
through advertising and_ they 
know the type and color car they 
want and, usually, even know 
how much they should pay for it. 

If you have this particular model 
available for immediate sale and 
delivery, you stand a better-than- 
average chance of closing a sale. 
If this particular model is not on 
hand, but must be ordered special 
with a subsequent delay, nine 
chances out of ten the customer 
will walk away and find what he 
wants elsewhere. 

A large number of colorful cars, 
attractively displayed, is definitely 
stimulating to sales and sets the 
stage for the successful closing of 
the customer. The basic philosophy 
behind this type of display is that 
all your automobiles are for sale, 
so why not display all of them 

(Continued on page 135) 


J. L. "Jim" Ferman has been in the automobile retailing business in Tampa all of his adult life. 


He worked at the firm during off-time from school in his bo 
full-time in 1935. He took over the presidency in 1949, fo 


hood, and entered into the business 
owing the death of his father. 


Today Ferman Motor Car Co. operates two automobile sales agencies in Tampa—Ferman 
Chevrolet Co. at 407 Jackson St. and Ferman Oldsmobile Co. at 401 Washington St. The spot 
where Jim's birthplace stood is now the firm's No. | used-car location! 

The author is a past treasurer of the Florida Automobile Dealers Association and continues 


as a director. He is very active in Tampa's civic activities. 
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SOUTHERN JOBBERS 
and FACTORY MEN _ 





These countermen know a lot about the customers who phone in or come 
by the counter, as they take turns making field calls. They are (lI. 
to r.): Clifton “Sandy” Smith, David Burroughs and Charlie Hay. 


Inside-Outside Salesmen 


Kicked Up Sales 30% 


By Virgil S. Price 


Mexrs outside salesmen of 
former countermen has re- 
sulted in a 30% increase in sales 
for a Florida firm in only a few 
months’ time, 

The plan, the idea of James Wil- 
son, vice-president and general 
manager of Rawls Genuine Parts, 
Tampa, was placed in operation, 
with the approval of President 
Fitzhugh L. Rawls, only five 
months ago. The resulting increase 
in sales in this short span is proof- 
positive that the plan is a good 
one, 

Under the inside-outside sales 
setup, the company has three men 
currently spending one day a week 
calling on their accounts. The re- 
mainder of their time is spent be- 
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hind the counter taking orders. 
Most of these phone orders are 
from their “own” customers, since, 
through the field contacts, these 
customers automatically ask for 
“their” Rawls salesman. 

Another salesman, ‘“Chuck” 
Campbell, currently spending his 
full time inside, soon will take his 
place with the other inside-outside 
men. 

Although the firm covers some 
100 miles from Tampa, this inside- 
outside plan is used only in the 
city. The company still utilizes a 
full-time outside man, William 
Olsen, on calls outside Tampa and 
a full-time outside man in the 
form of Walter Hunter, who calls 
on jobbers for products the Rawls 


firm redistributes in its section. 

The present three inside-outside 
men are David Burroughs, who 
has been with Rawls over ten 
years; Clifton “Sandy” Smith, 
with the firm some three years, 
and Charlie Hay, an employe for 
four years. 

“TI actually can’t take credit for 
giving birth to a new idea,” Wil- 
son stated. “I believe that the best 
ideas in this sales business, regard- 
less of what you sell, are those 
that have proven successful for 
someone in some other line of 
sales work. 


Idea Came from Sears 


“This particular plan is an 
adaptation of the sales plan used 
by Sears, Roebuck’s appliance 
salesmen. 

“Last summer, during one of our 
Florida hot spells, I stopped in at 
the local Sears store and looked 
over some window fans. I didn’t 
buy one, but a few days later the 
salesman—who had had foresight 
enough to take down my name— 
called on us at home, and sold us a 
fan. 

“This method of operation im- 
pressed me, and I asked this sales- 
man about their plan whereby 
salesmen worked both inside and 
outside. 

“He explained to me that he 
and the other Sears appliance 
salesmen spent one day a week 
outside the store following up their 
prospects. The remainder of their 
time, of course, is spent on the 
sales floor in the store. 

“If this plan works in selling 
appliances, why wouldn’t it work 
in selling automotive parts?” Wil- 
son asked himself. 

After thinking about this plan 
and working on it in terms cf the 
Rawls operation, Wilson got ap- 
proval from the firm president to 
try it. 

Prior to the start of the new 
plan, the Rawls operation em- 
ployed several countermen and one 
full-time, outside city salesman. 
The inside men worked on straight 
salary and the outside man strict- 
ly on a commission basis. 
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“Chuck” Campbell, here selling a gasket to Mechanic Bob Nowell, is 
the latest counterman to be placed in the field rotation sales plan. 


When the outside man left the 
firm, it was decided to give the 
new plan a whirl under the follow- 
ing conditions: 

The city territory was split up 
so that each of the current combi- 
nation salesmen had about 18 ac- 
counts. This enables them to see 
practically all of their customers 
at least once every two weeks, 
whereas under the old method of 
operation, with one full-time out- 
side man, some customers had 
much longer periods between per- 
sonal calls. 

“A regular outside salesman is 
the worst parts man in the 
world,” Wilson stated. “Under our 
new arrangement we are sending 
qualified parts men out into the 
field with full knowledge of the 
items that we have in stock. And, 
under our new inside-outside sales 
plan our men are able to get to 
our customers with news of spe- 
cial ‘deals’ or purchases long be- 
fore we were able to call on them 
about these matters under the old 
arrangement.”’ 

Under the new plan the sales- 
men are still paid on a straight 
salary basis. 

“Most inside salesmen have a 
fear of going outside to make 
calls,” Wilson pointed out, “espe- 
cially if they do so on a straight 
commission basis. These men like 
the security of a straight salary, 
but they need an extra incentive to 
make them want to do outside 
sales work, too. 

“Under our plan Dave Bur- 
roughs, Clifton Smith, Charlie 
Hay and ‘Chuck’ Campbell enjoy a 
four-way split of one per cent of 
all dealer sales made in Tampa. At 
present this is averaging some $36 


per month for each man—in addi- 
tion to their regular salary. The 
first month our new plan was in 
operation, it amounted to $24 per 
man. 

“We realize that someday under 
this incentive arrangement there 
will come a leveling-off point. We 
look for this to go to around $40 
to $45 per month under the four- 
Way one per cent split arrange- 
ment before this happens. 

“I don’t believe that our cur- 
rent sales plan would work as well 
on a straight salary arrangement,” 
Wilson said, “but with some sort 
of commission or incentive plan, it 
should work as well for other auto 
parts wholesalers as it has worked 
for us. Perhaps others can im- 
prove on our plan and enjoy even 


greater success.” 

Wilson is no stranger to this 
business, although he has been in 
Tampa with the Rawls firm for 
only five years. Before coming to 
Tampa he spent a number of 
years with Phelps-Roberts Corp. in 
Washington, D. C., and was pur- 
chasing agent before moving to 
Florida’s West Coast. 

Wilson said that he liked the 
sales plan for a number of reasons. 
One of the best is the competitive 
spirit that it has built up among 
the sales staff. Under the plan, 
these men will, according to Wil- 
son, write substantial orders on 
about 16 customers practically 
every working day. The figure he 
used was “98% of the time.” 

Rawls allows these salesmen to 
use either their own car in making 
calls or a company pickup truck. 
They are allowed seven cents a 
mile for their own transportation, 
and most prefer to travel in their 
cars. 

Under Rawls’ former sales set- 
up, the firm had dozens of ac- 
counts in Tampa that ran from $30 
to $40 a month. Now, under the 
new arrangement, most of these 
accounts have jumped up into 
hundreds of dollars monthly in 
volume. 

Wilson said that the sales plan 
had had a high morale effect on 
the personnel. 

“You can never tell who will 
make a good outside salesman un- 
til you have tried him out,” he 
stated. “Now it gives our new em- 
ployes—especially warehousemen, 

(Continued on page 106) 


William Olsen (left) is the regular out-of-Tampa territory man. In 
center is Vice-Presideni James Wilson, who got the inside-outside idea 
from Sears, Roebuck. At right is Walter Hunter, who calls on jobbers 
on items which are redistributed by this well-known Tampa company. 
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UNIFICATION COMMITTEE REPORTS 


Editor’s note: Following is the text of the report on unification 
read to the conventions of NSPA and MEWA last month at Los An- 
geles. It was received as information by MEWA. NSPA extended a 
vote of confidence in its four members of the joint committee after 


hearing the report. 


I T IS with considerable satisfac- 

tion and pleasure that the ap- 
pointed committees of MEWA and 
NSPA report continued excellent 
progress on the subject of organi- 
zation. 

We had planned to hold a joint 
meeting of both associations on 
Wednesday afternoon, February 
19, but, due to the importance of 
this matter, we felt, and we are 
sure you will concur, the joint an- 
nouncement we have arranged is 
not only better, but will be much 
more effective. 

The long-desired and much- 
needed action on the part of auto- 
motive associations for closer co- 
operation and a more solid front 
has been the constant aim of the 
two committees. Both committees 
have worked very hard and im- 
partially since last July in order 
to arrive at a sound basis from 
which to start a program that 
would not only benefit the two 
associations, but many other seg- 
ments of our industry. We have 
now arrived at a solid basic start- 
ing point. We plan to form one 
brand new association from our 
two present associations. While 
there is still much to be done in 
the way of mechanics we have re- 
solved what we feel are the two 
major points. They are: 

1.—Satisfying the NSPA mem- 
bership, who rightly have found a 
dual organization to be most ef- 
fective, and 

2.—To satisfy the MEWA mem- 
bership who have operated an ef- 
fective wholesaler association and, 
quite naturally, want to keep 
wholesaler authority over such 
items as directly affect them. 

Both of these questions have 
been resolved by the concessions 
of the two committees. They are 
covered in a joint proposal of 
MEWA and NSPA committees and 
were set up in a joint press release 
accordingly on August 14 that was 
released on August 15, 1957, and 
is as follows: 

“At a joint meeting of appointed 
representatives of nationa] auto- 
motive trade associations in Chi- 
cago on August 14, it was proposed 
for consideration of the boards of 
directors of each of the respective 


associations in the interest of the 
industry, as a whole, a new asso- 
ciation to be formed under a new 
name, to be selected by a new 
board or council constituted on the 
basis of two wholesaler members 
to each manufacturer member, 
with further provisions to alternate 
the presidency and other offices 
on an annual basis between a 
wholesaler and then a manufac- 
turer. 

“If the plan as proposed is sub- 
sequently approved by the respec- 
tive boards of MEWA and NSPA, 
the same plan will be presented 
for subsequent ratification by the 
membership of MEWA and NSPA. 

“Each board would then appoint 
a committee of four each to effec- 
tuate the plan. 

“The wholesaler and manufac- 
turer divisions would act inde- 
pendently, except as to broad mat- 
ters of national scope. In such 
cases, the authority would rest 
with the senior council or board. 

“The prime purpose throughout 
being to present a unified indus- 
try front to promote the interest 
of manufacturers through whole- 
salers to retailer type of distribu- 
tion.” 

This proposal has been approved 
as written by the NSPA board and 
in its broad form by MEWA’s 


board of directors. 

In essence, this proposal can be 
described as a predominantly 
wholesalers’ organization inasmuch 
as the majority vote will be with 
the wholesaler members, and man- 
ufacturer board members will rely 
on the prudence and fairne - of 
such wholesaler board memvp 3 
on any matters not in the best in- 
terest of the manufacturers and 
the wholesalers jointly. 

Some of the items of consider- 
able interest and which are most 
pertinent to this matter include 
the following which have been cov- 
ered to the satisfaction of all: 

1.—The Wholesaler Division and 
the Manufacturer Division will act 
independently on all matters as 
classified in one division or the 
other. 

2.—The Wholesaler Division will 
elect its own board representation 
and the manufacturers their rep- 
resentation. 

3.—The final decisions on all 
matters of wholesaler and manu- 
facturer problems of national im- 
portance shall be decided by the 
senior council or board, consti- 
tuted on a ratio of two wholesalers 
to one manufacturer. 

Your committee is confident 
this newly proposed association 
will give proper and _ successful 
representation to our automotive 
industry at the national, state and 
especially local levels. It will en- 
able our industry to present a 
unified front on all matters per- 
taining to each division and its 
members. 

Under the plan as outlined and 
as per the August 14th proposal 
the mechanics are now set up for 


Sales volume has been rising steadily at this Savannah, Ga., whole- 
saler’s, according to John R. Clark, Jr. Increases, month by month, over 
comparable months of the preceding year have ranged to as high 
as 75%, with only a rare month when the jump was below 30%, he re- 
ported. A fire wiped out the comparv last July “but every local job- 
ber and our suppliers helped restore us to business,” he declared. 


% 
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the committees to continue their 
work and arrange the “specifics” 
of the new organization. When 
these arrangements are completed 
they will then be submitted to the 
respective boards of directors as 
well as the memberships for final 
approval. The ultimate plan or 
blueprint will include the handling 
of funds presently in the treasuries 
of each association as well as all 
other details required to complete 
the formation of the new organi- 
zation. 

This new organization, because 
of its numerical strength and soli- 
darity, can accomplish many 
things, such as: 

1.—Protection of our interests 
in legislative matters at national, 
state and local levels. 

2.—Serve local and state groups 
more effectively and efficiently. 

3.—Eliminate duplicated effort 
and expenses. 

4.—Discontinue our working at 
cross purposes in many areas. 

5.—Present an “aggressive front” 
which will more fully and com- 
pletely be representative of the 
entire industry. 


$50,000 Fund Set Up 


MEWA and NSPA have estab- 
lished a joint fund of $50,000 for 
use by the organization committee 
to continue their work and effec- 
tuate the plan. 

We sincerely hope this meets 
with your complete approval. It 
contains the action the committees 
have been encouraged to take by 
almost everyone in this industry. 
Your continued support and con- 
fidence will result in the long- 
waited fulfillment of an all-inclu- 
sive aftermarket automotive serv- 
ice industry trade association rath- 
er than competing trade groups as 
in the past—a combination that 
will improve our automotive after- 
market industry to the fullest. 

(Editor’s note: Members of the 
committee are, from MEWA: A. J. 
Thompson of Seattle, Wash., the 
new MEWA president; Jay T. Da- 
vis of Corpus Christi, immediate 
past president; A. S. Hatcher of 
Macon, Ga., and John F. Creamer 
of New York City; from NSPA: 
John Reynolds of Houston, the new 
NSPA president; Edward Gammie 
of Victor Mfg. & Gasket Co., Chi- 
cago, the immediate past presi- 
dent; Don H. Teetor of Perfect 
Circle Corp., Hagerstown, Ind., and 
Henry Trauscht of Evanston, IIl. 

(No indication was given when 
final action might be expected, al- 
though another joint committee 
meeting was expected soon.) 


Mechanic-Training Success Is Topic 
By Oklahoman for Southeast Session 


Top to bottom: Keith Broyles of 

Tennessee, Charles H. Davis of 

Florida, Jesse F. Jones, Jr., of 

North Carolina and John W. Roon- 
ey of Alabama. 
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A PROMINENT Southwestern 

wholesaler will relate details 
of how the Automotive Wholesal- 
ers of Oklahoma has helped fill the 
skilled-mechanic void in an ad- 
dress before the Southeast Auto- 
motive Trade Conference at the 
Bon Air Hotel in Augusta, Ga., 
April 23-25. 

Vernon Kleier of Ponca Automo- 
tive, Inc., Ponca City, Okla., im- 
mediate past president of AWO, 
will explain how 444 mechanics 
have been trained in automatic 
transmission and tune-up since the 
group began sponsoring a mobile 
school in conjunction with state 
authorities in September 1955. 


Vernon Kleier 


Attendance, based on present 
early indications, will run between 
500 and 600 minimum, it has been 
calculated. 

Executive secretaries of four 
state wholesaler associations will 
be heard in other conference high- 
lights, speaking on the value of a 
state association, labor union 
problems, group insurance and leg- 
islation. They are Keith Broyles of 
Tennessee, Charles H. “Chuck” 
Davis of Florida, Jesse F. Jones, 
Jr., of North Carolina and John W. 
Rooney of Alabama. 

A cocktail party and outdoor 
barbecue at 6:30 p.m. Wednesday, 
April 23, will kick off the program. 
Final event will be the annual 
banquet Friday night. 

Meetings of several warehouse 
groups, of the Georgia Automotive 
Wholesalers Association and Auto- 
motive Parts Rebuilders Associa- 
tion will be held just ahead of the 
opening conference events. 

(More Jobber News on page 158) 














Adjusting Rear Axles 


IGHER horsepower and greater 

torque make correct rear axle 
adjustments absolutely necessary. 
Otherwise, noise and gear failures 
are sure to occur. 

To obtain these correct adjust- 
ments, special tools and gauges are 
a “must.” Practically all car man- 
ufacturers have made available 
such tools, and the shop without 
them is in for trouble. No longer 
will “close enough” suffice in this 
operation. 

Following are instructions for 
using special tools in adjusting the 
rear axle on the 1957-58 Dodge and 
Plymouth. 

Rear axle adjustment: 

To set the ring gear and pinion 
for quiet operation and long life, 
the following adjustments must be 
made in the order indicated. 

(1) Pinion bearing pre-load. 

(2) Pinion setting. 

(3) Differential 
load. 

(4) Backlash between ring gear 
and pinion. 

Installation of drive pinion bear- 
ing cups: 

Place the bearing cups in posi- 
tion in the carrier, then proceed as 
follows: 

(1) With the bearing cups 
squarely in position in the carrier, 
assemble tool C-758-D2 by placing 
the rear pinion bearing over the 
main screw of tool and inserting 
into carrier from the gear side. 

(2) Now place the front pinion 
bearing over the main screw, fol- 
lowed by adapter SP-535, washer 
SP-534 and nut SP-533, as shown 
in Fig. 1. Press the bearing cups in- 
to place by tightening the tool nut. 
Allow the tool to rotate slightly in 
order not to damage bearings or 
cups during this operation. 

Pinion bearing pre-load adjust- 
ment: 

The importance of correct pinion 


bearing pre- 


82 


bearing pre-load cannot be over- 
emphasized. The selection of wash- 
ers to give the desired pre-load 
should be carefully made. 

When pinion bearings are in- 
stalled without pre-loading, the 
cones are not drawn far enough 
into their cups to bring the rollers 
in full contact with the thrust ribs 
on the cones. Bearings installed in 
this manner would allow the 
pinion to “walk” backward and 
forward under operating loads. 
This causes a variation in tooth 
contact pattern, resulting in ex- 
cessive wear and scoring of gears, 
and usually is accompanied by 
noise. 

On the other hand, where the 
pinion bearing cones are drawn too 
far into their cups, the bearings 
are overloaded even before they 
have to withstand operating loads 
imposed upon them by the gears. 
They are apt to “burn up” under 
a driving load—the rollers might 
score the cups, causing bearings to 
gall or flake, resulting in prema- 
ture axle failure. 


By E. M. Lowery 
Technical Editor 


Top: Fig. 1—Compression sleeve 
and centralizing washer in position. 
Center: Fig. 2—Checking pre-load 
torque (inch-pounds). 
Above: Fig. 3—Installing gauge 
block on tool. 


Correct cone distance is ob- 
tained by the use of a spacer and 
washer combination. Do not install 
the pinion oil seal during the pre- 
load and pinion setting operations. 
Otherwise, there will be an added 
drag on the pinion shaft which 
would give a false bearing pre-load 
on the torque wrench. 
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PINION LOCATING WASHER OR SHIM 


ASSEMBLY OF SP-526 
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Fig. 4—Setting pinion bearing pre-load with tool 


C-758-D2-3. 


To check and adjust the pinion 
bearing pre-load, refer to Fig. 4 
and proceed as follows: 

(1) Coat the drive pinion bear- 
ings with differential lubricant 
(multi-purpose SAE 90). 

(2) Assemble the drive pinion 
shaft rear bearing on the main 
body of tool C-758-D2. 

(3) Slide SP-1730 sleeve, drive 
pinion bearing spacer and bearing 
adjusting shims over tool and then 
insert the assembly into the car- 
rier. 

(4) Slide the front pinion bear- 
ing over the tool and down into 
position in the bearing cup. 

(5) Now slide compression 
sleeve SP-535 and centralizing 
washer over tool and slide down 
into position. Install the compres- 
sion nut. 

(6) Tighten the tool nut with a 
torque wrench from 180 to 200 
foot-pounds, 

(7) Turn the tool with a speed 


Fig. 6—Run-out should be true within .004”. 


GAUGE 
BLOCK 
(TOOL) 


. 5—Installing arbor SP-561. 


wrench to permit the _bear- 
ings to seat. After the bearings 
have seated, check the bearing 
pre-load by revolving the tool with 
an inch-pound torque wrench. 
With the bearings lubricated with 
hypoid gear oil, the pre-load should 
read from 20 to 30 inch-pounds, as 
shown in Fig. 2. 

If the bearing adjustment does 
not conform to the above specifica- 
tions, it will be necessary to change 
the adjustment by either a thick- 
er or thinner shim pack. Use a 
thicker shim pack if the pre-load 
is above 30 inch-pounds or a thin- 
ner shim pack if the pre-load is 
below 20 inch-pounds. After the 
correct pre-load has been obtained, 
leave the tool in position in the 
carrier with the compression nut 
tightened at 180 to 200 foot- 
pounds. This is necessary to obtain 
the correct pinion setting. 

Pinion setting: 

When replacing a ring gear and 
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pinion, remember that they are 
matched and lapped in pairs. The 
position in which the best tooth 
contact is obtained is etched on the 
end of the pinion shaft. 

The pinion is generally etched 
with a plus (+) or minus (—) 
sign, followed by a number (rang- 
ing from one to four), or it may be 
marked zero (0). 

If the old and new pinions have 
the same markings, the old washer 
may be used, providing new bear- 
ings and cups are also used. If the 
pinion being replaced is marked 
zero (0) and the new pinion to be 
installed is marked plus two (4 
2), a thinner washer may be used. 
If the new pinion were marked 
minus two (— 2), a thicker washer 
could be used. Pinions marked 
plus ( ) generally use a thinner 
washer, while pinions marked 
minus ( — ) use a thicker washer. 

Pinion spacer washers are avail- 
able in nine different sizes fora 


Fig. 7—Make certain indicator is properly positioned. 





Fig. 8—Correct gear tooth contact. 


choice selection: 
Washer Thickness 
.084 in. .094 i 
.086 in. .096 in. 
.088 in. .098 in. 
.090 in. 1 in. 
.092 in. 


(1) Fasten the gauge block SP- 
528 to the rear of the tool, as shown 
in Fig. 3. Tighten the set screw 
securely. (SP-528 takes the place 
of the drive pinion during the set- 
ting operation.) 

(2) Place SP-561 arbor in the 
differential carrier bearing sup- 
ports, as shown in Fig. 5. Assemble 
the bearing caps and bolts to the 
carrier housing. Tighten the bolts 
to 10 foot-pounds. Before installing 
the arbor, remove any burrs or 
upsets in the bearing bores. Any 
foreign material in the bores will 
not allow the arbor to seat prop- 
erly. 

The distance represented be- 
tween the gauge block and the 
arbor determines the thickness of 
the spacer washer that should be 
used to give the correct pinion set- 
ting. 

(3) Select a pinion washer of 
sufficient thickness that will just 
pass between the arbor and the 
gauge block. 

For an example, if a .090” 
washer can be inserted but a .092” 
washer cannot be forced between 
the two surfaces by hand, the 
.090” washer should be used, even 
though it might feel loose. 

Check the end of the drive 
pinion as it may indicate the 
amount that should be added or 
subtracted from the washer that 
was selected in the abovemention- 
ed check. 

As an example, if the mark on 
the pinion shaft indicated +2, a 


.002” thinner washer should be 
used for the final assembly. If a 
spacer selected by the use of the 
tool is .090”, it is necessary to de- 
duct .002”. Therefore, the correct 
washer for final assembly would 
be .088”. 

When the correct washer has 
been selected for the drive pinion, 
disassemble the tool from the dif- 
ferential carrier housing. 

Assembling the carrier: 

(1) Slide the previously selected 
washer over the pinion shaft and 
down against the machined surface 
of the drive pinion. Now slide the 
rear bearing down over the pinion 
shaft and press into position, using 
tool DD-996 and an arbor press. 

(2) Slide the bearing spacer over 
pinion shaft, followed by the shim 
pack selected during preload op- 
eration. 

(3) Insert the drive pinion, bear- 
ing, spacer and shim pack into the 
differential carrier housing. Be 
sure the bearings are coated with 
hypoid gear oil. 

(4) Slide the front bearing over 
the pinion shaft and down into 
position in the cup, then install the 
bearing oil slinger. 

(5) Install a new oil seal over 
the pinion shaft and drive into 
position, using tool C-359. Note: 
When installing new leather oil 
seals, care must be taken to make 
certain the leather is in good con- 
dition, soft and pliable. New seals 
should be soaked in thin oil for 
about 30 minutes, then work the 
leather by rolling with a smooth 
bar, before installing. Synthetic 
seals require no preparation ex- 
cept initial lubrication. 

(6) Install the companion flange 
on the pinion shaft, using tool C- 
496. 

(7) Install the companion flange 
retaining washer and nut. Holding 
the companion flange tool C-748, 
tighten the nut from 180 to 200 
foot-pounds, using a _ torque 
wrench. 

(8) Place the differential bear- 
ing cups over the bearings, then 
install complete assembly in the 
carrier housing. 

(9) Seat the adjusting nuts in 
the pedestals of the carrier hous- 








April: Troubleshooting Turn Indicators 


Troubleshooting the turn indicators, showing the types of 
indicator switches and outlining service diagnosis, will 
be aired for you in April by Technical Editor Ed Lowery. 








Top: Fig. $9—Heavy face contact. 
Next to top: Fig. 10—Heavy flank 
contact 


Third from top: Fig. 11—Heavy 
toe contact. 


Above: Fig. 12—Heavy heel contact. 


ing, then install the caps and bolts. 
Be sure the caps are on the same 
side from which they were re- 
moved. 

(10) Mount a dial indicator with 
the pointer resting against the 
back face of the ring gear and 
check the run-out. Run-out should 
be true within .004”, as shown in 
Fig. 6. 

Differential bearing pre-load and 
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CLEARANCE 


backlash: 

In order to make certain that the 
differential bearings and cups are 
properly seated, proceed as fol- 
lows: 

(1) Using spanner wrench C- 
406A, turn the right-hand bearing 
adjusting nut in a clockwise rota- 
tion until considerable backlash 
exists between the ring gear and 
the pinion. Back off the adjusting 
nut several times. 

(2) Tighten the lower pedestal 
bolts from 85 to 90 foot-pounds, 
leaving the top bolts slightly loose. 
This holds the bearing cups in line 
while moving the ring gear. 

(3) Mount the dial indicator on 
the differential housing so that the 
plunger rests against one of the 
ring gear teeth, as shown in Fig. 7. 
(Make certain that the indicator is 
properly positioned so that the 
plunger will accurately indicate 
the exact amount of backlash.) 

(4) Check the backlash between 
the ring gear and the pinion at 
90° intervals as the ring gear is 
rotated, then stop at the point of 
least backlash. 

(5) Now turn the left-hand 
(tooth side) bearing adjusting nut 
in a clockwise rotation until only 
.001” backlash exists between the 
ring gear and the pinion. Be sure 
that the right-hand adjusting nut 
is kept screwed out so that the 
bearing cup can move without in- 
terference. 

(6) Make certain that the right- 
hand (back face of ring gear) bear- 
ing adjusting nut is in position 
where the nut lock and attaching 
bolt can be installed. Then tighten 
the upper right-hand bearing cap 
bolt from 85 to 90 foot-pounds. In 
order to properly pre-load the 
bearings, the entire procedure 
must be very carefully performed. 
Therefore, it is important to end 
up with .001” clearance between 
the ring gear and the pinion be- 
fore the upper bolt is tightened. 

(7) Turn the left-hand adjust- 
ing nut in a clockwise direction 
until the dial indicator shows a 
backlash of .006” between the ring 


CENTER OF GEAR 


7 
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‘> PITCH 
. LINE Fig. 13 — Gear 
tooth nomencla- 
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gear and the pinion. 

Considerable effort will be re- 
quired to turn the adjusting nut to 
the last notch or two. However, 
this is necessary to insure adequate 
pre-load. The adjustment should 
end so that the adjusting nut lock 
and attaching bolt can be _ in- 
stalled. 

(8) Tighten the left-hand bear- 
ing cap attaching bolt from 85 to 
90 foot-pounds, then recheck the 
other three. After final tightening 
of all pedestal bolts, recheck the 
backlash, 

As a result of this method of ad- 
justment, the carrier pedestals 
have been spread and the dif- 
ferential bearings pre-loaded, and 
the backlash between the ring 
gear and pinion correctly set. 
Whenever the adjustment of the 
differential assembly is changed 
to obtain correct tooth contact, re- 
adjust the differential bearing pre- 
load and the backlash between the 
ring gear and pinion. 

Checking tooth contact: 

If all the adjustments have been 
correctly made, the gears will be 
properly meshed and quiet in op- 
eration. However, proper tooth 
contact is essential for quiet gear 
operation and long life. There- 
fore, it is recommended that the 
tooth contact be checked with red 
lead before the differential carrier 
assembly is installed in the axle 
housing. 

Check tooth contact by means of 
red lead applied to the ring gear 
teeth. Apply load against the back 
face of the ring gear with a round 
bar as the drive pinion is rotated. 
This leaves a bare area, the size, 
shape and location of contact. 

If upon examination improper 
tooth contact is evident, as indi- 
cated in Figs. 9-10-11-12, the pin- 
ion gear should be adjusted either 
forward or backward, or the ring 
gear to or from the pinion to main- 
tain backlash within specified 
limits, until correct tooth contact 
has been obtained. 

With adjustments 
made, correct 


properly 
tooth contact, as 
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shown in Fig. 8, will result. Notice 
that the contact pattern is well 
centered on the drive and coast 
sides, about 1/16” from the edges 
of the teeth. When tooth marks are 
obtained by hand, they are apt to 
be rather small. However, under 
an actual operating load, the con- 
tact area will spread out—the 
higher the load, the greater be- 
comes the contact area. 

Figs. 9-10-11-12, showing im- 
proper or incorrect tooth contact, 
call for readjusting the ring gear 
and pinion as follows: 

Refer to Fig. 13 for gear nomen- 
clature. 

Heavy face contact: 

If the tooth marking is across 
the length of the tooth, narrow 
and high on the tooth face, as 
shown in Fig. 9, the teeth will roll 
over or gall. This type of contact 
causes excessive wear and noise. 

To correct heavy face contact, 
move the pinion in toward the cen- 
ter of the ring gear by installing a 
thicker washer behind the pinion. 
Readjust backlash. 

Heavy toe contact: 

If the tooth marking is too 
heavy on the toe of the tooth, as 
shown in Fig. 11, the tooth edges 
might chip and damage or exces- 
sive wear will result. 

To correct heavy toe contact— 
move the ring gear away from the 
pinion. However, this adjustment 
might increase the backlash be- 
yond .010”. If such is the case, in- 
sert a thicker washer behind the 
pinion. This will move the pinion 
in toward the ring gear and bring 
the backlash within specifications 
of .006” to .010”. 

Heavy flank contact: 

If the tooth marking is across 
the length of the tooth, but nar- 
row and low on the flank, as 
shown in Fig. 10, the teeth will 
gall or score. This type of contact 
causes excessive wear and noise. 

To correct heavy flank contact 
—move the pinion away from the 
center of the ring gear by using a 
thinner washer behind the pinion. 
Readjust backlash. 

Heavy heel contact: 

If the tooth marking is too 
heavy on the heel of the tooth, as 
shown in Fig. 12, the tooth edges 
might chip and damage or exces- 
sive wear will result. 

To correct heavy heel contact— 
move the ring gear in toward the 
pinion. However, this adjustment 
may decrease the backlash. If such 
is the case, insert a thinner washer 
behind the pinion. This will move 
the pinion away from the ring gear 
and bring backlash within specs. 





Air-Conditioning Service Tips 


By E. S. Harris 


occ units are ap- 
pearing on so many vehicles 
of all makes and models these 
days that the general mechanic is 
hard put to avoid some service to 
them, or at least the necessity of 
working around them when doing 
his routine service to other units. 

While space limitations would 
preclude a_ general installation, 
overhaul and light and heavy 
service discussion of the many 
makes and models of factory- and 
field-installed conditioners now 
abroad, a few general facts and 
specific tips can bring a _ better 
understanding of what can or can- 
not be done without the training 
and equipment necessary to spe- 
cialize in this work. 

If the decision is to step into 
this lucrative field, a reasonable 
training period plus a few special 
tools and equipment items can add 
the business to the regular line and 
make use of some of the standard 
tools and regular service facilities 
to take care of the volume. While 
the general function of one air- 
conditioning system is the same as 
another, the manufacturers have 


developed considerably different 
types of machines for the cooling 
process, so it is only proper and 
necessary to obtain the servicing 
procedures for each type of unit 
before attempting the care of them. 

In general, the air-conditioning 
machines don’t work as the unin- 
formed think they do—a simple 
hot-water heater in reverse, with 
a fan blowing over a cold radiator 
rather than a hot one, thus cooling 
the passenger compartment rather 
than heating it. Refrigeration isn’t 
quite that simple, although it is 
simple enough if you have a grasp 
of its fundamentals. 

In the past, frugal but mis- 
guided souls wrapped newspapers 
around the ice in their refrigerator 
to save ice. It worked! Trouble 
was, the food spoiled. They learned 
that the ice must be in process of 
changing from a solid to a liquid 
to absorb the heat from the food 
and carry it away. 

The principle is the same when 
a refrigerant like ammonia or 


Belt tensioning according to factory specifications is important to 
proper compressor operation. When two belts are used, replacement 
should be made in matched pairs. 


freon is used. These refrigerants 
have a very low boiling point, so 
pass readily into a vapor form, 
and it is only when they are 
changing from liquid to vapor 
that they absorb heat, and the heat 
is carried away by the vapor, just 
as the water carries the heat away 
from the surrounding area of 
melting ice. Heat always moves to 
a cold object from a hot object, 
one of nature’s laws. 

A big block of melting ice 
would help cool the car’s interior, 
although not too efficiently. A 
large container of freon with an 
outlet to atmosphere would also 
absorb heat from the car’s in- 
terior and thus tend to cool it to 
some degree. For even when boil- 
ing, heat from the surrounding 
area will move to the refrigerant 
so long as its boiling temperature 
is lower than the temperature of 
the surrounding area. But allow- 
ing the heat-laden, vaporized re- 
frigerant to escape to the atmos- 
phere from the vehicle would be 
very expensive indeed. 

The modern air conditioner con- 
cerns itself with saving the 
escaping, heat-laden refrigerant 
vapor, reprocessing it into its 
former liquid state, and circulating 
it again. Certain accessory units 
attend to the circulation of the 
cooled air, the addition of outside 
air, filtering of the air, and some- 
times dehumidifying it. 

Freon (short for Dichlorodi- 
fluormethane) is the refrigerant 
used in most air conditioners. It is 
colorless and transparent in both 
the gaseous and liquid state. It 
boils at 21.7° F. below zero at 
atmospheric pressure. Therefore 
at all normal temperatures and 
pressures it will be a vapor. The 
vapor is heavier than air, smells 
like chloroform, is non-inflam- 
mable, non-corrosive and non- 
toxic. 

We'll trace the journey of freon 
through the system and then com- 
ment on some of the cautions and 
dangers involved in its handling 
or when working in the vicinity of 
its containers or its circulation 
system. The location of the various 
component units named may vary 
from vehicle to vehicle, depend- 
ing on the make of refrigerating 
machine used. 

1.—Liquid freon is stored in a 
reservoir or receiver situated 
usually in the vicinity of the con- 
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Non-magnetic feeler gauge is used in checking clutch clearance on 
compressor using magnetic clutch. 


denser, since it receives its supply 
from the condenser after heat was 
dissipated from it and it has re- 
turned to liquid form. 

2.—The liquid freon moves from 
the reservoir through a combina- 
tion strainer and dryer that re- 
moves moisture and impurities, 
and then through an expansion 
valve which functions like a 
venturi or garden hose nozzle, and 
then into the evaporator. 

3.—The evaporator is a low- 
pressure region in the _ system, 
since it is connected to the suction 
line of the compressor, so here the 
refrigerant starts boiling im- 
mediately and reverts to a vapor 
which absorbs heat and thus cools 
the evaporator coil and the air 
passing around it. 

4.—The vaporous refrigerant 
now leaves the evaporator and 
travels to the compressor inlet, 
which is either a piston- or rotary- 
type pump driven by the engine. 
The heat-carrying, low-pressure, 
vaporous. refrigerant is com- 
pressed and discharged into the 
condenser. 

5.—The condenser is situated 
ahead of the car radiator or some 
place where its coils can rapidly 
dissipate heat into the air. Inside 
the condenser the refrigerant is 
rapidly cooled, so it returns to the 
liquid form and is forced into the 
reservoir or condenser where it 
can again start its heat-trans- 
ferring circuit through the system. 

Caution when using heat around 
refrigeration system: 

As it can be seen, the air-condi- 
tioning system has the refrigerant 


trapped in lines and units in liquid 
or vapor form whether it is in use 
or not, so that the application of 
heat or breaking of the circuit 
could result in danger to the 
workman or damage to the sys- 
tem. 

One mechanic reported that a 
Mercury was left standing in the 
hot sun until extremely high in- 
terior temperature caused the 15- 
amp circuit breaker in the blower 
circuit to cycle when the blower 
was turned on. In extreme tem- 
perature cases such as this, he in- 


stalls a 20-amp breaker and re- 
places the blower feed wire with 
a 16-gauge cable. 

Air-conditioning equipment can 
be damaged by any heat applica- 
tion that causes abnormally high 
pressures from the expanding re- 
frigerant. Manufacturers advise 
the discharging of the refrigerant 
before applying heat in bake 
ovens, steam cleaning, infra-red 
lamps or with welding equipment. 

This expansion characteristic 
dictates other care and cautions in 
handling freon containers for the 
safety of the operator. The drum 
should never be left uncapped, as 
the valve and safety plug may be- 
come damaged. Never carry the 
drum in the passenger compart- 
ment of a car or truck, as heat 
from the sun might cause it to pop 
off or even burst from the in- 
creased pressure. 

The freon drum should not be 
subjected to high temperature 
when charging the system. The 
recommendation for heating under 
these conditions is placing the 
drum in a pan of 125° water. 
Never heat above this temperature 
or use a torch or stove to heat the 
drum. 

When transferring freon from 
a large container to a smaller one, 
take care to leave space for ex- 
pansion in case of higher tempera- 
tures. Don’t fill the container com- 
pletely or tremendous internal 
pressures can result. Most of the 
refrigerant is handled in small 
containers around service depart- 
ments, so the storage and transfer 


Special removers and replacers are used in servicing magnetic clutch 
so that flexible discs will remain in perfect alignment. 
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The Truarc snap ring pliers in your automatic transmission set can be 
used on the internal and external snap rings used in the assembly of 
the magnetic clutch. 


in larger containers are not as 
common as in the past. 

The small 15-oz. cans can be 
opened and valved by a combina- 
tion opener and valve device sup- 
plied by the Kent-Moore Organiza- 
tion. Those transferring freon 
from large to small containers use 
an accurate scale for weighing the 
refrigerant. 

We mentioned that freon gas is 
considered non-toxic, although you 
must remember that your breath- 
ing apparatus requires a certain 
amount of oxygen. You can’t exist 
on freon alone. Also, remember 
that the products of freon after it 
contacts a flame do produce a 
poisonous gas which will attack 
bright metal surfaces as well as 
your lung tissue and blood. Re- 
member this when testing for leaks 
with a torch or exhausting a system 
near a flame. 

Goggles are part and parcel of 
every refrigeration mechanic’s 
tool kit, for liquid freon can freeze 
an eyeball or any skin area it 
touches. The same first-aid treat- 
ment as used for frostbite is used 
in affected skin areas. In the case 
of a frozen eyeball, don’t rub it 
with the hands, apply cold water 
to gradually raise its temperature 
above freezing, and later apply an 
antiseptic oil to prevent infection. 
Then see the doctor. 

Inside the conditioner freon is 
usually checked for supply through 
a sight glass in the high-pressure 
liquid line between the condenser 
and the evaporator. After the unit 
has been running for ten minutes 
or more, any foam or bubbles ap- 
pearing under the sight glass indi- 
cates insufficient supply. 

Since the exact quantity of re- 


frigerant is necessary to proper 
operation, and freedom from all 
contaminants is a must, special 
tools and procedure are indicated 
for this charging operation. The 
vacuum pump, costing 50-odd 
dollars, used in unit evacuation, is 
probably the most expensive spe- 
cial tool required for handling the 
refrigerant. High- and low-pres- 
sure gauges, special adapters and 


fittings, tube wrenches, thermom- 
eters, humidicator, etc., make up 
the kit for this service. 

Techniques for checking the oil 
level in the various compressors 
and the removal of compressors to 
make way for engine work vary 
in regard to make and model. Man- 
ufacturer instructions should be 
consulted for the procedure for the 
compressor involved before check- 
ing oil level or closing discharge 
and suction valves for removal. 
Proper belt tension and clutch op- 
eration are important. If two belts 
are used, always replace them in 
pairs. 

Leakage checks along the lines 
and fittings are either made with 
a special detecting fluid which is 
applied along the suspected areas 
and observed for bubbles, or by 
means of an alcohol torch with 
sampling pickup tube. The flame 
is observed for change in color to 
indicate leakage as the tube is 
moved from point to point. Frost 
spots on the tube exterior indicate 
a kink or other obstruction at that 
point. Silver solder makes a 
stronger joint than tin-lead, so is 
often used in refrigeration line 
soldering. 

The cleaning procedures and the 
location of air filters in the air 


Torch flame will change color when leakage point is reached by the 
pickup tube, indicating escaping refrigerant. 
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circulation system also differ on 
various conditioners, so the factory 
instructions should be consulted 
on the matter of the cleaning sub- 
stance and whether or not an oil 
is used on the filter to trap dust, or 
if the element is left dry. 

Blower operation and its elec- 
trical circuits are conventional, so 
will be easily understood and 
serviced by the general mechanic. 
Air intakes and valves must be 
checked to make sure they are 
open when the system is put back 
in service in the summer after a 
winter layoff. Some are manually 
closed and opened; others are 
worked by dash controls. 

Many of the minor troubles to 
the system can be analyzed by a 
mechanic having a fair under- 
standing of the function of various 
parts of the unit. Clogged con- 
denser fins, inoperative compres- 
sor due to clutch or belt slippage 
and the like are obvious enough 
and simply corrected. 

Major repairs and installations 
call for the training and equip- 
ment to do the job properly—not 
that this major work is beyond the 
capacities of a general automotive 
mechanic. This is easily proven by 
the hundreds of mechanics who 
have added this skill and service 
to their inventory and find it a 
profitable business indeed. 

It’s easy if you know how. 


GM Moves Pond to Dallas 


Thomas L. Pond, formerly Gen- 
eral Motors’ assistant public rela- 
tions regional manager in San 
Francisco, Calif., has been moved 
up to regional public relations 
manager at Dallas, Texas, succeed- 
ing Frank R. Faraone, who now 
heads the Cleveland, O., public 
relations office. 


Asheville Elects Robinson 


C. L. Robinson of Matthews Mo- 
tor Sales is the new president of 
the Asheville (N. C.) Automobile 
Dealers Association. Elected vice- 
president was R. C. Hunter of 
Parkland Chevrolet Co., while R. 
E. Perkins of Wayne Thompson, 
Inc., is secretary-treasurer. 


Spartanburg Picks Milner 


A. K. Milner of Ernest Burwell, 
Inc., is the new president of the 
Spartanburg (S. C.) Automobile 
Dealers Association. Vice-presi- 
dent is John Tinsley, General 
Truck Sales, and C. E. Baker, R. E. 
Foil, Inc., is secretary-treasurer. 
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The patented method by which automobiles will be parked in the 
Columbia University Garage in New York is pictured in this sketch. The 
car is just entering its parking “locker,” riding noiselessly on the steel 
fork-lift conveyor projecting from the open elevator shaft. The conveyor 
lowers the wheels gently into place on the stationary parking blocks, 
then sinks below the tires and withdraws into the shaft to execute the 
next order received from the master control panel in the garage lobby. 
The automobile is later discharged by the same automatic process, op- 
erating in reverse, with the conveyor picking the car up off the blocks 
and moving it into the elevator several inches above floor level. One 
elevator serves both rows of lockers shown in the sketch, traveling hori- 
zontally the length of the building as well as vertically to all eight floors. 
The moving parts are indicated in dark gray; others are stationary. 


Beefed-Up Brake Jobs 
(Continued from page 71) 


stocks from 60 to 70 sets of lined 
shoes. He does no bonding or 
riveting. 

With this setup, he is “in busi- 
ness” to customers, who are satis- 
fied that he knows his brake work. 
When he now tells a customer that 
new wheel cylinders are needed, 
there is seldom hesitancy or argu- 
ment. 

The average small car job, in his 
book, adds up somewhat like this: 

Turn drums 

EEXCHange SIOCS cccccececcccccecccccceces 

New wheel cylinders 

(installed) 

Labor 14 


Total $60 

From the figures, it is obvious 
that the $5 machine gross can 
easily be set aside for payments on 
the equipment. 

But there is even further evi- 
dence of this fact. 

When Mann was farming work 
out, he would adjust new linings 
as best he could. But after the first 
200 miles, the customer would 
come back for readjustment. Now, 
by arcing the lining, this phase 
has been entirely eliminated, sav- 
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ing more than $5 in time alone. 

There has been no drop, but 
actually a pick-up, in other types 
of shop work. 

All advertising has been con- 
fined to direct-mail stuffers, which 
the machine manufacturer fur- 
nishes at minimum cost. 

Too, most of this work is on a 
cash basis, with the exception of 
that for regular customers with 
established credit accounts. 

Figures hardly disprove the fact 
that Mann’s machine investment 
was wisely profitable and profit- 
ably wise—regular brake business 
in a 60-day period without his ma- 
chine brought ten brake jobs aver- 
aging $30, while the first 60 days 
with the machine roughly grossed 
$3,000—a ten-fold gross income 
hike from brake business. 


Tarheels Select White 
For Public Relations 


IRTH Carolina Automobile 
Dea-_ers Association has chosen 
O. Mac White of Raleigh for its 
public relations staff, succeeding 
Mrs. Elizabeth Bass Beard, who 
resigned last November. 
White is a graduate of the Uni- 
versity of North Carolina and is a 
veteran newspaperman. 




















BODY SHOP OPERATIONS 














ACRYLIC LACQUER 
REFINISHING 


By E. M. Lowery 
Technical Editor 


‘he new acrylic lacquers greatly 
reduce appearance mainte- 
nance cost wherever used. This 
should be important to the in- 
dividual owner as well as the op- 
erators of large fleets. 

Upon checking with the op- 
erator of a fleet composed of sev- 
eral hundred automotive units, we 
were amazed at the results ob- 
tained from using this finish. 

A number of the best-known 
manufacturers in the paint and 
finish field have been entering this 
field in the last several years and 
their representatives reported they 
were ready to expand operations 
just as fast as the market de- 
veloped. This may be expected to 
be right around the corner, par- 
ticularly because it’s known that a 
minority of ’58 General Motors 


cars are being finished with this 
material and a greater number 
may carry this if the substance 
lives up to its expectations. 

Because there are some shades 
of differences in the various ac- 
rylic lacquers, and because of lack 
of space to treat with each, the en- 
suing discussion will relate chief- 
ly to Lucite acrylic lacquer, which 
is being promoted by Du Pont. 
Each supplier’s products should be 
studied carefully and directions 
observed before proceeding with 
their use. 

Where, prior to the use of 
acrylics, the original or refinished 
surface lasted from 12 to 18 
months, with continuous washing 
and waxing necessary to maintain 
a clean surface, the acrylic-finished 
jobs after three years look like 


Fig. 1—Cleaning the surface. 





Other Manufacturers 
in Acrylic Field 


Only one manufacturer's product 
is dealt with here. However, others 
on the market include Acme's 
acrylic lacquer, Martin-Senour's 
Dytho-Lac, Ditzler's Duracryl, Rin- 
shed-Mason's Alpha, Sherwin-Wil- 
liams' Opex and The Arco Co. 
Each manufacturer's instructions 
for application should be followed 
exactly for best results. 











they will never have to be re- 
finished. This is remarkable be- 
cause during that time the only 
maintenance has been a periodic 
wash job. Polishing and/or wax- 
ing has been unnecessary. Dirt and 
other normal traffic scum do not 
adhere readily to this new sur- 
face, and even washing is easier. 

Road oils, tars and grease will 
not stain light colors as they do 
with many conventional finishes. 
Certainly this reduces appearance 
maintenance cost. 

In discussing this new lacquer 
with several paint shop operators, 
they naturally were interested in 
the method of application. In co- 
operation with the manufacturer, 
the following are answers to some 


Fig. 2—Featheredging. 
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of the questions asked, along with 
instructions for spot repair and 
over-all refinishing: 

Q. Does it require a 
thinner? 

A. No. There is a lacquer thinner 
formulated for use with both acry- 
lic lacquers and other type lac- 
quers. 

Q. Does it require a special un- 
dercoat? 

A. No. There is a lacquer primer 
surfacer that can be used under the 
acrylic lacquer, pyroxlin lacquer 
and enamel systems for touch up 
and repair work on passenger cars. 

Q. How many coats are re- 
quired? 

A. Three to four wet double 
coats of this acrylic lacquer are 
required. This is comparable to the 
use of non-metallic colors. 

Q. Sprayed at what air pressure 
and temperature? 

A. This should be sprayed at 
from 40 to 50 pounds air pressure 
at the gun for best results. The 
most desirable temperature is 75° 
F. However, it may be applied suc- 
cessfully at either higher or lower 
temperatures if necessary. 

Q. How long to dry compared 
with baking enamel? 

A. For touchup and repair work, 
this acrylic lacquer may be air- 
dried for four hours or force-dried 
for 15 minutes at 165° F. 

So-called baking enamels used 
in the refinish trade are actually 
air-dry enamels force-dried. They 
require from ten to 15 minutes for 
solvent evaporation prior to force- 
drying at 165° F. for 1% hours to 
be comparable to overnight air 
drying. 

Q. How much compounding is 
required? 

“A. These acrylic lacquers are 
compounded as easily and as 


special 





Fig. 3—Spraying the primer-surfacer. 
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quickly as are the pyroxlin lac- 
quers. The compounding tech- 
niques are just the same. 

Q. Is spotting difficult? 

A. No. Spotting is as easy and 
as simple with this as it is with 
the conventional pyroxlin lacquers. 

For spot repair over acrylic fol- 
low your usual routine. 

For spot repairs and panel re- 
finishing on passenger cars, from 
start to finish there are only a few 
minor changes from your usual 
routine. Here is what is involved: 

When the metal work is done 
we clean the surface with No. 3919 
“Prep-Sol” according to label di- 
rections (please note the direc- 
tions) in order to remove all traces 
of silicone waxes and polishes or 
grease (Fig. 1). 

Then use coarse sandpaper to 
cut down the edges of the broken 
spots. Then we feather the edges 
with 400 paper (Fig. 2). Any rusty 
metal (or new panels) we treat 
with metal conditioner, and then 
wash with warm water and dry 
thoroughly. 

Next the bare metal and 
feathered areas are sprayed with 
a platinum gray primer-surfacer. 
(This same platinum gray primer- 
surfacer can be used in the other 
repair systems.) We apply two or 
more medium coats instead of wet, 
heavy coats (Fig. 3). 

Let’s check the thinning of these 
undercoats. We use one part of 


Fig. 4—Force-drying the primer-surfacer. This method 
is only necessary when “promise time” is running short. 











platinum gray  primer-surfacer 
with up to two parts of the lacquer 
thinner. 

We allow each coat of the 
primer-surfacer to flash before 
applying another coat, and we let 
the last coat dry from 15 to 30 
minutes before sanding (Fig. 4). In 
the sanding operation we use 320 
paper and water (Fig. 5). 

For any puttying we use lacquer 
putty and seal it with another 
medium coat of platinum gray 
primer-surfacer . . which we 
sand out, of course. 

Now for the topcoats. The acryl- 
ic lacquers are thinned with a lac- 
quer thinner, according to label 
directions. We use one part acrylic 
to one and one half parts of thinner. 

Now you'll find that acrylic 
handles practically like enamel in 
spraying. No special trick to it. On 
an ordinary job we put on three or 
four wet double coats. Of course, 
each coat has to flash before the 
next coat goes on, and every coat 
goes a little beyond the previous 
one so that we get a blend into 
the finish around it. 

Then we spray a mist coat on 
the wet edges of the patch to 
level out any roughness from the 
overspray. 

The lacquer has to dry at least 
four hours; better yet, overnight. 
Then we compound it with rub- 
bing compound and finish off by 
polishing. 








April: Chevy Exterior Molding 


Installation of exterior body molding on the 1958 Chev- 
rolet, showing the location and method of retaining all 
body molding, will be covered next month by Ed Lowery. 




















Fig. 5—Water-sanding with No. 320 paper. 


For over-all refinishing over 
acrylic: 

Here’s something else of interest 
to you. You can apply a new 
acrylic finish for two-toning or 
for a major color change over an 
existing acrylic finish without re- 
moving the old material. Here’s 
what you do: 

Just clean the existing finish 
with No. 3919 Prep-Sol, following 
label directions. Then sand it light- 
ly with 320 paper to give the new 
coats a good grip, and apply as 
many wet double coats as neces- 
sary to hide the old color. Let each 
double coat dry until it flashes, of 
course. 

As soon as the last coat has been 
applied, we go over the whole 
surface with a smoothing mist 
coat prepared with a blend of No. 
3979 retarder and with lacquer 
thinner in accordance with label 
directions. Apply this “mist coat” 
liberally to insure high gloss and 
smooth, even flow. 

That’s all there is to it. Two- 
toning and over-all refinishing 
with acrylic over acrylic is as easy 
as spot repairing, provided you al- 
low the lacquer to flow out under 
a properly applied mist coat pre- 
pared as directed. 

New, simplified system: 

Du Pont chemists, like those of 
other well-known manufacturers, 
aided by practical automobile 
painters, have spent years perfect- 
ing and simplifying the touch-up 
and over-all refinishing acrylic 
system for your use. 


92 


In the beginning, laboratory and 
actual automo ile test results led 
these research scientists to spe- 
cify special thinners, special un- 
dercoats and special procedures to 
insure good results on touch-up 
and over-all acrylic jobs. Now, 
however, new research and new 
practical proofs have resulted in 
new and improved “all-purpose” 
products that insure low-cost, 
trouble-free jobs without extra 
product investment and applica- 
tion “headaches.”’ 

Just one word of caution: these 
research scientists and the practical 
automotive refinish experts have 
now put together a “family” of 
products—an acrylic lacquer, an 
all-purpose thinner, a primer-sur- 
facer and a specialized lacquer re- 
tarder that have been proven to 
work well together. 

If a refinisher, anxious perhaps 
to save a few pennies, or to use up 
materials on hand, should use a 
thinner, a _ primer-surfacer, or 
some other product not specified 
by his chosen manufacturer when 
using acrylic, serious future 
trouble might result. If substitu- 
tions are made, “cracking” or 
“crazing” of the finish, or customer 
comebacks due to noticeable varia- 
tion in the gloss of the job, may 
result. 

Again, follow your chosen man- 
ufacturer’s instruction most care- 
fully in using the particular acrylic 
lacquer you favor. 

How to use acrylic for the over- 
all finishing on passenger cars 


from which the old finish has been 
removed: 

Because this lacquer makes pos- 
sible new concepts of color, it is 
to be expected that some demand 
for over-all refinishing will be ex- 
perienced. To enable refinishers to 
satisfy these customers, a pro- 
cedure for complete refinishing is 
detailed here. 

Over-all finishing procedure: 

1.—After removing old finish, 
make sure all wax residue from 
paint and varnish remover is com- 
pletely cleaned off, using an 
enamel reducer. 

2.—Wet-sand the metal, using a 
metal conditioner such as Metal- 
Prep or equivalent. Then, wash 
with water, preferably hot water, 
and dry thoroughly. 

3.—Immediately prime and sur- 
face the entire body with a plat- 
inum gray primer-surfacer. Thin 
one part of the primer-surfacer 
with up to two parts of the lacquer 
thinner. Apply two or more me- 
dium coats as necessary to secure 
satisfactory build. 


Let Each Coat Flash 


Permit each coat to flash (be- 
come dull) before applying suc- 
ceeding coats. Allow final coat to 
dry at least 30 minutes before 
sanding. Best results will be ob- 
tained by sanding with 320 paper 
and water. If dry sanding is pre- 
ferred, use 360 paper. 

If imperfections still show, knife 
out with lacquer putty and allow 
to dry one to two hours. Sand 
same as_ the _ primer-surfacer. 
Then, seal sanded lacquer putty 
with one medium coat of the 
primer-surfacer and allow to dry 
30 minutes before sanding to 
smoothness. 

4.—Dust off job and tack wipe. 

5.—Apply three or four wet 
double coats of the acrylic non- 
metallic lacquer color thinned one 
part of color with one and one half 
parts of lacquer thinner in accord- 
ance with label instructions. Allow 
each double coat to flash before ap- 
plying succeeding coats. 

Use the same procedure for the 
acrylic metallic lacquer, except ap- 
ply the material somewhat drier to 
prevent mottling or dappling. 

6.—Allow to dry at least over- 
night and preferably several days 
before compounding. Hand rub or 
machine rub with a_ rubbing 
compound. Then polish by hand 
with a polish, or dry-buff with 
polishing disc or lambs wool bon- 
net. 


(Continued on page 110) 
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*,..stand by you in lean as well 


as good years” 


says GEORGE BAILEY, president of Bailey 
Auto Company, Lincoln-Mercury dealer, 
San Angelo, Texas. 


“We have been in the automobile business 25 years, 
and from the first day, we have used COMMERCIAL 
Crepit Pian. Over the years we’ve learned CoMMER- 
CIAL CrepIT will stand by you in lean as well as good 
years. They help us reach a mass market that 
creates the volume sales a dealer needs in these 


times of strenuous competition.” 


famed 
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Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete 
information on the benefits of CoMMERCIAB 
Crepir Pian. Why not do it, today? 


A service offered through subsidiaries of the 

8 Commercial Credit Company, Baltimore . . . Capital 

EDIT )PLAN and Surplus over $200,000,000 . .. offices in principal 
\ = cities of the United States and Canada. 


COMMERCIAL) 
CR 
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PACKARD OFFERS A COMPLETE LINE, 
COMPLETELY PACKAGED, 

WITH IMPORTANT EXCLUSIVE ITEMS, 
TO GIVE YOU MORE PROFIT! 


Whatever you are likely to need to meet any service requirement, you will find available in 
the Packard Cable line. Only Packard offers a complete, packaged line including T.V.R.S. 
cable, both in sets and in bulk; engine compartment cable; high and low tension cable; original 
equipment battery cables and terminals. Because Packard brings you a fully packaged and 
identified line, you get the added advantages of easy ordering, handling, and use. 


What’s more, Packard Cable is original equipment on more cars, trucks and buses than all 
other makes combined. The close cooperation between vehicle manufacturers and Packard 
Electric research and engineering staffs results in product advantages of great value to all 
users and sellers of Packard replacement cable products. 


You'll find these outstanding features make Packard Cable faster and easier to use; bring 
high acceptance, rapid turnover, and attractive profits. Available everywhere through the 


United Motors System. 
Packard Electric 
Warren, Ohio or | 


rome ame raom rare 


“Live Wire” division of General Motors 
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A dedicated angler just knows there’s fish where there’s water. Being 
of that mind, eight-year-old Steve Kinsell, looking for all the world 
like another Tom Sawyer, tries out a bamboo pole and choice bait in 
Dodge’s water-filled “Pool Promenade,” a display currently being ex- 
hibited at major automobile expositions from the Atlantic to the Pacific. 


Cutting Overhead 
(Continued from page 66) 


keeper in our organization left us 
to move to Florida with her hus- 
band, who had been transferred. 
Rather than to seek an outside re- 
placement, I transferred from my 
three-man parts department a 
young man with bookkeeping apti- 
tude to break in on her spot. And 
he’s doing a commendable job 
there, while the parts department, 
we found, could fare admirably 
with the remaining two men. I 
have therefore saved the salary of 
a good parts man by this action. 

Right here I take opportunity to 
commend my present working 
staff of 46. I have convinced my- 
self that they are undoubtedly the 
finest group to be found in West- 
ern North Carolina, or elsewhere. 

A North Carolina law limits fe- 
male working hours to 40 a week. 
Our regular working day in the 
business office, therefore, has been 
from 9 to 5 p.m. But, since our 
service shop opened at 8 and 
closed at 6, we, for years, had 
been troubled with the phone- 
answering situation during those 
two “off” hours. 

I hit upon the solution in short 
order recently by hiring two part- 
time women secretaries, both mar- 
ried housekeepers with excellent 
secretarial backgrounds. Their 
domestic schedules allow one to 
report at 8 a.m. and work through 
1 p.m., and the other from 1 p.m. 


96 


through 6 p.m. Both women have 
turned out to be such topnotch 
secretaries that they actually are 
doing the work of two full-time 
workers. And what’s more, I’m 
not shelling out for an unproduc- 
tive lunch hour in either case. 

We’ve economized drastically 
on long-distance telephone calls. 
We now require all such calls to 
be channeled through one office 
girl. Psychologically—even in my 
case—this has practically halved 
the old average of preceding years. 

It is my contention that there’s 
very little said on a long-distance 
phone call which can’t be even 
better stated in an airmail, special 
delivery letter. Therefore, we now 
keep on hand an imposing supply 
of these stamps for that specific 
purpose. 

As for those “other supplies” 
which, through the years, have 
totaled an amazing amount—and 
I refer here to such things as 
brooms, rags, mops, ad infinitum 
—we’ve reduced our monthly 
1957 average from a point be- 
tween $600 to $700 to an all-time 
low of $411. For this, we in- 
augurated a system requiring each 
man requesting such item from 
the service department to fill out 
a small mimeographed slip, bear- 
ing information on the date, the 
item, plus the cost involved (in- 
formation furnished by the parts 
department). This system was not 
original. It was recently under- 
taken by the Army to make GI’s 


price-conscious about the supplies 
handed over to them. It’s working 
for us now in the same way by re- 
ducing overhead. 

Finally, our organization has be- 
come the greatest group of “bar- 
gain shoppers” to be found any- 
where. We once ignored, for ex- 
ample, the difference in price be- 
tween a 6¢ and 3%¢ pencil used 
by our departments, usually or- 
dering the six-center with little 
evident conscience pangs. We don’t 
anymore. Bargain prices available 
through shopping techniques are 
not to be sneezed at when it comes 
to saving. 

My confidence in the future is 
not reflected in this economy 
move. I have every faith that the 
trend is shortly to head upward 
for the good of all concerned. But 
I have learned a lesson now, and a 
peculiarly valuable one. And that 
is never to complacently ignore 
unproductive surplus overhead. 

By cutting our personnel, we 
have continued to maintain sales 
efficiency, ending 1957 in third 
place for new-car sales in Bun- 
combe County. 

We are now having to dig harder 
for our business. But that is good 
for us. By sticking to such policy, 
I earnestly believe that Deal Buick, 
Inc., will maintain its reputation 
as a reliable, quality dealer in this 
community. 


41% Expect Volume Rise 
(Continued from page 69) 


dealership for 24 years at Mac- 
Clenny, Fla., chalked up a shop 
decline of 15%, attributed to “‘slow 
down in big business.” 

Shop volume was up 35% at 
Bert Brown Motors, Inc. (Ford), 
Chattanooga, Tenn., reported Serv- 
ice Manager Dick Vaughan. The 
entire year should range 15% 
above last year’s figure, he said. 


Seat Cover Body Elects 
Whaley of Richmond 


J W. WHALEY of Crawford Mfg. 
e Co., Richmond, Va., has been 
elected first vice-president of the 
Automobile Seat Cover Associa- 
tion of America, while Arthur Ful- 
mer, Jr., of Arthur Fulmer Co., 
Memphis, Tenn., has been named a 
regional vice-president. 

President is Murray Lukatch of 
Vatco Mfg. Co., Boston, Mass.; 
secretary, M. M. Gordon of Ero 
Mfg. Co., Chicago, Ill., and Vernon 
Volland of Volland Industries, 
Chicago, continues as_ treasurer 
and executive director. 
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LOOKS LIKE ORIGINAL Equipment... COO/ls far better! 
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Here’s why this air conditioner pays 


Standard Dash Model. A price leader with a profit! 
An excellent dash model comparable to other makes 
in every way except in its low price. 


Trunk Model. You get a shot at al! the business. Mark 
IV's complete line and long list of adaptor kits gives 
Mark IV distributors business that others can't even 
try for. 
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PROFITS from coast to coast 


New clear through! Long low evaporator case tucks easily under new 
low dash boards — looks built in. New, positive, wide range, tempera- 
ture control. New illuminated Monitor Beacon temperature indicator. 
New air control with six louvered outlets. New, quiet, twin squirrel cage 
blowers. 

Priced for profit. Pricing, packaging, warranty allowances all are de- 
signed to give distributors and dealers a proper profit with a minimum 
investment. 

Engineered to eliminate trouble spots. The clutch is used only to 
start or stop the unit, not to regulate temperature. The exclusive Selectrol 
system controls temperature by metering the Freon flow. Thus the jar- 
ring, off-and-on action of a cycling clutch—the source of much wear and 
service trouble — is eliminated. 

National sales and service. Factory trained service men coast to coast, 
over 500 distributors and service centers. 

National advertising. Now in the third year of coast to coast outdoor 
poster showings. And the big new medium planned for this year: six 
segments of MONITOR each summer week end over the nationwide 
NBC radio network. Plus free aids, co-op help on local advertising. 


MARK IV DIVISION 
JOHN E. MITCHELL COMPANY 


3800 Commerce Daitas, Texas 


Manufacttirerd of Aone Machinery fer Wore Than Haba Contliny 


JOHN E. MITCHELL CO., 3800 Commerce St., Dallas, Texas 


I'd like information about a Mark IV distributorship or 
dealership 


Name 





Company Name 





City State 








Type of business 
We are[] are not[ ] rated in Dun & Bradstreet 
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Coated Steels, Asbestos 
lus “Dri-Flow” Design Make 


‘ 


Aluminum-coated steel for superior heat and corrosion 
resistance. Steel is coated on both sides with molten 
aluminum by the continuous hot-dip process developed by 
Armco Steel Corporation. The aluminum-coated steel 
resists the combined effects of heat and corrosion twice as 
long as ordinary uncoated steel in automobile exhaust 
systems. Used at critical points in many AP mufflers. 





Thicker steels and more welds give AP extra strength. 
Inside and out, AP mufflers have stronger construction. 
Outer heads are up to % thicker where rust-through would 
otherwise often occur. Shells are up to 4 thicker for added 
corrosion resistance. This ruggedness explains why this 
popular model can take the weight of a 5-ton tractor with 
practically no damage to the shell. 
wa 











w “Dri-Flow” Design has dramatically increased the effective 
t life of AP mufflers. But this does not alone account for their 
1 N STA LL THE SIGN OF AP longer life. As always in the past, AP mufflers are built stronger 
AP LONGER LASTING inside and out to resist corrosion and road hazards. Here are 
MUFFLER PROFITS some of their quality construction features: 


MUFFLERS * Thicker steel outer heads—custom designed from as 


AND PIPES heavy as 18 gauge steel ‘ 


* More inner head spot welds—electrically welded to 
the shell at an average of 12 crucial spots per head 
‘Aluminum or zinc coated steels—employed, wher- 





Want more facts? Use Reader Service Card Page 141 SOUTHERN AUTOMOTIVE JOURNAL for March 1958 





iners and Thicker Steels 
P Mufflers Last Much Longer 


“DRI-FLOW” 


AP “Dri-Flow"” Design* cuts condensation. This “Dri-Flow”’ plastic shell model (No. 467) was installed on an engine 
dynamometer and the engine run at a driving speed of 25 mph. After 10 minutes, the even flow of hot gases throughout the 
muffler had dried up almost all the corrosive moisture. This shows clearly why AP “‘Dri-Flow”’ mufflers run drier, last longer! 


OLD TYPE 


Excessive condensation in old-type design after 10-minute test is shown in this plastic shell model of the earlier AP (No. 
467) design. Because of the uneven distribution of the hot exhaust gases, the cold end chambers are heavily fogged, with many 
large drops of corrosive liquid already collected. This acid-bearing water quickly eats away the inside of old-type mufflers 


Specialist program, this superb product, and national con- 
sumer advertising, you can make over $2715 extra profits per 
year on muffler installations. See your AP wholesaler today. 


ever needed, in addition to AP’s heavier gauge steels 
* Sealed, full-length asbestos liners—on many models, 
completely protected from road splash to prevent rusting 
* Air-Liner shells (AP patented)—insulate against heat ‘etdine Cetin eve? hendiin 60 Spanien AF em 
and noise leakage with full length sealed air chambers bors and is being added to ethers os rapidly os destinn a, 


AP mufflers are individually engineered to give every make and 


model of car maximum silencing without building up power- 
THE BP paARTS CORPORATION 


stealing back pressure. Design, materials and construction all 
add up to America’s longest lasting muffler. And your cus- 9-P AP Building, Toledo 1, Ohio 
tomers get AP at no extra cost. With the proved AP Muffler Exhaust Systems for Better Motoring 
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“uTlURVES! 


“SCOTCH” Brand 
Masking Tape has 
matchless s-t-r-e-t-c-h, lets you 
cover curves and contours 
with never a wrinkle. And 
“SCOTCH” Brand’s §instant- 
grab adhesive gives clean, 
sharp separations every time. 
No paint “bleed”’ or creep- 
under when you’re using this 
jiner tape. It goes on easier, 
strips off cleaner, leaves no ad- 
hesive residue. 


“ScoTcn” is a registered trademark 
of 3M Company, St. Paul 6, Minn 


Insist on genuine “SCOTCH” Brand! Look for 
the red plaid on the core to be sure you’re getting 
America’s first and finest masking tape...“‘SCOTCH”’ 
Brand. Order from your jobber today! 


3M Automotive Products 





iinnesora Miiaine AND Tanuracrurine COMPANY 
... WHERE RESEARCH IS THE KEY TO TOMORROW * 
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1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 











TREAD | ENGINE | FLUID CAPACITIES | WHEEL ALIGNMENT 





| 


No. Cylinders an 


ansmission 


Tr 
= = | (Au.) (Pts.) 


| 
| 


MAKE AND 
MODEL 


ystem 
eater) 


Camber Toe-in 
(Degrees) (in. 


+= 


vel Tank 
if 


pression Ratio 
(Gals.) 


ment (Cu. In.) 


Transmission 


ia (Qts.) 
e ‘ Tr: 
= = | (Std.) (Pts.) 


(Pts.) 





Std. Wheelbase 
Valve Arrangement 
> 
a 

Taxable H. P, 


Coolin 
(No 


BUICK Special Series 40 and | 
Century Series 60 122 |59.5 |60 | VSI | 4.125%3.4 
BUICK Super Series 50, Roadmaster | | 
70 and Limited 700 12734|59 61 | VSI | 4.125%3.4 300@4000 | 


CADILLAC Sedan 6239, Sedan De | 
Ville 6239D, Sedan 6239E, Coupe 
6237D and Conv. 6267 1293461 [61 | V8I| 423.625 | 51.2 | 310@4800 | 365 N —Hwo—s | O26 | Kw 26 


e Sevi 1294/61 (61 | V 4x3.625 | 51.2 | 335@4800 25 N 2 —i4 to —1% 0to +% Kwik 
Sedan 6039, Sedan | 
7533 and Sedan 7523 J |61 (61 y 4x3 .625 ; 310@4800 | N —4to—-1%| 0t+% Yt the 


CHEVROLET 6, Delray, Biscayne 

and Bel Alr. 117}4|58.8 |58.8 3.56x3.94 145@4200 | 235 By 164 | +44 to +1% Otol K%to% 
CHEVROLET 8, Delray, Biscayne, 

Bel Air 283 Cu. In. 11714|58.8 |58.8 3.875x3 185@4600 | +% to +1% | Otol 


CHEVROLET 8, Delray, Biscayne, 
Be! Air 348 Cu. In. 117% 4.125x3.25 250@4400 | 9.5 4/20| 164 | +%te+1% Otol 
3.875x3 230@4800 | 2 16 2.25 Otol 


3.94x3.63 | 49.7 | P 21 3.5 | 237| 21 B 
4x3.90 61.2 | Q 3 21 (3.5 | 23?! 24 B 
4x3.90 51.2 | 345@4600 21 |3.5 | 237} 24 | B 
4.30x3.70) 59.17 | 
| 4.06x3.38 | 52.7 
4.12x3.38 | 54 
4.12x3.38 | 54. 
4.12x3.38 | 54. 


3.25x4.63 


| ~ Rear Axie 


| Piston Displace- 
Standard Com- 


| F 
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CHRYSLER Windsor and Sara 
CHRYSLER New Yorker and 
CHRYSLER Imperial 


CONTINENTAL 


De SOTO Firesweep 
De SOTO Firecome 
De SOTO Firoflite 
De SOTO Adventurer 


DODGE Coronet 6 
DODGE Coronet Custom 3.60x3.80 | 43.3 
DODGE Custom Royal Sta. ; 4.06x3.38 | 52.7 
DODGE D-500 Power Pkg. 4.12x3.38 | 54.3 


EDSEL Ranger and Pacer 4.05x3.50 “52.49 303@2800 

EDSEL Corsair and Citation 4.20x3.70 | 56.45 | 345@4600 

3.62x3.6 | 3 145@4200 | 2 
145@4200 | 
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FORD 6 Custom 300 Fairlane 
FORD 6 Fairlane 500 


FORD 8 Fairlane 
FORD 8 Fairlane 500 


LINCOLN Capri Coupe, Landau 
Sedan, Premiere Coupe and 
Landau 61 V8I | 4.20x3.70| 59.17 | 345@4800 | 10.5-1 


59.4 |59 | V8I | 4.3x3.30 | 59.17 | 312@4600 | 383 /10.5-1 
59.4 |59 | V8I | 4.3x3.30 | 59.17 | 330@4800 | 383 (10.5-1 | 5 3.5 
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MERCURY Montclair - | 
| 
MERCURY Park Lane | 125 (59.4 [59 | V8I | 4.3x3.30 | 59.17 | 360@4600 
| | | | 














OLDSMOBILE Dynamic 88 122. 5/59 (81 | 4x3.689 51 265@4400 
OLDSMOBILE Super 88 122.5|59 ; 4x3.689 51 
OLDSMOBILE 98 126 .5\59 |v 4x3.689 51 


"12044|87.1 |56.1) V 275@ 4800 
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sss 
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132@3600 


118 -9 |59.7| V8I 225@4400 
118 -9 |59.7) V8I | 3: , 225@4400 
118 -9 |59.7) V8I | 4: , 7 | 305i 


| i 
PONTIAC Chieftain and Super Chief__| 122* |58.8 |59.4/ V8I | 4.06x3. 240@4500 | 
PONTIAC Star Chief and Bonneville. .| 124' |58.8 |59.4| V8I | 4.06x3. 4500 


RAMBLER American 100 (54.6 |55 | 6L | 3¥4x 90@3800 
RAMBLER 6 108 (57.75/58 | 6L ' 127@4200 
RAMBLER Rebel V8 -| 108 |57.75|5934| V8I | 3.5x3.25 , 215@4900 
RAMBLER Ambassador 117‘ |57.75 5944) V8I . .2 | 270@4700 


11634/57.2 |56.2) 6L | 3x4.38 , 101@4000 
116}4/57.2 |56.2) 6L | 3x4.38 7 101@4000 


11634/57.1 |56.1| V8I | 3.56x3.25| 40.6 | 180@4500" 

12014|57.1 |56.1| V8I | 3.56x3.63| 40.6 | 225@4500 | 2 

12014/57.1 |56.1| 6L | 3x4.38 | 21.6 | 101@4000 | 185. 

_— 56.1| V8I 3.56x3.63) 40.6 | aeneadl 289 
| | 

12014'57.1 |56.1/ V8I | 3.56x3.63! 40.6 | 275@4800 | 289 


ABBREVIATIONS _ 
1_ Station 22. '|_ Power pe | + to +1. H—Super 24, Roadmaster and Limited 25. 
nd County 4bbi. carb. in-head. 
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1_Town and 22. 4} , . i—Valve-i 3 
4—10.25-1 with fuel injection and special cam. '\_225@4500 with 4bbi. carb. 4J—6038 133” and others 149 3¢”. 
‘— Station 17. A—Power steering +34 to +4, Manual +4 to +. L—t-head, 
’_Suburban B—Power steering +34 +34, Manual +3 +%. N—None. 
“—All station wagons 122. C—Left +, right 0. NA—Not announced. 
7_Station wagon D—Powerflite 20, Torqueflite 18. P—Windsor 290 and Saratoga 310, both at 4600. 
Super Chief 124. E—Left prefer %, Right prefer 0. O—New Yorker 345@4600, 
*—Bonneville 122. F—Special 250@4400, Century 300@4600. X—Powerglide 9, Turboglide 7. 
Airpoise 0°. G—Special 9.5-1, Century 10-1. 
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GREAT NEW MoPar MERCHANDISING PACKAGES 
...10 HELP YOU SELL! 


, 


Here’s a proud, colorful new MoPar pack- 
age that brings Chrysler Corporation’s 
Forward Look right to the spot where 
you show and sell. 

It adds a salesman to your payroll if 
you'll just put it to work—displayed on 
the counter, in the window, on the floor. 
It’s a stopper any place, it says “years- 


ahead engineering” all over it, and it can 
put an important new push behind your 
over-the-counter sales. 

The time to put this bright new package 
to work is right now. Set up a display 
with one of your car care products—like 
MoPar Engine Oil Supplement—and see 
if it doesn’t build sales for you on sight. 





to all our friends selling and using MoPar products: 


You see here the newest step forward for the Forward Look. 


It’s an attractive, colorful package design, created for MoPar by 
one of the nation’s foremost industrial designers. We feel that it brings 
to the outside of the MoPar package the same years-ahead thinking 


that you expect from Chrysler Corporation on the inside. 


As the year goes along, you’ll see more and more MoPar products 


packaged in containers carrying this new design. 


And the products inside maintain the same high standards that 
make MoPar quality unquestioned. Every MoPar part and accessory is 
precision-engineered to Chrysler Corporation’s rigid original equipment 
standards, to insure operating efficiency under all driving conditions. 


We hope that you’ll make full use of new display possibilities 
created by this clean, colorful packaging design. It is another big step 
forward in building even greater public demand for our official, authentic 


Chrysler Corporation parts and accessories—MoPar. 


Te: UW oop 


PRESIDENT, MOPAR DIVISION 
CHRYSLER MOTORS CORPORATION 


PARTS AND 
PNG @ 3). 0) 4] 3 


tele. Meh sie), me ae lhs Be lelie) }muae) ite) 7 bile), | 
DETROIT 31, MICHIGAN 











1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 











ELECTRICAL TUNE-UP 





FUEL SYSTEM 





MAKE AND 
MODEL 


Spring Tension 
Max. Centrif, 
Max. Vac. 


Tappet Clearance | 


Contact Arm 
Timing Mark 
Location 
Spark Plug 
Gap (.0) 
Spark Advance 
Spark Advance 
Cap. & Ter, Grd. 
Carb. Mfgr. 
Fuel Preseure 
Intake Vaive 








| 70N 
} 70N 


70N 


21@12” 
21@12” 


21@12” 


12.5-17.5 
| 12.5-17.5 


24-28@3750 
24-28@3750 


24-28@3750 


BUICK Special Series 40 
BUICK Century Series 60 
BUICK Super 

and Limited 700 


CADILLAC Sedan 6239, Sedan De Ville 
6239D, Sedan 6239E, Coupe 6237D 
and Conv. 6267 19-23 | 

CADILLAC Conv. Biarritz 62678 
and Coupe Seville 6237S 30 19-23 
ADILLAC Sedans 6039, 7533 and 30 19-23 
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J 

w 
Www 
ry 
Www 
Crore 


w 
bs 
w 
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12.5-17.5 








15@2000 
15@2000 
15@2000 


1444@24” 
44@2" | 
| 
144@24" | 
—- 
| 
| 


| 534-634 
54-64 Au | 39°bte 


54-644 | Au Au 


39°bte 








CHEVROLET 6 Delray, Biscayne 
and Bel Air 30 19-23 | te 


30 19-23 | 4°bte 


19-23 | 4°bte 
19-23 | 4°bte 


| 53N 
53N RP 


15@15%” 53N Ca-RP 4-514 Au Au 
15@154” 53N Ca Me5ls Au* | Aus 


20-24@16” | 60N | BB-Ca 5 Au | A 
20-2410" | 60N | BB-Ca 5 Au 
20-24@16" | GON | 


BB-Ca 5 15 24 
20-24@16” 60N | Ca 5 Au _Au 


23@17.5" | 70N | Ho 7 
| 


26@3500 
28@3750 


24@4600 
28@3700 


18-22@4200 
1 i-lagai 


15@84” 
15@154” 


34%-4% | Au Au | 10%°*bte 
1244°bte 


29°42’ 
|1244"btc4 


283 Cu. In. 4-544 Au Au 
CHEVROLET Delray, Biscayne and 

Bel Air 348 Cu. In. 30 

CHEVROLET Corvette 18 29 


CHRYSLER Windsor and Saratoga 27-32 17-20 
CHRYSLER New Yorker 1 36-40 17-20 


300D 36-40 17-20 
CHRYSLER Imperial__...___ 36-40 17- 0 
CONTINENTAL 











6°bte 
6°bte 
6°bte 


11-15@2100 
18-22@4800 


26.5@4000 











27°bte 


26-28.5 17-20 | 6°bte 








17-20 6°bte 60N BB-Ca 15°bte 


27-32 
27-32 


17-20 





DODGE Coronet ng 6 

DODGE Serene Cust 

DODGE D500, Custom > tapes and 
Custom Sierra 


39+3 


| 
36-40 


17-20 
27-32 | 17-20 


17-20 





EDSEL Ranger and Pacer 
EDSEL Corsair and Citation 


26-21 5) 


26-28 5| 


17-20 
17-20 


8°bte 
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6°bte 
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MERCURY Monterey 
MERCURY Montclair 
MERCURY Park Lane 





OLDSMOBILE Dynamic 88 and 98_____ 





PACKARD Hawk 


PLYMOUTH Savoy, Plaza and 
Belvedere 6 
a + nts Plaza and 
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St-Ca 


Ca 





ann 
21@4000 


12@16” 
16@15” 


| 55N | 
65N 


D 
Ho 








28.5@6” 


Ho 


D 
E 





26.5@4000 


23@17.5” 


Ho 





24@4000 


} 


22@17” 
22@17” 
22@16” 


Ho 





22-26@4400 


18.5-21.5@16” 


70N 


RP 











19-23 


17-20 | 


27-32 


17-20 | 


4°bte 


2°bte 


10°bte 


33-38 | 


CsP 


24@2000 


16@12” 





15-19@3600 
16-20@4600¢ 


17-21@16” 
23 .5-28@ 16” 


| 50N 
| 50N 
| 50N 


St 


BB 


St 
St 6-7 


20°bte 


12°bte 
10°bte 


15°bte 


17°bte 


21°bte 
21°bte 
Au | 27°bte 
Au 34°bte 
Au 34°btc 
Au 27°bte 


Au _16*bte 
1 1°*bte 


14-18@2000 
18-22@4000 


30@4600 
30@4600 


12-16@4000 
20-24@4200 
34-38@4000 
34-38@3800 


17-20 | 8°bte CsP 
17-20 | 8°bte VD 
19-23 | 6°bte CsP 
19-23 | 6°bte CsP 


VD 
VD 
VD 
VD 


18-23@18” | 50N 
23-29@16.5” | 50N | Ca 6-7 


21.5@13” | 53N RP 54%-6% 22°bte 

21.5@13” 54-644 30°bte 
13@11” 4-514 10°bte 
23@17” 1214°bte 
25@15” 


1214°bte 
22@ 16” 1214°bte 


36-40 | 
36-40 | 


28-32 
28-32 


elvedere 
PLYMOUTH Fury 
PLYMOUTH Golden Commando 


PONTIAC Chieftain and Super Chief - - | 
PONTIAC Star Chief and Bonneville____ 


RAMBLER American 














3°bte 
5°bte 
5°bte 
5°bte 


28-35 
28-35 


19-23 
19-23 
19-23 
19-23 











17-20 VD 


VD 
VD 


VD 


18@12” 


16@12” 
16@12” 


2°bte 15°bte 


4°bte 
4°bte 


4°bte 


14@2800 


24@2400 
24@2400 


24@2400 


38-40 


28-34 
28-34 


28-34 


11°bte 
11°bte 


19-23 
19-23 


19-23 11°bte 








ABBREVIATIONS 


D—Ford or Holley. 
E—Ford or Carter. 
FW—Flywheel. 
Ho—Holley 
N—Negative. 
NA—Not announced. 


T—4°bte Std. or O. D. Trans. 
6°btc Automatic Trans. 
te—Top dead center. 
VD—Vibration damper. 
W—23°btc Std. or O. D. Trans. 
6°btc Automatic Trans. 


4—Optional camshaft( used with mechanical 
tappets), 35°btc. 

+—4bbl. 

BB—Bal. and Bal. 

btc—Before top center. 

C—16 cold. 


Int, 012, 
Exh, .018. 


*—Mechanical tappets: 


A—23-25 hot. 

Au—Automatic. 

+—20°btc special cam. 

*—With dual carbs. 20-24@4800 


with one 4bbl. carb. 


Ca—Carter. 


CsP—Crankshaft pulley. 








RP—Rochester Products. 
St—Stromberg. 


X—Windsor 8°btc. 
Saratoga 6°btc. 
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Buick Gets NASCAR Award 
For Better Brake Design 


Bip first safety award given by the National As- 
sociation for Stock Car Advancement and Re- 
search, for outstanding development in safety design 
and performance of standard American cars, went to 
Buick Motor Division for its improved brake drums 
used on 1958 models. 

The award was made by NASCAR President Bill 
France at headquarters in Daytona Beach, Fla., who 
said, “The new air-cooled aluminum brake drums in- 
troduced by Buick on its 1958 models represent a 
major step forward in automotive safety develop- 
ment. We put these brakes through as difficult a test 
as we could devise on the courses here at Daytona 
Beach and they were outstanding. 

“We drove the cars from a standstill to 60mph, 
slammed on the brakes in a ‘panic-stop,’ then drove 
on again, getting up to 60mph as quickly as possible 
so there was no chance of the brakes cooling off. The 
Buick equipped with the new finned aluminum drums 
was able to repeat this tough maneuver 176 times 
and still had safe brakes.” 

He added that cars of comparable weight of differ- 
ent manufacture were used in succession in compara- 
tive tests. Brakes faded badly and drum tempera- 
tures were higher on the other cars at the completion 
of the tests, he said. 


Protect Eyes of Employes, 
Floridian Advises Dealers 


T You would hold down on your costs under work- 
men’s compensation, maybe you should consider 
what General Manager Walter C. Mallory advised 
the members of the Florida Automobile Dealers As- 
sociation recently under the self-insured program 
which has been in effect there: 

“More than one-fourth of the injuries reported in 
one year under our FAD workmen’s compensation in- 
surance program were injuries to eyes. This repre- 
sents considerable loss to you, not only in employes’ 
time and profit to the company but reduces savings 
returned to you on your workmen’s compensation 
premium, 

“The Florida Council for the Blind, of which Mr. 
William Catlin [Jacksonville dealer] is vice-chair- 
man, have provided us with the enclosed pamphlet 
to be posted in your service department. The sug- 
gestions given in this brochure will prove very help- 
ful in reducing the high rate of eye injuries among 
automobile servicemen and mechanics.” 


Jaycee Chemical Corp. Elects 
Dundon Vice-President 


a of Walter B. Dundon, Jr., formerly as- 
sistant to the president,-as vice-president of 
Jaycee Chemical Corp., Northford, Conn., has been 
announced by Chairman of the Board Merritt D. 
Vanderbilt. 

Robert G. Reinwald continues as president, Win- 
field Roeder as treasurer and Edward J. Brennan as 
secretary. Sales over the past year have been the 
best in the company’s history, Vanderbilt said, with 
indications that this record will be doubled this year. 
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COLORFUL SIGN 
YOURS FREE! 
— HELPS DRAW IN 
NEW CUSTOMERS! 


“Big oaks from little acorns grow’ 
and Big profits from little courtesies 
grow .. . little courtesies like “Free 
Vacuuming”’. 

Pullman’s free sign lets the public 
know you’re a forward-looking dealer 
. . . that you offer extra services they 
want. Just stand this colorful sign out 
front. (We’ve advertised it in national 
magazines like LIFE!) Watch it draw 
new customers in. 


’ 





This sturdy 
enamel sign 
comes 

with your 
Pullman 
Vacmobile. 
it’s big — 
Saar ses 
it’s bright 
— red, yellow, 
and black. 
it brings 

in new 
business 
day in and 














Pullman 
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Inside-Outside Salesmen 
(Continued from page 79) 


stockmen, etc.—something to look 
forward to. They know if they do 
a good job for us that they will 
have an opportunity to do better, 
and not be stuck on the same job 
all the time. If a young man makes 
us a good man in back and knows 
how to get along with people, we’ll 
give him a chance at making 
counter sales. If he handles this 
well, he can later double on out- 
side sales, too. In fact, you might 


say that we have developed our 
own ‘on-the-job’ sales training 
program.” 

The Rawls firm attributes the 
success of the plan to “more per- 
sonal contact with our custom- 
ers.” 

“Our men soon find on their out- 
side calls that they are not calling 
on strangers,” Wilson pointed out. 
“They are calling on folks they 
have served inside our firm, 
either over the phone or in per- 
son, in the past, and they find that 
outside selling is no different 








VULCANIZE 


... that Tube or 
Tubeless Tire puncture 


--be SAFE! 
--be SURE! 


Monkey Grip ‘Sizzle Patches", 
with FILLER TABS, makes vulcaniz- 
ing easier and faster... and adds 
to tire repair profits. Vulcanize your 
repairs and you will KNOW it's 
safe! 


é 


Monkey Grip Tire and Tube Repair 
Products and Car Mats are sold 
through leading automotive job- 
bers... Write for Monkey Grip's 
full line catalog. 


"SIZZLE" 
PATCHES 


— 


Use Monkey Grip 
Clamps for fast, sure 
vulcanizing repair 
service. 


MONKEY GRIP SALES CO. 


P. O. BOX 6170 . 


Want more facts? Use Reader Service Card Page 141 


DALLAS, TEXAS 





from inside selling. 

“Our customers like the new 
plan. It shows them that we have 
more than a passing interest in 
them—that we are not mere phone 
order-takers, but actually are in- 
terested in having them keep up- 
to-date and know what we have to 
offer in the way of new merchan- 
dise and new prices, when these 
are actually new. We would never 
go back to the old way we op- 
erated now that we have had a 
good period with this new plan.” 

Each _ inside-outside salesman 
keeps his own records—a dollars- 
and-cents account from day-to-day. 
This way they know how they are 
doing—if they are improving. The 
fact that each is writing an aver- 
age of $350 dollars a day in busi- 
ness points up the success of the 
plan. 


Boating Builds Business 
(Continued from page 73) 


him happy near home. 

In our particular setup, we have 
automotive and appliance sales- 
men. The former call on the car 
dealers, garages and service sta- 
tion operators in the western 
counties of the state. Our appli- 
ance salesmen, on the other hand, 
hit the hardware and _ sporting 
goods stores. Boating supplies are 
demanded by them all. 

Interested wholesalers and deal- 
ers, as we found it necessary to do, 
may probably have to start from 
scratch and write numerous ma- 
rine supply manufacturers, indi- 
cating their interest in a distrib- 
utorship setup for their respective 
area. This kind of effort paid off 
for us in the form of franchise- 
protected territorial lines. 


Specializing Aids $250,000 


(Continued from page 76) 


the floor simultaneously. 

Frame work is handled separate- 
ly downstairs. A well-equipped 
shop includes four frame ma- 
chines and three men. 

Most of the work for the paint 
and body department comes in by 
two estimaters who do nothing 
except estimate wrecks. 

A rapid control system, handled 
through the tower, keeps constant 
tab on location of vehicles and on 
progress of repairs. Separate 
records are kept for the paint and 
body divisions. 

Keeping a tight rein on over- 
head is highly important, Allman 
said. 


SOUTHERN AUTOMOTIVE JOURNAL for March 1958 





Lincoln Division of Ford Motor Co. has begun using 
latex paint in part of its body-priming operations, 
the first automotive manufacturer to make such 
use of water-emulsion paints. Better corrosion pro- 
tection within the closed box members of the 
unitized construction body and elimination of the 
fire hazard present in dipping operations involving 
solvent-thinned materials were the principal 
reasons for the switch. Shown is a ‘58 Lincoln near- 
ly half-way through a 9,000-gallon dip tank. Dip is 
used so primer will reach all parts of unitized body. 
Reservoir of paint, located in the paint-mixing 
room, made the non-flammable paint essential. 


Private Truck Council Elects 
R. B. Rodgers President 


EW president of the Private Truck Council of 

America is R. B. Rodgers, general superintendent 
of distribution planning, supply and transportation 
department of Standard Oil Co., Chicago, IIL. 

George D. Thompson of J. P. Stevens & Co., Greens- 
boro, N. C., is Southeastern vice-president and Joseph 
Creed, American Bakers Association, Washington, D. 
C., is treasurer. Elected chairman of the board was 
Harry O. Mathews, Armour & Co., Chicago. C. S. 
Decker, The Borden Co., New York City, was named 
Eastern vice-president; Hugo Waninger, Anheuser- 
Busch, Inc., St. Louis, Mo., Central vice-president, and 
George W. Magee, Coca-Cola Bottling Co., Los An- 
geles, Calif., Western vice-president. 

Directors include John W. Black, Jr., Dixie Drive- 
It-Yourself, Birmingham, Ala.; T. A. Drescher, Milk 
Industry Foundation, Washington, D. C.; F. T. Ed- 
mondson, Campbell Taggart Associated Bakeries, 
Dallas, Texas; Oliver H. Stieber, Gaylord Container 
Corp., St. Louis, Mo., and Robert North, International 
Association of Ice Cream Manufacturers, Washington, 
pa. te 


Gamundi Heads Eaton Heater Division 


R. F. Gamundi, formerly assistant to the general 
manager of the Heater Division of Eaton Mfg. Co., 
has been promoted to general manager, Administra- 
tive Vice-President William A. Mattie announced. A 
graduate of Massachusetts Institute of Technology, 
Gamundi joined the company’s Central Research 
Division as design engineer in 1948. 
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COLORFUL HANG-TAG 
REMINDS CUSTOMER 
WHAT A GOOD JOB 
YOU DO... BRINGS 
HIM BACK AGAIN! 


A thorough job makes a happy cus- 
tomer . .. a customer who’ll tell his 
friends about your good work! — And 
Pullman gives you a bright new way to 
remind them car interior was vacuumed 

. a handsome hang-tag you slip on 
steering wheel, door-handle, or dash- 
board. Another extra service for you 
from Pullman! 


oe 
These bright red, 
black and white 
hang-tags, 
measuring a 
generous 
3%" x6", come 
Free with your 
Pullman... 
help you turn 
mew cus- 
tomers into 
regulars... 
and into 
“‘recom- 
menders”’ 
who tell 
their 
friends! 





7 rae ‘ 
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NEW! TRU-VUE MIRRORS 


An eye-revealing, eye-appealing mirror at a truly 
amazing low price. A price so low you just can't 
afford to overlook it. This new Anthes unit has 
the latest improvements in mirror design. And it 
is big, rugged. Available in many different mount- 
ing combinations for either side of cab. Be sure 
to see the new Anthes Tru-Vue Mirror before you 
buy. The Anthes Co., Fort Madison, lowa. 


FIRST LINE OF SAFETY 





flags + flares + fusees + lights + mirrors 
reflectors « fire extinguishers 
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Appointments of Les A. Thayer 
(left) and E. K. “Gene” Butler 
(right) as general sales manager 
and manager of marketing serv- 
ices, respectively, for Belden Mfg. 
Co. have been announced by Vice- 
President H. W. Clough (center). 
Both Thayer and Butler are 
veterans of 25 years or more with 
the company. 


Only One in 12 Motorists 
Uses Chemical Cleaner 


Ov~ one out of every 12 mo- 
torists used a chemical clean- 
er to protect the cooling system of 
his car or truck in 1956, according 
to figures compiled by the Chem- 
ical Specialties Manufacturers As- 
sociation. 

Basing its estimates on a survey 
conducted among major producers 
of the cooling system cleaning 
compounds, the association said 
only 4.6 million consumer-size 
units of their products were pro- 
duced in 1956—enough to treat 
eight per cent of the nation’s 60 
million passenger cars and trucks. 

During the same period, pro- 
duction of cooling system sealers 
was estimated at 26,097,547 units 
—enough to remedy potential 
radiator leakage problems in about 
43.5% of the vehicles. Whether the 
greater production of sealers indi- 
cated that motorists are unaware 
of the economy of preventive 
maintenance or are “gambling” by 
avoiding use of the cleaners only 
to find they need a chemical sealer 
to remedy minor troubles that 
might have been forestalled by 
proper cleaning was not disclosed 
in the survey. 


Winston-Salem Names Stewart 


New president of the Winston- 
Salem (N. C.) Automobile Dealers 
Association is Carl Stewart, 
Stewart Buick Co. Vice-president 
is Bob Neill of Bob Neill Pontiac 
and Odell Matthews, Odell Mat- 
thews Motors, Inc., is the secre- 
tary-treasurer. 


Greensboro Group Picks Black 


The Greensboro (N. C.) New Car 
Dealers Association has chosen 
William H. Black of Black Cadil- 
lac-Oldsmobile president. Gordon 
Vane of Clegg-King Motors, Inc., 
is vice-president and Dexter 
Howard of Greensboro Motor Co. 
is secretary-treasurer. 





Don't Service Tires Filled 
With Butane or Propane! 


fe Texas Automotive Dealers Association issued 
the following warning last month to its members: 

‘Dealers are urged to caution their tire repairmen 
against working on any tires which have been in- 
flated with butane or propane gas. This warning has 
been put out by the state headquarters of the Texas 
Butane Dealers Association, where reports have been 
received of farmers and truckers sometimes inflating 
farm tractor and truck tires with the liquefied 
petroleum rather than with air. 

“The practice is not only dangerous but is com- 
pletely illegal, according to the Liquefied Petroleum 
Gas Division of the Texas Railway Commission, 
whose inspectors have been alerted to sound warn- 
ings against the practice. 

“As a matter of safeguarding themselves against 
handling tires inflated with LP gas, repairers are 
urged to inquire of all persons who bring them farm 
tractor or truck tires for repair, whether gas has 
been used instead of air, and in cases where gas has 
been used to refuse to handle the tire. 

“Repairers are warned against releasing LP gas 
from tires so inflated. This gas, like many others, is 
flammable, and even a small quantity escaping in a 
shop where there is flame, or where motor equipment 
is operating or electric lights are burning, could cause 
a fire. A spark struck by a steel tool striking the steel 
rim of such tire also could cause an accident.” 


National Car Rental Elects 
Miller of San Antonio 


| gone W. Miller of San Antonio, Texas, was named 
president of National Car Rental System, Inc., 
at its recent annual meeting, succeeding Charlie 
Hillard of Fort Worth, who was elected to the execu- 
tive committee. 

Among regional vice-presidents chosen are: John 
C. Acker, Daytona Beach, Fla.; Shelby Bowron, 
Birmingham, Ala., and Everett Caughey, San An- 
tonio, Texas. 

Honored at the meeting for having made the great- 
est contributions to the success of the system’s “Silver 
Challenge Intra-System Reservation Program” for 
cities of 500,000 population or more was Houston, 
Texas, and for cities of less than 200,000, Corpus 
Christi. 

President Miller announced that the system’s car 
rental volume had reached an estimated $25 million 
in 1957, and he predicted a 30 to 40% increase in 1958. 


Gould-National Will Enlarge 
Memphis, Tenn., Operation 


XPANSION of its Memphis, Tenn., plant from 60,000 

to 85,000 square feet, with an addition of 20 em- 
ployes to the 100 now on payroll, has been an- 
nounced by Gould-National Batteries, Inc., St. Paul, 
Minn. 

“The expansion,” said Plant Manager William G. 
Sehnert, “‘is part of a five-year expansion plan which 
will result in the expansion of all 26 of the company’s 
plants. We have made a study of the automobile busi- 
ness, and with the increasing use of 12-volt systems, 
we are updating our equipment and plants to meet 
this demand.” 
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Buyer resistance melts in the 30 sec- 
onds you spend vacuuming their cars. 
Gives you a chance to see what cus- 
tomers need, and sell them floor mats, 
oil changes, oil filters, lube jobs, seat 
covers, carpeting, and other extras! 
Free vac job puts customer in the mood 
to buy all these high profit extras. i 


HERE’S WHAT STATION IR 
OPERATORS REPORT: 


“During bug season we vac 
grilles. It opens up sales 
of grille bug covers!” 

“Pullman helped us a 
triple our TBA 
business !”’ 

“Give ’em something 
for nothing and 
they buy more!” 

“We give them vac 
jobs instead of free 
stamps!” 

“Brings new custom- 
ers in... gives us 
more gas sales!” 

“Sales of slip covers, 
floor mats and 
brake pedal covers 
went up!” 

“I consider our Pull- 
man Vacmobile 
essential equip- 
ment!” 


Pullman 


VACMOBILE 


PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST. BOSTON 15, MASS. 
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Write for Catalog 


EIS AUTOMOTIVE 


Want more facts? Use Reader Service Card Page 141 


- There’s no room for penny-pinching when it comes to brake work! 


in the and lose o customer forever by combining 
cher ladle sie with an unknown, off-brand, sub-standard 
brake fluid! j 


Super “50” Heavy-Duty Brake Fluid ie o few pennies more, 
re it’s etl itl Use EIS Brake Fluid with EIS Brake Parts to 
insure a lasting job and a satisfied customer. Don’t use a brake 
fluid that just barely covers the requirements in States that have 
brake fluid laws! EIS Super “50 EXCEEDS SAE Heavy-Duty 
Specification 70R1! 


Yes — it’s a perfect “marriage” when you combine EIS Brake Parts 


with EIS Brake Fluid; THEY’RE MADE FOR EACH OTHER! 


CAR MANUFACTURERS USE SAE HEAVY-DUTY BRAKE FLUID 
BECAUSE NOTHING ELSE WILL DO! DON’T TAKE A CHANCE! 


THE Comprehensive BRAKE PARTS LINE 


omen a4 MIDDLETOWN, CONN 





This is a scene from NASCAR's 
ninth annual victory dinner Feb. 
19 at the Princess Issena Hotel in 
Daytona Beach, Fla. At the speak- 
er’s table were (Il. to r.): Pat Pur- 
cell, NASCAR executive manager; 
Bill France, president of NASCAR; 
Ed Otto, vice-president; Louis 
Ossinsky, Sr., vice-president and 
general counsel; “Cannonball” 
Baker, national stock car racing 
commissioner, and John Naughton, 
prominent businessman. The din- 
ner featured the annual presenta- 
tion of awards and trophies to 
NASCAR champions. 


Acrylic Refinishing 
(Continued from page 92) 


The painter may detect some 
loss of original brilliance due to 
shrinkage if finish is not thorough- 
ly dry prior to compounding and 
polishing. If such after-shrinkage 
occurs, the original brilliance can 
be permanently restored by a light 
rebuffing after two weeks or more 
of aging. 


Inter-Industry Committee 
Adds Three Members 


_ appointments to the na- 
tional Inter-Industry Highway 
Safety Committee have been an- 
nounced by H. D. Tompkins, chair- 
man, who is vice-president of The 
Firestone Tire & Rubber Co., Ak- 
ron, O. 

They are Birkett L. Williams, 
first vice-president of the National 
Automobile Dealers Association 
and a Ford dealer in Cleveland, 
O.; Ernest B. Martin, first vice- 
president of the National Tire 
Dealers and Retreaders Associa- 
tion and a Fisk tire dealer in 
Jacksonville, Fla., and Charles F. 
Moore, Jr., vice-president of pub- 
lic relations and advertising for 
Ford Motor Co. 

Also a member is NTDRA 
President L. E. Stone, a Firestone 
dealer in Fort Smith, Ark. 


Wilmington Elects Sutton 


Ivey Sutton of Sutton Pontiac 
Co. is the new president of the 
Wilmington (N. C.) New Car and 
Truck Dealers Association. Other 
officers are John Brennan, Threatt 
Motors, vice-president, and P. R. 
Smith, Cape Fear Motor Sales, 
secretary-treasurer. Directors are 
J. Fred Rippy, Jr., Coastal Motor 
Co.; W. A. Raney, Raney Chevro- 
let Co., and W. P. Sutton, Sutton 
Pontiac Co. 
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Tampa Battery Company Buys 
Plant at Columbus, Ga. 


ONTRACT Battery Mfg. Co., Tampa, Fla., reportedly 

the largest independent battery manufacturer in 
the South, has purchased a second plant as the firm 
acquired the manufacturing facilities of the Excello 
Battery Co., Columbus, Ga. 

John Kossow, general manager, and Ralph R. 
Cherington, treasurer, said the step was taken to con- 
tinue the firm’s progress in expanding over the 
Southern part of the country. This new location will 
have a capacity up to 250,000 batteries annually, the 
same as the Tampa plant. 

Contract Battery will build private brand batteries 
for independent battery companies and distributors. 
Officials of the company said the Columbus plant 
would be up to normal production within four 
months. 

Contract first began operation in late 1951, pur- 
chasing the manufacturing facilities of Yocam Bat- 
teries, Inc., Tampa. 


Dodge Message Goes to School 
Via Chalmette, La., Dealer 


Mess Dodge, Chalmette, La., sends its sales mes- 
sage to school by way of 10,000 walking bill- 
boards. 

The enterprising dealer has supplied the area’s 
school children with book covers which not only 
carry a Dodge sales message but promote traffic safe- 
ty and provide space for book titles, school schedules 
and other useful information. 

The covers are of heavy paper stock, ruled so they 
will fit any size school book. The front side pictures 
the 58 Dodge and carries dealer identification. Illus- 
trations on the fold-over sides teach children how to 
walk in traffic and obedience to safety patrol mem- 
bers and police officers. 


Ford Moves Jones to New Orleans 


Appointment of Richard D. Jones as assistant sales 
manager for the New Orleans, La., district of Ford 
Motor Co.’s Ford Division has been announced by J. 
M. Murphy, district sales manager. Jones is a native 
of Oklahoma City, Okla., and for the past three years 
has held staff positions in the Southwestern regional 
sales office in Dallas, Texas. 


Dodge Promotes John Naughton 


John B. Naughton has been promoted to assistant 
vice-president of sales for Dodge Division of Chrysler 
Corp., according to Sales Vice-President Lee F. Des- 
mond. Joining the sales staff of the division in May 
1955, Naughton was named assistant sales manager 
in the fall of that year. The following year he was ap- 
pointed general truck sales manager. 


English Heads High Point Dealers 


New president of the High Point (N. C.) Automobile 
Dealers Association is T. R. English of English Motor 
Co., Inc. L. R. McMahan of Southern Motors, Inc., is 
vice-president and Kermit B. Sloop of Sloop Auto 
Service is secretary-treasurer. 
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PULLMAN 


VACMOBILE 
EASY FAST 
CONVENIENT! 


THE ONLY VACUUM CLEANER DE- 
SIGNED ESPECIALLY FOR SERVICE 
STATIONS! 


Exclusive Pullman Features: Pat- 
ented Accordion Hose of tough neoprene 
stretches to seat and trunk without mov- 
ing vac... not damaged by oil or if 
run over by cars e Big wheel mobil- 
ity ... glides over sills, up ramps, down 
steps with ease ... coaster brakes 
e Converts to blower in seconds e Fully 
equipped at no extra cost. 





Use the 30 seconds it takes to vac a car to sell 
high profit TBA items! Vac the trunk... see 
if the guy needs tools or a new tire. 

Vac the inside...see if he 

needs new floor mats. 

The profit potential is endless 


Pullman 
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Will Payne of Oklahoma 
Seek Governorship? 


ae Senator Tom Payne, who 
is executive secretary of the 
Automotive Wholesalers of Okla- 
homa, is being subjected to per- 
sistent pressure to be a candidate 
for Democratic nomination for 
governor of Oklahoma. 

If Payne should seek and win 
the nomination, his election would 
be almost a certainty in over- 
whelmingly Democratic Okla- 
homa. 


Payne said during the associa- 
tion convention last month that he 
has no announcement to make as 
yet concerning his intentions. He 
admitted that pressure to be a 
candidate is being brought to bear 
by rank-and-file voters and by 
members of the association. He 
said he would decide at the proper 
time. 

This pressure obviously is a re- 
sult of the highly favorable per- 
sonal publicity received by Payne 
following his “defeat” in the 
Democratic primary of the sum- 





the BIG* things that 
happen in filters 


JISCARDIT” LEAKPROOF 
ELEMENT WITH THE - 
Feritium ANODE! 


MICRALYTIC” FLAME- 
PROOF ELEMENT FOR 
ZARBURETORS! 


FILTER TIP! 

“AVOID LEAKS! When replac- 
ing “Discardit,” be sure base 
plate is tight against engine 


block!” 


Write for Catalog 


LEE FILTER CORP., North Arlington, N. J 


THE COMPLETE LINE OF 


Feridium ANODE 
FULL-FLOW MICRON 
ELEMENTS! 
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Oil, AIR, FUEL AND COOLING SYSTEM FILTERS 
Nationally Advertised in Leading Trade and Consumer Magazines 


“Feridium,” “Discardit” and “Mi 





" are the Regi d Trade Marks of Lee Filter Corp. 





Tom Payne 


mer of 1956. 

Then a member of the state 
house of representatives, Payne 
ran for nomination as state sen- 
ator against the incumbent, John 
Russell. When the votes were first 
counted, Payne won, until the 
tally progressed into 700 absentee 
ballots. Of these, Payne got only 
a fraction, and lost. 

He contested. There followed a 
grand jury investigation and ac- 
tion in a number of courts, all of 
which required nine months. 
Finally, the state senate itself, 
considering all the evidence, seated 
Payne by unanimous vote. 

During this electoral scandal 
that rocked Oklahoma for nine 
months, Payne kept still and let 
the publicity speak for him. It was 
all favorable. 


Associates’ Earnings Hit 
New High in 1957 


ECORD high earnings of $20,- 
531,453 in 1957, representing a 
gain of $1,023,157 over the previ- 
ous year, have been announced by 
Associates Investment Co.’s chair- 
man of the board, Robert L. Oare. 
Consolidated net income after 
payment of preferred dividends 
equalled $6.11 per share of the $10 
par value common stock outstand- 
ing, compared with $5.93 per share 
in 1956. 

“The volume of finance business 
amounting to $1,681,865,716 
reached a new peak, surpassing the 
previous record of $1,560,672,229 
established in 1955,” Oare said. 
“The improvement was possible 
through an expansion of activities 
into new operating territories and 
a continuing development of new 
business throughout the entire 
branch system. Retail automobile 
installment financing held up well 
in spite of a rather sharp drop in 
automobile sales in the last quarter 
of the year.” 
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Ford Topped $5 Billion in ‘57 
For Highest Sales in History 


ALES of Ford Motor Co. in 1957 amounted to 

$5,771,300,000, 24.2% greater than in 1956 and 
highest in the company’s history, according to Presi- 
dent Henry Ford II. 

The company’s net income last year was $282,- 
800,000, 19.5% above the 1956 level, but below that 
of 1955. Per share earnings amounted to $5.20 com- 
pared with $4.38 in 1956. As a percentage of sales, net 
income was down to 4.9% in 1957 from 5.1% in 1956. 

Factory sales of cars and trucks last year totaled 
2,224,205 units, second to the record year of 1955, and 
representing 30.9% of the industry’s factory sales of 
passenger cars and trucks in 1957. ; 

The company spent $376,400,000 for expansion, 
modernization and replacement of facilities (exclud- 
ing special tools) in 1957. Total assets at Dec. 31, 1957, 
were $3,114,500,000, an increase of $321,900,000 over 
year-end 1956. Net worth at Dec. 31, 1957, was 
$2,149,500,000 or $162,000,000 above the year-end 
figure for 1956. 


Dodge Will Add Six-Cylinder 
Model in Two-Door Hardtop 


SS pa is offering an additional six-cylinder model, 
a Coronet two-door Lancer hardtop, according to 
Vice-President L. F. Desmond. 

The model will be offered only with the Powerflite, 
pushbutton automatic transmission, indicating the 
manufacturer’s recognition of the steadily declining 
interest in the standard-type transmission. 

“Our Dodge dealers have found a good market for 
their ‘Get-Away’ Six models,” Desmond said. “The 
people who purchase the six-cylinder models seem 
to have a primary interest in economy. They prefer 
the lower initial cost and the operating economy of 
the time-proved, L-head ‘Six’ design.” 


Nashville Dealers Elect Jim Reed 


Jim Reed III of Jim Reed Chevrolet Co. is the new 
president of the Nashville (Tenn.) Automobile Trade 
Association. J. Pickslay Cheek of Cumberland Motor 
Co. (Dodge-Plymouth) was elected vice-president and 
Eugene Frazer of Frazer Motor Co. (Chrysler-Plym- 
outh) was renamed treasurer. These directors were 
also elected: Ernie Boyte of Oak Motors (Ford), R. L. 
Parnell of R. L. Parnell Co. (De Soto-Plymouth), 
Ralph Nichols of Ralph Nichols Co. (Cadillac-Olds- 
mobile), C. W. Shackelford of Shackelford Buick Co. 
and W. H. Gourley of Capitol Chevrolet Co. 


Winter Haven Picks Mike Trabulsy 


Mike Trabulsy of Mike’s Buick Co. has been elected 
president of the Winter Haven (Fla.) Automobile 
Dealers Association. Charles Paulk of Paulk Motor 
Co., Inc. (Lincoln-Mercury), is the new secretary- 
treasurer. 


Warner-Patterson Headquarters Moved 


Warner-Patterson Co. of Chicago, which will soon 
celebrate its 40th anniversary, has moved to more 
spacious quarters at 600 South Michigan, President 
J. H. Cattell announced. 
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You pay $12 a month for 12 months 
... Just $144 complete... and what 
a difference it makes to your prof- 
its! It takes just 30 seconds to clean 
a car with the Pullman Vacmobile 
. . . and only 30 seconds to sell a 
high profit lube job, a new tire, an 
oil change! Put the Pullman Vac- 
mobile to work for you now. . 
making new profits! 


FREE 


WITH YOUR VAC 


@ Tough neoprene accordion hose 


e@ Crevice Tool @ Upholstery Tool 


e Patented Never-Clog Filter 
e@ Supply of hang-tags 


ested fel -118 3 


PULLMAN VACUUM CLEANER CORP. 
25 BUICK ST. BOSTON 15, MASS. 





Guided Car Test at GM 
Hints of Future Travel 


N AUTOMATICALLY guided auto- 

mobile steered by an electrical 
cable along a one-mile check road 
at General Motors Technical Cen- 
ter at Warren, Mich., has indi- 
cated the possibility of a built-in 
guidance system for tomorrow’s 
highways. 

The first demonstration of its 
kind with a full-size passenger car 
was made with a 1958 Chevrolet 
guided by a combined electronic 


computer and servo system which 
takes over human steering control 
by following a magnetic path pro- 
duced by low-frequency power in 
the highway cable. 

The car rolled along the two- 
lane check road and negotiated 
the banked turn-around loops at 
either end without the driver’s 
hands on the steering wheel. To 
turn off the road or pass another 
vehicle, the driver merely touched 
a switch on the steering gear 
which cut back into the manual 
steering system. 





Shurhit 


Fo 
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INC. 





Honored as Lansing, Mich.’s, lead- 
ing citizen of 1957 for his con- 
tributions to community leader- 
ship, Jack F. Wolfram, general 
manager of Oldsmobile Division 
and vice-president of General 
Motors, has been presented the 
community service award of the 
chamber of commerce of Greater 
Lansing. The presentation, made 
through a closed-circuit television 
arrangement by former Chamber 
of Commerce President W. J. 
Porter, Jr., in Minneapolis, was 
witnessed by 700 persons attend- 
ing the chamber’s annual dinner 
in the Lansing Civic Center. 


Lawrence R. Hafstad, 
vice-president in charge of GM 
Research Staff, “This is a ‘bread- 
board job’—something put to- 
gether to test the idea of electro- 
magnetic vehicle guidance. It is 
the hardware phase of a system 
demonstrated in model form in 
1953 by RCA. 

“Our particular system,” he 
added, “is still in the research 
stage and as yet is limited to 
steering control. We think of it as 
the first ‘building block’ in what 
may become a more sophisticated 
system for controlling vehicle 
spacing, detecting location of cars 
or giving the driver signals for 
throttle and brake control.” 


Said Dr. 


Prince Leads South Carolinians 


New president of the Horry 
County (S. C.) Dealers Association 
is J. B. Prince, Prince Chevrolet, 
Loris. Vice-president is P. L. 
Pinson, Pinson Buick Co., Myrtle 
Beach, and P. D. Inabnit, Hyman’s 
Inc., Conway, is the secretary- 
treasurer. 


Acme Moves in Hackensack 


Acme Air Appliance Co., Inc., 
has moved to new and larger 
quarters at 205 Newman St., Hack- 
ensack, N. J., with all operations 
under one roof. 
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Pontiac Markets Floor-Mounted, 
Air-Conditioning Equipment 


N AIR-CONDITIONING unit that operates on inside 
recirculating air at all times and is mounted on 
the floor of car in the center of the front compart- 
ment is being marketed by Pontiac Motor Division. 

The “Cool-Pack” weighs 100 pounds and measures 
16” wide, 8.5” high and 13.25” long. It will be avail- 
able only from Pontiac dealers and can be installed 
in about four hours. 

Unit has four discharge outlets—two on the 
evaporator case facing the passengers and a smaller 
outlet on each side of the case. It carries a five- 
cylinder, axial-type Frigidaire compressor equipped 
with a magnetic clutch. When blower is running on 
“Hi” position (about 3,600rpm), it will move all the 
air in the car through the cooling coils twice each 
minute, according to the company. 


Danger Lurks Three-Fold at Night, 
Mitchell of GM Tells Georgians 


ey" Is three times as dangerous to drive at night as 
during the day.” 

So said Louis A. Mitchell, Jr., of General Motors in 
an address explaining GM’s “Aim to Live” campaign 
before a meeting of traffic experts, safety leaders and 
civic officials in Atlanta, Ga., last month. “In Georgia 
alone,” he said, “we could save 355 lives by making 
night driving as safe as day driving.” 

Fifteen thousand lives could be spared each year 
on the nation’s highways if the night-driving accident 
rate could be cut to the daytime average, he said. 

Pointing out that more than half the cars on the 
road today have poorly aimed headlights, he said the 
average motorist doesn’t realize that headlights need 
adjusting just like other parts of a car. Normal road 
shock and traffic bumps in everyday driving cause 
maladjustment and resulting poor vision, he said. 


Johns-Manville Consolidates 
Friction Material Setup 


Ca of Johns-Manville Corp.’s friction 
material activities under a central management, 
with district sales offices established in key points in 
the United States, has been announced by General 
Sales Manager E. H. Wells. 

Offices located in Atlanta, Ga., will serve Southern 
needs, and in St. Louis, the midwestern territory. A 
special district office will be established in Detroit to 
serve automotive equipment requirements. Each loca- 
tion will be headed by a district sales manager with 
wide experience in the automotive and allied fields. 

In effect, the move will consolidate the manufac- 
ture and distribution of the company’s friction ma- 
terials, heretofore distributed nationally on a general 
basis with other industrial products. 


Chevy Turns out 9,000,000th Truck 


Chevrolet turned out its 9,000,000th truck last 
month. Nearly 40% of the total are still in use on the 
nation’s highways, according to H. P. Sattler, assistant 
general sales manager in charge of trucks. “About 
half of the 9,000,000 have been built since World War 
II, though we started building trucks back in 1918,” 
he added. 
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Cut coupon out along dotted line, check 
what you want, fill in your name and 
address and mail to Pullman. Act today 


ID 


hn sec 


O 


Your name 


Street No. 


City 


. start your profits rolling in! 


Free TBA Booklet 

Describes 25 different ways to increase 
sales of TBA items and other top money 
makers. 


Free Catalog Sheet 
Full particulars on how to operate the 
Pullman Vacmobile, and its benefits. 


Sample Hang-Tags 
Colorful tags show customers what a thor- 
ough service job you do. 


Pullman sign in- 


Explanation of how i 
service 


creased sales up to 400° for 
stations now using it. 


Free Demonstration 

Shows you how easy it is to operate the 
Pullman Vacmobile ... how easy it is to 
bring customers back and increase sales. 


Folder “How to make sales all over the 
mt.” 











PULLMAN 


Vacuum Cleaner Corp. 


25 Buick Street, Boston 15, Mass. Dept.. 


Pul man 
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Readers are invited to contribute to— SHOP TALK. 





TAKE A BOW, JIM AYERS! 


There’s nothing, surely, quite 
like knowing you’re a success. If 
James <A. Ayers, the affable 
Cadillac-Oldsmobile dealer at 
Chattanooga, Tenn., doesn’t think 
he’s a success as a father, then he 
should be examined, ’cause here’s 
what David P. “Doc” Whelchel, 


executive vice-president of the 
Tennessee Automotive Association, 
said in a recent bulletin about the 
former president of TAA and ex- 
secretary of the National Automo- 
bile Dealers Association: 

Several weeks ago Betty Sue 
Ayers, daughter of Mr. and Mrs. 
J. A. Ayers of Chattanooga, wrote 
an essay as a class assignment in 





You can’t beat AMMCO 
facts and figures! 


TREMENDOUS 
2%” HARDENED AND 
GROUND SELF-LUBRICATED 
for maximum ri- 


EXCLUSIVE 
double taper arbors. No 


sticking — no pounding. SPINDLE 


gidity. 


EXCLUSIVE 


quick-change Boring Bar 
Clamp. Cross Feed Support 
a rigid 3” diameter. 


EXCLUSIVE 


hexagonal Boring Bar. 
Only fits the right way. 


Want more facts? Use Reader Service Card Page 141 


EXCLUSIVE 


Protective Boots enclose 
Spindle, Cross Slide, and 
lead Screw against chips 
and dirt. 


EXCLUSIVE 


INFIMATIC* FEED allows 
feeds anywhere from .002” 
te . ". Permanently 
lubricated. *T.M. 


WEIGHT 


335 pounds NET (less 
Cabinet and Grinder) for 
vibrationiess accuracy, 
perfect finish, and rugged 
long life. 





A column of informal 

comments about the 

automotive trade and 
its problems. 





the Chattanooga .High School, 
where she is a senior. The teacher 
was so impressed that she con- 
tacted Mrs. Ayers about the es- 
say, although Betty Sue had made 
no mention of it to her parents. 
After a diligent search, the essay 
was found and is being repro- 


A successful father 


duced as a wonderful tribute of a 
daughter to her dad, with the 
thought that our members might 
be interested and impressed by it. 
Following is Betty Sue’s essay on 
her dad: 

“Contrary to the much-stated 
phrase, ‘I want a girl just like the 
girl that married dear ole dad,’ I 
want a man just like the man that 
married dear ole Mom. My daddy 
is my favorite personality. He isn’t 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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Like a weld in steel... 

Wagner Lockheed 
EXCHANGE BRAKE SHOES 

are properly bonded to hold lining to shoe 


The Wagner method of applying lining to shoes makes sure that 
the two are properly bonded—holding the lining to the shoe as 
securely as the weld in fabricated steel. 


When you exchange shoes, you take full advantage of our mass 
production facilities—the slow, tedious delining and relining is done 
for you. You save time on every job...speed turnover... and 
gain time for other profitable work. 

Wagner supplies you with clean, inspected, completely recondi- 
tioned shoes equipped with the right premium quality lining to 
insure customer ‘satisfaction—and the price enables you to make 
a substantial profit. 


WAGNER EXCHANGE BRAKE SHOES have lining “bonded-on” or 


“riveted-on” according to highest factory standards. Sets are avail- 
able for all cars and some light trucks with both standard and 
oversize lining thicknesses. 

COMPLETE WAGNER LINE includes Lockheed Brake Parts, Fluid, 
and Lining for all vehicles. Brake Lining comes in rolls, sets, blocks 
and slabs. Exchange Shoes come in “WEB” SETS bonded with 
CoMaxX Lining, and “WB” SETS bonded with “WP” Lining. For 
details, consult nearest supplier of Wagner Lockheed Products, or 
send for a FREE copy of Catalog BU-579. 


- 7 
Wagner Electric G@rporation 
6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U.S. end in Coneda) 


Waener Lockheed 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING « AIR HORNS + AIR 
BRAKES « TACHOGRAPHS « ELECTRIC MOTORS « TRANSFORMERS « INDUSTRIAL BRAKES 


SOUTHERN AUTOMOTIVE JOURNAL for March 1958 


Want more facts? Use Reader Service Card Page 141 





like most fathers, but I like to be 
different anyhow. Daddy is not in 
the least bit sentimental; he can’t 
be dragged to a movie, and any- 
one can tell you he plays roughly. 
He isn’t likely to want to see again 
someone who can’t take his kid- 
ding. 

“Daddy’s hobby is the outdoors. 
During hunting season he’s hunt- 
ing; during fishing season he’s 
fishing; during field-trial season 
he’s running his dogs; and when 
nothing is in season, he’s shooting 
crows. The house often shudders 


under the harsh tones of his duck 
horn as it quacks up from the 
basement. His pride and joy is his 
lemon and_ white, short-tailed 
pointer, Ladrick. Many’s the time 
I’ve heard daddy (he doesn’t know 
it) sweetly talking to Lad and call- 
ing him ‘son.’ 

“TI admire daddy for his achieve- 
ment in the business world. He 
worked his way through part of 
high-school and college and got his 
start in business during the de- 
pression. I admire him all the more 
because I know he did not further 





THE BEST NOW 
BETTER THAN EVER 


COYNUS 


3-STAR TI REMAN 





Latest engineering advancements place the new 3-Star 
Model way ahead of all other tire changers. It’s actually 


designed to cut tire-changing time in half! 


Desiqued for Ease and Speed 


NEW CAM-ACTION BEAD LOQSENER gives 50% more leverage 
and 30% more lift. All beads loosened with ease and without 
damage. Handles 12 to 21-inch tires, tubeless or conventional. 


NEW SCREW-TYPE HOLD-DOWN locks and unlocks 
yew a twist of the wrist. Most trouble-free hold- 
down ever devised. 
NEW TAKE-OFF AND PUT-ON TOOLS with 
+) Polished rollers—proved best for years. 
New combination tool included as 
extra bonus. : 


Austher Extra! 


New streamlined stand embodies latest engineering 


improvements. Extra heavy-duty for years of rugged use. 


GENERAL OFFICES: 12 DEPOT SQUARE 
MIDWEST OFFICES: 250 EAST DELAWARE 
WESTERN DIVISION OFFICES: 3453 Cahuenga Blvd. 
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WRITE 
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ENGLEWOOD, NEW JERSEY 
CHICAGO, ILLINOIS 
- Los Angeles 28, Calif. 





himself by obsequiousness, since 
he is extremely frank and also 
very honest. 

“Daddy never offers much praise 
by word of mouth, but if you 
know him well enough, you know 
that he really appreciates things. 
If he is proud of me for some 
reason, he’ll almost never tell me, 
but he might cautiously mention 
it to someone else who will tell 
me later. I usually hear many nice 
things he says about me from 
someone who works at his busi- 
ness. 

“Daddy is a playful person, al- 
though he can get a little too rough 
at times. If I bring a girl home 
with me, he’ll probably chase her 
around the house a couple of times, 
tackle her in the middle of the 
living-room floor, and mess up her 
hairdo. The funny thing about his 
‘playfulness’ is that everybody 
loves it, and all my friends began 
to call daddy ‘Buck’ and joke 
around with him as if he were a 
teenager. I might add that he loves 
it. 

“Well, that’s my daddy—a sport, 
a friend and a generally good guy. 
Just don’t step on his toes, and 
you'll have the best friend or 
daddy anyone could have.” 

And what the daughter didn’t 
tell is that Jim Ayers has a swell 
singing voice and used to do an 
excellent job with a well-known 
vaudeville company. 


NOT THE END 


The exile of one Russian dog in- 
to outer space, which presumably 
is colder and even less habitable 
than Siberia, is not the beginning 
of the end of the world. 

So said Gulf Oil Corp. in an- 
nouncing a $564 million expansion 
and improvements program in 
1958, which will represent the 
largest capital outlay in the com- 
pany’s history. 

Adding that the corporation does 
not share the gloom into which 
Sputnik launchings and _ other 
events of 1957 seem to have 
plunged a large portion of the 
country, the announcement said the 
$564 million figure does not in- 
clude $128 million which will be 
spent for geophysical exploration 
and wildcat drilling. Of the latter 
figure, nearly three-fourths will be 
spent in the United States. 

Although Gulf intends to con- 
tinue expanding its exploratory 
operations in many parts of the 
world, all but a minor fraction of 
the total anticipated capital outlay 
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from Automotive News — 





‘..-. Boost Profits by Purchasing 
New Tools and Equipment 
on a Time Payment Basis... 


. “dealers noted for their profitable shop operation 
claim that both the better workman and customers 
gravitate to the shop that is best equipped.”’ 
Automotive News, Sept. 16, 1957 





This article in Automotive News says you can boost profits 
with new tools and equipment purchased on a time payment 
basis. Snap-on says, “We can serve you on both counts.” 
First, Snap-on provides the most complete line of top-quality 
wrenches, mechanics’ hand tools and shop equipment in the 
industry — automatic transmission tools, valve refacers, elec- 
MT-615 Anal-O-Seope engine enclyzer trical testing equipment, electronic engine analyzer, wheel 
$70.00 down, $14.42 a week aligning equipment, to mention a few. 


Second, Snap-on makes it easy for you to pay while you 
earn, through Snap-on’s popular, easy time payment plan. 








— In addition, Snap-on gives you another big plus — con- 
2033-WA-S =, — venient, regular, personalized service from your Snap-on man. 
Wheel alignment set Be, AteEtELte | He knows tools, and he’s right there to deliver, demonstrate 


ry a —_—— ya and stand behind the tools and equipment he sells. 
.27 a wee 4 [ , 


: Now is the time to gear for big-profit repair business. It’s 
\ there for the shop that can handle it. See your Snap-on man 
for the latest and finest in money-making tools and equipment. 


All prices subject to change without notice 











AUTOMATIC TRANSMISS! 
WORK ONLY. 


Automotive 
tune-up set see Ask about Whitworth 


$33.45 down, ae and Metric tools for ser- 
$6.87 a week q vicing foreign cars. 


2029-AT-S Automatic transmission tools 
$11.40 down, $3.09 a week 
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is earmarked for expenditure in 
the Western Hemisphere, the an- 
nouncement said. 


FLIPPED HER LID 


Evidence seems to indicate that 
the erstwhile Sunny South has 
been elected to usher in the next 
Ice Age, what with the winter 
season last month featuring noth- 
ing but frigid winds, frozen earth 
and frozen trunk lids. 

Yep, that’s what we said—frozen 
trunk lids, as Miss Mary “Tillie” 
Chaffin of Atlanta, Ga., knows. 
Miss Chaffin, a secretary for W. R. 
C. Smith Publishing Co., publish- 
ers of SOUTHERN AUTOMOTIVE 
JOURNAL, on a recent subnormal 
morning unlocked and sought to 
raise the trunk of her 1958 two- 
door Delray model Chevrolet, only 
to find she couldn’t budge the lid. 
It was frozen fast. 

Dismissing the matter, she drove 
the car to work and parked it in a 
nearby parking lot. Later in the 
day, wishing to change her park- 
ing spot, she described her car to 
the parking lot attendant: “It’s a 
light green, 1958 two-door Chev- 


rolet—” 

“Oh, yes, ma’am,” said the at- 
tendant. “That must be the one up 
there with the trunk lid up.” 

It was. 

Rising temperatures had caused 
the trunk lid to rise also! 


PHIL'S TAKING IT EASY 


Wondering what’s happened to 
Philip G. Rozelle, who for years 
was public relations director for 
General Motors in the Southeast, 
with Atlanta headquarters? 

Don’t feel sorry for him. He’s 
not exactly suffering, as evidenced 
by this letter to friends last month: 

“Presently we are living in Min- 
neapolis, but I hope to migrate to 
a better clime before too long. We 
(his bride and he) spent some time 
in Arizona last year and liked it 
very much. That may be the place 
(for eventual retirement). 

“We do have a lot of winter 
sports up here, such as skiing, 
skating, hockey, ice boating, fish- 
ing through the ice, etc. I think 
you can understand that the last- 
named is more my speed than the 
first. Personally I’ll take the Deep 


South, the deeper the better. 
“However, we plan to break it 
up a little bit with a Caribbean 
cruise the first of February and by 
the time we get back this part of 
the country will be beautiful.” 


CONCERNING SOUTH'S CARS 


Winchester, Va. 
Gentlemen: 

Sometime ago one of your edi- 
tions carried an article concern- 
ing cars which had been manufac- 
tured in the South. The article was 
entitled “The South Could Have 
Been Little Detroit” or something 
similar. A photograph of a Nor- 
walk underslung car was included. 

The Norwalk was manufactured 
in Martinsburg, W. Va., and I used 
to work for them. Also the first 
fire truck purchased by the city of 
Martinsburg was a Norwalk. 

The article was very interesting 
to me and I kept it for future ref- 
erence. However, it seems now to 
have been misplaced and I would 
like to have a copy. 

E. EARL SHADE, 
President, 
Shade Equipment Co., Inc. 





Model RI-218 
Custom 21 
Threewheel 


Model R2 
18" & 21" 


Self Propelied 24'' 
Recoil Starter 


Fingertip Control 


Model D3-20 
20" 


Model SL2A 


ees ae 16” & 18” 


© Priced to Zoom Your Profits 
@ Complete, Streamlined Family — 
@ Rugged, but Smooth Handling 


Riding Rotary 
Model RR-248 
24"' 


@ Liberal Ay fe 
@ Briggs & br agines 
@ Forceful Mies Nes pelt Fast ome’ 


See your jobber or write us ‘or catalogue, prices, complete informat 
DM 


SOUTHLAN GOWER COMPANY 
SELMA, ALABAMA 


THE GRASS IS ALWAYS GREENER IN A DIXIE Yapn, 


@ Unconditional lifetime guarantee on cast-aluminum mower 
bases— guaranteed forever 
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ARE YOU STILL PLAYING 
TE SPARK PLUG 
GUESSING GAME”? 


“SHOULD | PUT IN 
COLDER PLUGS FOR 
HIGH-SPEED 
HIGHWAY DRIVING ? 


Why gamble wi 
with customer satistacti 
istact 
your most valuable asset. . wae t 











-AUTO-LITE 


“Fire up” today’s engines* for top per 





IN TOWN TRAFFIC . . . some spark plugs, designed ON THE HIGHWAY . . . some spark plugs, designed 
for high speeds, become fouled and cause for low speeds, misfire causing power loss 
misfiring and loss of power when driven at and invite destructive pre-ignition when driven 
low speeds. at high speeds. Why gamble when .. . 


POWER TIP “FIRES UP’ AT ALL SPEEDS! 


At low speeds, the projecting Power Tip is in the thick of combustion 
where it gets hot quicker and stays hot to burn fouling deposits away 
clean. At higher speeds, the projecting tip is in the path of the incoming 
air-fuel mixture where it stays cool to check power-robbing pre-ignition. 








*Power Tip, with or without Resistor, is ignition-engineered for overhead-valve V-8 engines 
and for most overhead-valve 6-cyiinder engines in all these cars— Buick, Cadillac, Chevrolet, 
Chrysler, De Soto, Dodge, Edsel, Ford, Hudson, Imperial, Lincoln, Mercury, Oldsmobile, 
Nash, Packard, Plymouth, Pontiac, Rambler, Studebaker. 


DEALE 
INSTA 
OF 





Smart dealer: 
their most v 
Power Tip “‘ 
and keeps the 
are standardi. 
it takes the 
simplified wa 
each of Amer 


Install Power 
of your spar] 
customers. St 


POWER TIP... IGNITION-ENGINEERE 





RESISTOR SPARK PLUGS WITH 


POWER TIP 


erformance at all speeds! 





\LERS ACROSS THE COUNTRY 
TALL POWER TIP TO BE SURE 
OF SATISFIED CUSTOMERS 





Jealers know they can depend on Auto-Lite Power Tip to protect 
10st valuable asset . . . customer satisfaction. That’s because 
Tip “fires up” today’s overhead-valve engines at all speeds— 
ps them “‘fired up”’ in all kinds of driving. More and more dealers 
idardizing on Power Tip for all overhead-valve engines because 
ss the “guesswork” out of spark plug selection. The new, 
ied wall chart shows the one Power Tip number that’s best for 
America’s 19 makes of passenger cars. 


Power Tip in your customers’ cars. Take the “‘guesswork’”’ out 
* spark plug service and be sure of completely satisfying your 
ers. Stock Power Tip today! 





RED FOR TODAY’S ENGINES! 





Install POWER TIP to “fire up” 
today’s engines at all speeds! 


CHEVROLET CHRYSLER 


pandas 
_—. 


IMPERIAL LINCOLN 


PACKARD PLYMOUTH 


Hi 


ANITO-LITE 
YOU CAN SEE ——gugdatin 
THE BIG NEW ra 
DIFFERENCE IN a 
SPARK PLUGS! ra 


PONTIAC RAMBLER STUDEBAKER 


Auto-Lite covers the complete spark plug replacement market with 
a full line of spark plugs including Standard, Resistor, Transport, 
Small-Engine, and Power Tip (Resistor or Standard). 


THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO Gee te Peon Te 


AUTO-LITE. btw Ti 





Ford Names Sturgiss 
Dallas P-R Manager 


ROBERT Sturgiss has been 
enamed Southwestern public 
relations manager for Ford Motor 
Co., with headquarters in Dallas, 
Texas, succeeding William W. Her- 
sey, who has transferred to home 
offices in Dearborn for an assign- 
in the office of civic affairs. 

A native of Morgantown, W. Va.., 
Sturgiss joined Ford in 1951 after 
17 years of newspaper experience. 
He had formerly worked for the 
Morgantown (W. Va.) Dominion- 
News, Clarksburg (W. VA.) Tele- 
gram, Baltimore Sun and, prior to 
joining Ford, was assistant city ed- 
itor of the Detroit Free Press. 


Greater St. Louis Hits 50 


Celebrating its golden anniver- 
sary Feb, 18, the annual meeting 
of the Greater St. Louis Automo- 
tive Association heard Wayne Al- 
lee, professor of physiology at 
Stephens College, Columbia, Mo. 
A late afternoon business session 
was followed by a cocktail hour, 
dinner and an evening of dancing. 
Ed Hayward is the manager. 


This is one of two classes in automatic transmission service which 
was graduated last month at Richmond, Va., under the sponsorship of 
Motor Parts Corp. in cooperation with the Lincoln Technical Insti- 
tute. Each class had 18 students. For a photograph of the other class, 
which included a veteran lady mechanic, see page 74 of this issue. 


Columbia, S. C., Names Coffey 


Roy M. Coffey of Central Chev- 
rolet Co. is the new president of 
the Columbia (S. C.) Automotive 


Trades Association. Other officers 
are J. N. Pulliam, Pulliam Motors, 
vice-president, and Ross Durham, 
Atlas Auto Finance Co., secretary- 
treasurer. 





st CHOICE AMONG BODY REPAIRMEN 


because it can be : 
“PICKED” 


hecause it can be 
“DINGED” — 


hecause it can be 
“BUMP, ED if without cracking or loosening! 


ADHERES like solder. Along 
with its solder-like 
workability, DC3 can be 
filed to contour in minutes 
after application 


PLASTIC FILLER’ 


PLUS these additional advantages over other fillers: 


Much less dust from clean 4 Non-toxic, contains no fibreglass. 
sanding. 5 Mixes thick or thin, as desired, 


Ry regardiess of hot or cold 
No hardener waste or spilling temperature. 


premeasured catalyst. Requires 
no heat. Dries in minutes. 


Get Your Supply of DC-3 TODAY 
from your Jobber or write to 


PLASTICS DIVISION 


DYNATRON CORP. 


587 New Park Ave., W. Hartford, Conn. 


2 Eliminates surface pin holes. 


Ask your Jobber for FREE DC3 Mixing Tray. 
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COS! TIME SAVERS 


Se 





Making Tool to Remove 
Chevy Filter Gasket 


OMETIMES on 1956-58 Chevrolet 

V-8s the oil filter gasket is 
difficult to remove in order to in- 
stall a new one. 

To make the job easier, I made a 
tool using a piece of 3/16” steel 
rod about 12” to 14” long. I put 
a small bend on one end at about a 
45° angle, filed a sharp end some- 
what like a screwdriver and also 
filed the sides a little to let it fit 


SHARP CHISEL 
POINT 


%"ROD 12"-14"LONG 


into the groove. The other end of 
the rod can be bent around for a 
handle.—Joseph B. Evans, Service 
Manager, Shallcross Chevrolet, 
Middletown, Delaware. 


Using U-Joint Yoke 
On Chevrolets 


ERE are some uses I have found 
for a front U-joint front yoke 
when servicing 1955-58 Chevro- 
lets: 
1.—On transmission and clutch 
work, use yoke to keep transmis- 
sion grease from running out, keep 
out water and solvent when clean- 
ing transmission and to turn trans- 
mission to assist aligning clutch 
splines when installing. 
2.—Use yoke with a small spring 
hooked to the speedometer housing 


to hold yoke in place when towing 
a car with automatic transmission 
to prevent fluid from escaping. 

3.—When replacing a seal in the 
rear of the transmission extension 
housing, use yoke and a flat wash- 
er that slips over yoke to drive seal 
in place, protecting the lip of seal 
and also perfectly centering and 
aligning seal to case while driving 
in. 

4.—When setting the rear band 
on a Powerglide overhaul, use 
yoke to turn the output shaft, since 
pliers or vise grips scuff the 
splines. On overdrive repair, use 
yoke to check freewheel clutches 
by putting a small bar through the 
trunnion holes in the yoke; apply 
pressure against the clutch to de- 
termine if it is holding and then 
turn the other way to check free- 





the 


No. 195 snock assorser 


UPPER BUSHING KIT for 


1957-58 FORD CARS 


(Front and Rear Upper Bushing) 


NYLON pens 
does the trick! 


A special NYLON BUSHING to elimi- 
nate wear, with Neoprene rubber bushing 
absorbers to take the shock. Designed to 
last indefinitely under normal conditions. 


No. 196 shock assorser 


1957-58 MERCURY (Front Upper Bushing) 


LOWER BUSHING KIT for 
1957-'58 FORD CARS, STATION WAGON 
AND SEDAN DELIVERY (Rear Lower Bushing) 


1958 EDSEL (Rear Lower Bushing) 
Replaces Factory Parts No. B7A-18198 A, C & D 


List $70 per kit 


1958 EDSEL (Rear Upper Bushing) 
Replaces Factory Parts No. B7A-18198 A, C & D 


List $70 per kit 


No. 982 universat BRAKE, CLUTCH 


AND THROTTLE RETURN SPRING 
for ALL CARS AND TRUCKS 


Same as No. 981 with less tension 


No. 135 sarttery 
HOLD-DOWN BOLT 
ASSORTMENT 
for ALL CARS 
A universal spring designed for late model car 
coverage. Same as No. 981 with less tension. 
Hook end can be cut off and bent for various 
lengths to fit all Throttle, Brake and Clutch 


pedals. 
Springs furnished only in full lengths of 17-% in. 


ist $30 


This assortment has been designed for Service Station and Re- 
pair Shops. (Have an assortment ready for all service require- 
ments.) Battery Hold-Down Bolts to fit most all cars and trucks. 
All 12 bolts are furnished with a wing 
nut and fibre washer with complete speci- 


fication listing in lid of box. 
ww $4.30 


Order From Your Jobber 








a he INC, 6191 Maple Ave., St. Louis 14, Mo. 
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GOT A GOOD 
$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 


Correcting the Noise 
In Ford Drive Shaft 


—O* THE 1957-58 Fords there is a 
clunk in the drive shaft at the 
front U joint and shift points when 
driving on rough roads. 

To correct this, we drill and tap 
a 3/16” hole in the welch plug in 
the yoke of the joint, screw a 
grease fitting in from the front of 
yoke and white-lead the spline. 
This will vent the spline and also 
keep dirt out.—Harry Dillon, Mos- 
cow Mills, Mo. 


Ending Starting Clatter 
On Six-Cylinder Fords 


HE clatter of some six-cylinder 

Fords when first started in the 
morning, or after they sit up 
awhile, is caused by the pump los- 
ing its prime. 

To prevent this, cut off enough 
of a rear servo distributor tube 
from a Ford-O-Matic so that when 
it is set in the pickup tube at the 
top, about 34” extends into the 
pump. Braze it in the pickup tube 
and this will keep the pump from 














wheel action. — Jack Robinson, 
Shop Foreman, Roach Chevrolet 
Company, Anthony, Kansas. 


Making Chain Holder 
From a Turnbuckle 


| Coes repairing link chain or fit- 
ting a new one, a useful holder 
can be made from a turnbuckle. 

Bend the eyes out to form hooks 
that will slip into the links, then 


LINK CHAI 


TURNBUCKLE 
OPEN EYES TO 
FORM HOOKS 


tighten for the desired tension.— 
Hugh Lineback, The Technical In- 
stitute, Oklahoma State University, 
Stillwater, Oklahoma. 


Correcting the Squeak 
In Edsel Transmission 


= Edsel’s Teletouch transmis- 
sion has a splined sleeve that 
connects steering shaft to steering 
worm at gear box, and sometimes 
a squeak develops which seems to 
come from the top of the steering. 

The squeak is in the sleeve and 
to correct it, pull rubber up 
around steering tube at inside of 
firewall and drill a 3/16” hole in 
the tube. Squirt a few drops of 
penetrating oil through hole, hit- 
ting the steering shaft. The oil 
runs down shaft to sleeve, cor- 
recting the squeak, and since a 
small hole is under the rubber 
around tube, it is never noticed. 
Rubber prevents dust and dirt 
from entering steering assembly.— 
Arthur G. Rigsby, Downing Edsel 
Sales, Atlanta, Georgia. 
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672,000,000 ACME Cores & Caps 


HAVE BEEN SOLD .. 


oe ean 


150 
151 


VALVE CAPS 


All ACME Valve Caps (ex- 
cept No. 310, which is plastic) 
are precision machined from 
solid brass, which results in 
a@ heavier, sturdier, longer 
lasting valve cap. Threads 
are deeper and more pre- 
cise. Therefore, the seal is 
more air tight with less like- 
lihood of lost caps due to 
vibration. ACME Valve Caps 
have been the choice of ex- 
pert mechanics the world 
over since 1915. 





SINCE ; i9is 


Our specifications and features include: 


ACME Write Today for our complete new catalog 
ACME AIR APPLIANCE CO., INC. 


205 Newman St. * 


SINCE 1915 
VALVE CORES 


® Swivel construction 
@ Vulcanized rubber gasket 
© All metal parts plated 


® Special fatique-resistant stainless 
steel spring 


305 


Hackensack, N. J. 








HOW GOOD ARE You ? “ 








[123456789] 








Lay 
? 
square ) So that they add to I5 every way. Attach your 


Solution to your letterhead or business cavd and mail to 
ACME. I€ you're right, we'll send you a “Genius Award “ 


Relax each month with the ACME “Problem Corner’ 





Write one of EACH of the above numbers in 
each square (a different number in each 
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losing its prime. The tube is not 
expensive and almost any Ford 
dealer will have it in stock.— 
Harry V. Dillon, Moscow Mills, 
Missouri. 


Making Tool to Find 
Timing Marks 


W: HAVE devised a quick way 
for finding and marking tim- 
ing marks with a home-made 
chalk and steel brush stick. 

Tool can be made of copper tub- 
ing any desired length with chalk 


or crayon fastened and taped in 
one end and a few bristles from a 
steel brush inserted and flattened 
in the other end.—James D. Cov- 
ington, Lawrence Motor Company 
(Dodge - Plymouth), Richmond, 
Virginia. 


Using Silicone Lubricant 
To Simplify Jobs 
TIME- and temper-saver in a 
mechanic’s tool box is a tube 


of silicone lubricant to simplify 
installing tough shock grommets, 





Only 


Selling Like Hot Cakes! $495 


per can 


(STOPS LEAKS 


AUTOMATIC 


TRANSMISSIONS 


Prevents and stops leaks due to drying, 
hardening or shrinking of transmission 
seals. TRANSEAL goes to work im- 
mediately on rubber and plastic seals. 
Reconditions seals which have shrunk, 
hardened or dried out. It removes sur- 
face glaze from rubber seals, revitalizes 
the rubber and restores it to original size. 


L is a super, high-res 
i “F we 
sduces gear 4 
nt that reduces | rey 
ogee makes shifting . ators 
om * ", reduces a oO beer 
smoother -TRANSEAL for Pre ing. 
panos aed and smoother oF 
mainte 


ES of 
for ALL TYP 
AUTOMATIC TRANSMISSIONS 


TRANSEA 


Oa nth TPES OF 
© TRansmisse 


GUARANTEED 


TRANSEAL is completely liquid, con- 
tains no fibers or solids. Mixes well 
with all automatic transmission fluids. 
Will not harm transmission or fluids. 
Non-clogging ©* WNon-foaming 
Non-corrosive 


Get your share of NEW PROFITS in this big 


NEW MARKET... 


with easy-to-sell TRANSEAL. 


SEE YOUR SOLDER SEAL JOBBER NOW! 
RADIATOR SPECIALTY CO., Charlotte, N. C. 


Radiator Specialty Company of Canada, Ltd 
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Toronto 


ee 


2196 





sway bar bushings and other types 
of tight-fitting rubber bushings, 
especially in hard-to-get-at places. 
Many rubber hoses for wind- 
shield wipers, washers and other 
vacuum-operated accessories must 
be installed in places difficult to 
reach. When the hose is new and 
not stretched, a small amount of 
lubricant makes the installation 
easier. The lubricant is also excel- 
lent for installing rubber covers 
on plug wire terminals, firewall 
grommets and in other places 
where rubber must be forced over 
or into another object. It also 
eliminates many annoying squeaks 
and will not squeeze off the rub- 
ber as will brake fluid and other 
materials often used for this pur- 
pose.—Victor McGee, 1111 Ridge- 
way Street, Mayfield, Kentucky. 


Protecting the Wiring 
On 12-Volt System 


ERE is a sure way to prevent 

12-volt system from burning 
out all wiring when voltage regu- 
lator cutout points stick: 

Solder the ends of two 30-amp 
fuses together and place them in 
series between battery terminal 
of regulator and battery wire that 
goes to regulator. This will pass all 
the current the generator may be 


called on to put out. However, if 
cutout points stick when engine is 
turned off, more than 60 amps 
would normally pass. through 
armature in generator from the 
battery, causing the wires to burn. 

With fuses in circuit, they will 
burn and give owner warning to 
have regulator set or replaced.— 
James D. Martin, Service Manager, 
Jack Hughes Motors (Ford), San 
Marcos, Texas. 


Setting the Toe-in 
On Modern Cars 


HEN setting the toe-in on 

present-day cars, it is im- 
portant that the steering wheel be 
in the right position after the job 
is done. 

To observe the straight-ahead 
position of the wheel through the 
windshield, stick a short piece of 
tape on the windshield, or a chalk 
mark will do. This saves many 
steps around the side of car to ob- 
serve position of wheel—P. C. 
Cain, Jordan Chevrolet Company, 
Kosciusko, Mississippi. 
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YOU CAN RELY ON 
MICHIGAN 1 (ww 
ENGINE BEARINGS 


Since 1925 we have manufactured engine bearings for lead- 
ing engine makers. This is the kind of bearing quality and 
company experience you want behind the bearings you use 
for replacement. Your Michigan jobber has complete stocks 
to assure you of fast delivery. 


DETROIT ALUMINUM & BRASS CORPORATION 


DETROIT 11, MICHIGAN 
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Using Back-up Light 
As Warning Signal 


N EMERGENCY warning light to 

be placed near obstacles or to 
one side of a parked car can be 
made from a back-up light mount- 
ed on a metal stake. 

Plug the lamp cord into an out- 
let in the car’s trunk, spliced into 
the taillight wiring. A blinking 
light may be obtained by turning 
on the turn indicator. A duplex 
outlet so connected would permit 
another light to be plugged in for 


a trouble lamp.—Hugh Lineback, 
The Technical Institute, Oklahoma 
State University, Stillwater, Okla- 
homa. 


Removing Dual Wheels 
With Steel Piece 


OTHING we've found beats a 
flat piece of thin steel, 18” 
wide and 3’ long, for removing 
dual truck wheels. 
Jack up wheel as far as possible 
back of brake adjustment, grease 
the steel plate and slide it under 





Another rmc Valve Exclusive 


SOLID STEM REPLACEMENTS 


the wheels, Let the jack down un- 
til only the weight of the wheels 
is on it. After trying everything 
else available, we use this.—F. A. 
Wyatt, Wyatt Automotive Service, 
P. O. Box 150, Carrollton, Missouri. 


Stopping the Rattle 
In Buick Medallion 


sToP the rattle in the medal- 
iE tn on Buick wheel covers, 
stretch a small rubber band around 
the medallion inside the cover. 
This will keep it tight and stop the 
rattle—Charles E. Howard, Route 
1, Troy, North Carolina. 


Making Spark Plug Tester 
From Screwdriver Handle 


W* MADE a tester for shorting 
out rubber-covered spark 
plugs to check for a missing 
cylinder with an old screwdriver 


for SODIUM FILLED VALVES 


Maximum performance at a lower price... 


and outperform; these “fleet tested” 
Valves require no special installation 
+++ Cost less, too. They're worth a try. 


handle and two pieces of welding 
rod (see illustration). 

Sharpen one piece of rod to 
pierce rubber, bend and insert in 





Minimize your valve troubles with 
RMC Bi-Metal, Stellite Faced, Solid 
Stem Repl ts for Sodium Filied 
valves. Designed and built to outlast 


Having burning troubles? Try re “Heat Banded” Valves 


Band of “Non-burning” Alloy fused toa mini Available for required 
around the top outer edge of valve, applications in solid stem replace- 
and Stellite face, cuts valve burning ments and standard valves. 








STEM DIAMETERS THE SAME 


“NON-BURNING" HEAT BENDS 
A T n filled Valves—Need 


Tale! om aelel ae elk a me dsl 4 


handle. Insert other piece, leaving 
it straight for grounding to motor 
block.—Leslie W. Haywood, Pig- 
gott Motor Co., Piggott, Ark. 


eaquired ts Valve’ bur 


Tightening Sun Visors 
On 1957 Mercurys 


aero ggeoed the sun visors on 
1957 Mercurys become loose 
in their ball socket joints, allowing 
them to fall into the line of vision. 
The usual remedy is to remove 
the visor, disassemble the ball joint 
and add friction material such as 
tacerts emery or crocus cloth before re- 
assembling. The difficulty, how- 

es ever, is that if enough friction ma- 
gQ terial is added to increase the ten- 
sion on the joint properly, the No. 

6 screws holding it together will 

NEAL GREENFIELD SALES strip or the heads pull through 
Fath Bg Hd their holes before they can be 
tightened. A satisfactory repair can 
be made by enlarging the three 
threaded holes until they can be 
tapped for a No. 8 x 32 screw. The 
larger screws will not strip nor 
will their heads pull through the 
holes, — Lynn F. Snoddy, 1622 


Vivian Street, Shreveport, Louisi- 
SINCE 1908 ana, 


TWO PIECE (Bi-Metal 
CONSTRUCTION 
< bh essiinete sented oN ae) | 


STELLITE FACES 
, ar ' ROTO ASSEMBLY TIPS 


| 


PIONEER WAREHOUSE CO, 
(Herman Shields) 
2314 Front St., 
Meridian, Miss. 


T. L. KIDD COMPANY 
123 Shuman Ave., 
Charlotte, N. C, 


Roto Caps Valve Springs Valve Valve 
Roto Kits and Locks Guides Seat Inserts 


S'S 


WAREHOUSED AND SOLD BY: 


DISTRIBUTOR'S WAREHOUSE 
2436 Dennis St., 
Jacksonville, Fla. 

FRANK J. MERRYMAN CO, 

419 Peachtree St., N. E., 
Atlanta, Ga. 

WAGNER GEAR COMPANY 

3214 Locust St., 
St. Lovis, Missouri 


RICH MAPGFACTURING 


BATTLE CREEK 
MICH. U.S.A 


Valve Spring 


° 
2 


NEAL GREENFIELD SALES 
2916 Main St., 
Dallas, Texas 


BASIC VALVE MANUFACTURER 


FOR ORIGINAL EQUIPMENT 
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...and don't forget the shocks! 


your 


Oil change ? Don’t forget the shocks! 

Brake checks, muffler checks —any service that 
brings a car into your station or onto your lift... 
they’re all made-to-order opportunities for extra 
earnings, if you take a minute to check the shocks. 

More often than not, you’ll find worn or leak- 


THE BRIGGS SHOCK ABSORBER CO. - 
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DIVISION OF THE GABRIEL CO. - 


ing shock absorbers that need replacing 
cue to talk Briggs and build your shock business. 

Briggs Double-acting Shock Absorbers are 
available through your N-A-P-A jobber. For fast 
delivery . . . to keep your inventory down . . . call 
him today—he’s a good man to know. 


CLEVELAND, OHIO 
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Dear Bill, 
Every time we get a run on cer- ») THE Dito bir budod 


tain service operations on tourists’ esse | 
cars I always stop and wonder if V\— 
these particular services shouldn’t “ne ty 
be urged on our customers before we 
they take off for a vacation trip. : 
Every hour lost from their vaca- 
tion time because of repairs to 
their cars is bad medicine for the 
traveler, and he is indeed unusual 
if he doesn’t wonder why his 
mechanic at home didn’t fix him 
up before he left. 
Road travel places unusual 

















stresses and strains on various 
units which have been adequate 
for short runs around town. It’s 
surprising how many generator 
regulators are adjusted for a high 
rate or are stuck and overcharge 


Honest, boss..1 didn't pind apy Bago Dingo 
know WORN MOTOR MOUNTS ak do terete 20k ae 
the expense of replacing a ruined 


caused all our trouble on battery. Many of them claim they 

{ had a “vacation checkup” made by 
TAIL PIPE INSTALL ATIONS! their mechanic before they left 
home. 

The cooling system is another 
item of note. A radiator that cooled 
BOSS: Trouble! Why it's cost us time and money swell at home simply wouldn't 

fussing with exhaust systems that just pass the gallonage impressed on it 


‘ i , at constant road speed—and a boil- 
couldn't be installed properly. Why haven't out was the only solution to the 


you checked motor mounts before? problem. The owner felt his 
mechanic could have located this 
MECHANIC: Sorry, boss. It was only recently that a by running the engine a few 

leading muffler maker found that neces- minutes while watching the cool- 


ant level so he wouldn’t suffer the 
sary exhaust system frame clearances half-day delay for us to do the 


are impaired by “engine sag” due to job. Broken fan belts and spongy 
worn or deteriorated mounts. hoses that collapse under suction 
S are other common cooling prob- 


\ BOSS: OK. OK. I know the story now! So lems we have to correct on 
ans 


travelers’ cars. 
from now on we check motor mounts Alignment problems should all 


first. Right? be corrected before a trip is 
started. We’ve caught many where 
MECHANIC: Right, boss. And we don't need a the tires were cut up because of 
slide rule to figure that we'll in- malalignment. The _ correction 
crease repair volume and profits would have saved its cost in the 


tires they destroyed after leaving 
with added motor mount work. home—and yet they still had to 


pay us to align the wheels. 
BOSS: Yes, and that will make me as happy Unbalanced tires are often a 
as our satisfied customers. trip-interrupter. The tires may 
have been repaired several times 
and were replaced on the rim 
Armot-Flex MOTOR MOUNTS \ without rebalancing, yet the cus- 
“The Complete Pepenaement Line” tomer seemed to think they were 
ye want balanced simply because he saw 
. the weights were still in sight. 
7 ) 1725 LONDON ROAD Around town they couldn’t notice 
oan MANUFACTURING CLEVELAND 12, OHIO the unbalance, but once they hit 
the highway they found the vibra- 
tion threatened to shake their 
(Continued on page 135) 
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A one-cylinder Cadillac sold for $750... 


and the first ae) 
FITZGERALD GASKETS ritthbae 


were made Lleo 


FITZGERALD GASKETS today are engineered to provide the 
extra strength and ruggedness required for a lasting, 
perfect seal in modern high compression engines. 





GREASE RETAINERS @ CORK GASKETS 
FITZ-RITE TREATED FIBRE GASKETS 


FOR OIL, GASOLINE 
Since 1906 “FITZGERALD” has stood for top quality 


materials and workmanship, combined to make truly 
dependable gaskets — for every engine, gasoline or diesel. 


AND WATER CONNECTIONS 


COMPLETE SETS FOR MOTOR REBUILDERS 


THE FITZGERALD 
MANUFACTURING CO. 


TORRINGTON, CONNECTICUT 


CANADIAN FITZGERALD Lip. — Toronto, CANADA 
BRANCH AND WAREHOUSE — LOS ANGELES, CALIF.; CHICAGO, ILL. 
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Now... 
BA C-X-Y/, CY Xs) - Yee 


tor every need...every customer! 


It’s brand new, the 
biggest genuine Kool 
Kooshion of them al 
the “Klear-A-K 
specially ——— to 
meet the 


saat 8 


NR Nee! 


gives perfect air 
circulation for the — 
entire front or 
rear seat. 





Us therdaise.s ce 


a i 


Don’t be caught short. 
Get your genuine Kool 
now. They’re the first . . 
finest . . . the fast 


Another Quality -| 


| Product 





Nutbuster Letter 
(Continued from page 132) 


teeth loose. Sometimes the tires 
were badly marked before they 
stopped to have them checked and 
balanced. Frequently a criss-cross 
job was due before they started 
on the trip and they marked up 
their tires excessively before we 
changed their positions for them. 

True enough, lots of people 
start on trips without giving their 
servicemen a shot at their car. But 
many have asked for a checkup 
before the trip and their mechanic 
would check only a few items— 
perhaps only his specialty—with- 
out advising them that other units 
were out of his line and should be 
checked elsewhere. Or sometimes 
they only looked at a few possible 
trouble points and overlooked the 
others. 

Since the matters overlooked 
brought us a lot of nice revenue, 
we can’t complain, but the busi- 
ness was ready and waiting for the 
mechanic at home to find—and he 
had just as well have sold it to 
make himself a few bucks while 
retaining the good-will of his 
regular customer. In fact, the ex- 
planation is so reasonable I’m go- 
ing to suggest that we advertise a 
Vacation Special this year—and 
then really check the cars brought 
in for the inspection. 

Yrs, 
Ed. 


Professional Dealers Only 
(Continued from page 77) 


rather than have most of your 
stock hidden away in some dingy 
warehouse? 

Naturally, a large stock has dis- 
advantages, too. Unless care is 
taken, an overstocked condition 
may seem apparent from the dis- 
play with a resultant adverse ef- 
fect on the buying public in re- 
spect to letting the dealer make a 
decent deal. Then, too, a large 
stock of cars, whether displayed 
or not, adds to floor-plan expense 
and insurance and housekeeping 
costs. 

As I see it, 1957 went a long way 
in eliminating those dealers who 
could, or would, not do the things 
necessary for a successful busi- 
ness operation. My greatest fear 
for 1958 is that the core of pro- 
fessional automobile dealers, 
among whom rests any hope for 
the foreseeable future for auto- 
mobile retailing as a profession, 
may be greatly hurt if present 
trends in the industry continue. 
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As many have expressed to me, 
“It’s just not worth it anymore.” 

If too many of these true pro- 
fessional automobile retailers de- 
cide to get out of the business, the 
entire industry will suffer, and, I 
feel, the result would eventually 
be a complete breakdown of auto- 
mobile merchandising as we know 
it today, with serious resulting 
damage to the motoring public. 

One bright spot in the picture, I 
feel, is that this danger is recog- 
nized by the automobile manufac- 
turers, who indicate that they 


realize that they cannot allow this 
breakdown of our present dealer 
system to occur from their own 
standpoint. 

I think that 1958 is the year that 
will either bring automobile mer- 
chandising back to its past stand- 
ards as an honorable profession, or 
it will be relegated for all times to 
a discount-house pitchman’s meth- 
od of merchandising, which will 
see a complete breakdown of the 
traditional system of franchised 
operation. Where we would go in 
event of a breakdown of this sys- 





may 


service shop. 


performance. 


VERY SPECIAL 


Yi 
‘i MUSTANG ENGINE 





WERE are quick and easy Dealer 
PROFITS month after month 


Fast-moving 


Outsells ‘em all because 
it ovt-performs ‘em alll! 


millions of car and 
fruck owners by 


¢ Now a top money-maker for 
every type of automotive 


& Quality-built and factory 


tested for better than new 
economy; power and 


Premium Quality FORD’s and 


100% solid blocks. No re- 
pairs. New camshafts in all 
OHV models. 


= Profit-making opportunities are tremendous for those 
% handling and installing nationally-famous MUSTANG 


REPLACEMENT ENGINES. Nationwide acceptance, complete lines, 
superior quality, sensational performance and enthusiastic customer 
satisfaction enable dealers to build more volume . . . more profits 
& faster and easier. The remarkable, trouble-free 
MUSTANG is precision-built through and through 

with premium quality parts. 


Ask your jobber for FREE LITERATURE 
and complete MUSTANG PROFIT STORY 


Garland 
Texas 
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tem is only conjecture. 

The automobile industry, prob- 
ably more than any other, sup- 
ports our entire national economy 
because so many thousands of 
suppliers and so many millions of 
workmen are engaged in it. A sick 
automotive industry will eventual- 
ly mean a sick America. It be- 
hooves the manufacturers, dealers, 
our government and the public to 
create a favorable condition in 
which the ailing giant can make 
necessary recovery and help carry 
America and its economy to a new 


and higher plateau. 

We automobile dealers now 
have grabbed the horns of a 
dilemma. The entire industry has 
assumed a Dr. Jekyll and Mr. Hyde 
complex. None of us seems to know 
whether it is best to sit at our desk 
and return to the old way of op- 
erating an automobile dealership, 
or to go all-out for supermarket 
sales tactics. And, it is certainly 
disconcerting when you’re trying 
to do both so that whichever way 
the industry goes you will already 
be ready, in part, and can turn 
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REPRESENTED BY: 
Louis B. Smith Sales Co. 
LOS ANGELES, CAL. 
L & L Sales Co. 
SAN FRANCISCO, CAL. 
Roy Bridges & Associates 
GAINESVILLE, FLA. 
Buddy Cobrin & Company 


to Greater Profits 
with 
L & S BEARINGS 


... the complete replacement line 
for the automotive industry 


See eeeeeseeeeeseneeseseese 





CHICAGO, ILL. 


BEARING COMPANY 


P.O. BOX 995 * OKLAHOMA CITY, OKLA. 
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Don Allen 
WICHITA, KANS. 

Mel Knopf 
OAK PARK, MICH, 

National Automotive Products Co. 
BROOKLYN, N.Y. 

Henry Lees & Associates 
OKLAHOMA CITY, OKLA. 

Lee & Lee 
TACOMA, WASH. 





loose and go all-out one way or 
the other. 

In my opinion, 1958 is also a 
year of decision as to just the 
proper place in the industry for 
“U-drive-it” and long-term leas- 
ing operators. Their proper place 
must be determined and deter- 
mined soon. The way things are 
going now, it is not within the 
realm of impossibility, if the 
franchising system deteriorates 
further, that two or three giant 
leasing corporations could through 
their branches lease or sell all 
makes of cars in lieu of our pres- 
ent system of franchised dealer- 
ships. 

I have been in the automobile 
retailing business all of my life. I 
consider it a good business to be 
in today as much so as in the past. 

We must all work together in 
1958 to help cure our industry’s 
ills and make our business a good 
one to be in in the future. 


Hemingway Heads Georgetown 


H. E. Hemingway of Heming- 
way Motor Co., Andrews, S. C., has 
been chosen president of the 
Georgetown County Automobile 
Dealers Association. W. L. Collins, 
Loyal Motor Co., is vice-president 
and F. B. Ford, Parrish Motor Co., 
secretary-treasurer. Both are from 
Georgetown. 


Eustis Floridians Elect 


The Eustis (Fla.) Automobile 
Dealers Association has elected A. 
O. Kreigsman, Eustis Motor Co. 
(Ford), president. Other officers 
are A. G. Polk, Polk Buick Co., 
vice-president, and Lawrence L. 
Hughes, Larry Hughes Pontiac, 
Inc., secretary-treasurer. 


Brady Heads Up Purolator 


James C. Brady is the new chair- 
man of the board of directors of 
Purolator Products, Inc., succeed- 
ing the late William V. Griffin. He 
is president and director of Brady 
Security & Realty Corp., and is a 
director and member of the finance 
committee of Chrysler Corp. 


N. C. Dealers Meet in April 


The North Carolina Automobile 
Dealers Association will hold its 
23rd annual convention at the 
Carolina Hotel in Pinehurst April 
27-30. Walter Deal, Buick dealer of 
Asheville, is the president of the 
association. 
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Join The UniCan Profit Parade with 
this Fast-Selling PLASTIK 


AUTOBODY FILLER _ 


The first order will con- 
vince your customers that 


fA u F F L E 4 UniCan Plastik is the — 
BUSINESS! Solis tan. ahe cnchae. fons 


application, fiberglass rein- 
forcement, and 4-minute set- 
ting time assure customer 
satisfaction. Priced within 
trade limits for maximum 
dealer profit. 





QUIET-TONE 


HI-EFFICIENCY ~ 
FIBERGLASS —~— 


=, MUFFLERS 


TURBO-JET DIFFUSER 


Gives Acceptable Sound Level 
.»-» Maximum Horsepower 


hl 


THERE’S EXTRA PROFIT 


for you in these high-efficiency, low-cost 
mufflers! GRAND “Quiet-tone” quality 
engineering and construction give your 





This new “Plastik Magic” repairs metal, 
wood, anything rigid. Mends countless 
articles in industry; for garages, homes, 
farms, sportsmen. 


) 
, QUICK REPAIRS ~ . 
- Y  Self-sell counter display available. 


LITTLE PLUGGER 


is a permanently pliable waterproof 
sealing compound for filling cracks, 
holes, leaks. Makes watertight, air- 





B 
EXCLUSIVE 


tight seal around windshields, doors, 
firewalls — anywhere needed. 








customers full power, smooth sound. 
Get your full share of muffler sales—stock 
and install GRAND “Quiet-tone”’! 


Use Chem-Pro SLICKER with all Plastik 
Autobody Fillers and Marine Putties . . . 
for a slick, smooth finish. Slicker re- 


quires 80% less sanding, thins all 
plastic fillers and allows applicator to 
glide over filler, resulting in a smoother 


surface. 
VJ pe a an: 


@ For Spreading and @ For Opening 
Smoothing Plastic Containers 


WanniCean | euasrcs COMPANY, %< 


NORTHBORO,. MASS 
est Coast Address: Unican Pacific Corp., El Segundo, Calif. 
Canadian Address: Unican Plastics (Canada) Ltd., Montreal East, P.Q. 


«Thermo-Dynamic 
HEAT FLOW 


The only fiberglass muffler engineered with 
flow of heat for faster dissipation and 
evaporation of rust-producing 

exhaust condensates. 


NATIONALLY ADVERTISED 


in leading auto magazines 
Send for big FREE Catalogs and Selling aids today! 


AUTOMOTIVE 
PRODUCTS 


Dept. SAJ, 2055 N. Ruby St. 
Melrose Park, Illinois 

















@ For Cleaning 
Out Cans 
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Wilson and Hufstader 
To Address Texans 


— Mark of a Professional” 
will be the topic of a kick- 
off address by W. Heartsill Wilson, 
assistant to vice-president in 
charge of sales of Chrysler Corp.’s 
Plymouth Division, at the annual 
convention of the Texas Automo- 
tive Dealers Association in Gal- 
veston May 18-20. Convention 
headquarters will be at the Galvez 
Hotel and Villa, with Moody Cen- 
ter as center of events. 


Initial registration will get un- 
der way at the Galvez Sunday af- 
ternoon, May 18, to be followed by 
a TADA-sponsored social hour and 
a seafood smorgasbord around the 
Galvez swimming pool, hosted by 
the Galveston County Automobile 
Dealers Association. 

In addition to Wilson, guest 
speakers at the three-day conven- 
tion will include William F. 
Hufstader, vice-president for dis- 
tribution, General Motors Corp.; 
Frederick J. Bell, executive vice- 
president of NADA; J. Lance 





I easy cooling , 
a " system profits 


If you are observant enough to see the signs of a 


good fishing spot... 


with a Stant T-250 Precision Cooling 


System Tester you will find it just as easy to spot the 
signs of leaking in a cooling system. Persistent study 


of the signs... 


on every vehicle you serve 


.. opens the door to Easy Cooling System 
. Profits! New low net price of $19.80 on 


=. 
\ 


the T-250 until May 1 with 
Bonus Package FREE. 


Write for catalog to 


\ STANT MANUFACTURING. Co., INC. 
Connersville, Indiana, 
\ ... naming your jobber. 


‘X used on America’s Finest Automobiles as 
Standard Equipment for a generation 


on 
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Rumble, GMC Truck Division, of 
Toronto, Canada, and Maurice 
Acers, member and employer rep- 
resentative, Texas Employment 
Commission. 

On May 19 a special luncheon 
and silver dollar bingo party for 
the ladies has been planned by the 
Galveston dealers. 

Association officers include Sam 
White of Houston, the president, 
and Tom J. Crooks, manager- 
treasurer. 


Commercial Credit Has 
Record Year in ‘57 


ONSOLIDATED net income of 
Commercial Credit Co. for 
1957 totaled $26,896,969, equiva- 
lent to $5.33 per share, the largest 
earnings in the company’s history. 
The 46th annual report of the 
company brought out that the in- 
creased earnings resulted even 
though the interest expense which 
was particularly applicable to the 
operation of the finance companies 
increased over $10,000,000 during 
1957, over one-half of this in- 
creased cost being the result of an 
increase in the cost for the same 
amount of dollars borrowed in 
1956, and the balance being the 
cost for the additional funds bor- 
rowed in 1957. 

Receivables acquired by the 
finance operations in ’57 were by 
far the largest in company history, 
amounting to $3,830,438,366. 


GM's ‘57 Dollar Sales 
Surpass '56 Record 


ENERAL Motors’ dollar sales in 

1957 were greater than 1956 
and the second highest in history, 
but increased costs brought lower 
net income than in 1956. 

Those were top disclosures by 
Harlow H. Curtice and Albert 
Bradley, president and _ board 
chairman, respectively, in their an- 
nual report. 

Dollar sales in ’57 totaled $10,- 
990 million, compared with $10,- 
796 million in ’56. Net income in 
°*57 was $844 million, including 
$19.8 million, equivalent to seven 
cents a share. This compares with 
$847 million in 1956. Net income 
in ’57 was 7.7% of sales. 


Molyneux Dies in Tennessee 


Harry Molyneux, 62, died last 
month in Rockwood, Tenn., follow- 
ing an extended illness. He was 
president and treasurer of Moly- 
neux Chevrolet Co., said to be the 
oldest Chevrolet agency in the 
state. 
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Please Read... CARBURETOR CLEANING 
Dare, easy to read, booklets on | WITH EVERY TUNE - UP 


AUTOMOTIVE INTERCHANGE BEARING NUMBERS 


ALSO 
TRACTOR INTERCHANGE BEARING NUMBERS 


ALSO 
BEARING APPLICATION MANUALS 


You may need any one or all three for Time Saving, 
quick reference, and they are yours for the asking. 
WRITE — WIRE — TELEPHONE — for your FREE 
COPY or any other information you need, 


10,000,000 BEARINGS IN STOCK! 
Buy With Confidence 
AND 


GET YOUR BEARINGS AT 
Coutcu-utal BEARINGS CORP. 


%! Fastest, easiest, 
2515 SOUTH WABASH AVE. CHICAGO 16, ILL. Ra 3 = most economical 
TELEPHONE: CALumet 5-5630 | | rerors Ig 

















way to clean car- 
niall tet oon ‘| = buretors . - - and 

i : ’ give your customers 

DO YOU RECOGNIZE THIS PIECE? Fane teat tune-up job. Takes only 20 
e ; 

ae minutes from start to ae 
. a. . GUMO erv- 

How This Original Pipe Works and Trouble It OUT and the handy 


, ke more 
Gives? — When This Pipe Breaks It Ruins ice Kit. You'll save time and oe we 
Carburetor, Plugging It With Exhaust Carbons. money when GUMOUT is a reg 


of your tune-up service. THERE’S 
THE ONLY WAY TO ELIMINATE THIS TROUBLE IS THING LIKE IT! Order GUMOUT 
BY INSTALLING B. P. S. "CHOKE STOVE KIT" | NO 


and the GUMOUTER Service Kit from 
Don't Wait 


° ’ | 
wr sasoas mcr fl your jobber today. Or, if he can’t supply 
Until This iad 08 CHOKE-STOVE % moUHTED " 
Pipe Breaks! tin ; 


INSTALL 





you, write to us. 


GUMOUTER No. 610 
$3.45 with 


: no 3 LIFETIME Guarantee | 
KIT NOW > wtate . ‘ } 
Ford - Mercury 
Lincoln - T-Bird 
1955 thru 1957; 
Olds 55 thru 


58; Chevrolet Choke-Stove mounting 


WU ifold 
57 and 58 bolt) tio trolee to ail 





Show This Ad to Your Jobber 


BRAKE PARTS SPECIALTY 


1914 West Washington Bivd. Los Angeles 5, Calif. 
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HELPFUL 


BOOKLETS 


FREE! 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 


and mail to SOUTHERN AUTOMOTIVE JOURNAL, 





10 WRITE FOR CURTIS LITERATURE 

ASSEMBLY KIT C-6—Gives full in- 
formation on Curtis Air Compressors, Ourtis 
Car Washers and Curtis Auto Lifts. Ourtis 
Pneumatic Machinery Division of Curtis Mfg. 
Co., 1938 Kienlen Avenue, St. Louis 20, Mo. 


10 MODEL NUMBER INTERCHANGE 

—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
pane to every automotive parts catalog. 

em Mfg. Co., 20-21 Wagaraw Rd., Fair 
Lawn, N. J. 


103 SAMPLES, BOOKLETS, AND CAT- 
ALOG SHEETS—Describing the DL 
Handi-Oleaner available on request, Banite 
Company, Banite Bldg., Buffalo, N. Y. 


] VENTILATED CUSHIONS — Com- 
plete merchandising program on Kool 
Kooshions, including handsome wire display 
rack, full color catalog sheets, other adver- 
tising on complete Kool Kooshion line. Kool 
Kooshion Mfg. Co., Dyersburg, Tenn. 


105 WAGNER AIR BRAKE AND RKO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Con- 
tains an explanation of the operation of the 
Wagner Rotary Air Oompressor complete 
with diagrams, cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as field installation kits. 
Write for Catalog KU-201, Wagner Electric 
Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


1 CAP MERCHANDISER—How to in- 
crease profits by use of radiator and 
— cap Merchandiser, The space saving 
erchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


10 TOOLS—‘‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to purchase equipment in various steps until 
a full set has been purchased. H. K. Porter, 
Inc., 74 Foley St., Somerville, Mass. 


108 1957 EDITION OF 12 VOLT ELEC- 
TRIG EQUIPMENT FOR PASSEN- 
GER CABS —Containe description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind. 


] AMMCO BRAKE SERVICE, ENGINE 
REPAIR, AND HONING TOOLS 
JUIPMENT — Catalogs, describing 

the Ammco line of brake drum lathes, brake 
shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
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bleeders, brake safety checking instruments, 
pin fitting honing machines, small bore 
hones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammco Tools, Inc., 2110 Commonwealth 
Ave., North Chicago, III. 


] 1] SELECTION GUIDE OF SPECIAL- 
i IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful to 
inexperienced operator, making it practically 
impossible to select the wrong gun or acces- 
sory for any given operation. Also has chas- 
sis drawing pointing out every part named. 
Form No. 38-808, Alemite Div., Stewart 
Warner Corp., 1826 Diversey Parkway, Chi- 
cago 14, Illinois. 


] 12 SOUND SLIDE FILM—entitled ‘‘Au- 

tomotive Wheel Bearings’’ is the first 
in a series of audio-visual aids designed to 
provide bearing salesmen, servicemen and re- 
placement parts men with practical and use- 
ful information on various applications for 
ball, roller and engine bearings and on oil 
seals. Federal-Mogul Service, 11031 Shoe- 
maker Ave., Detroit 13, Mich. 


1] NEW BRAKES & TIPS ON TROU- 

BLE SHOOTING—A 24-page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self- 
adjusting brake used on Mercury and the 
new Edsel, and the total contact brake used 
on cars in the Chrysler Corporation line. Also 
includes trouble shooting information on 
brakes on all cars, including older models. 
Grey-Rock, Manheim, Pa. 


1 14 32 REASONS FOR OIL CONSUMP- 

TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1 1 DIXIE LAWN MOWERS—Beautiful 

color catalog sheets on this complete 
line of mowers. Also sales aids and distribu- 
tor mailing pieces. Southland Mower Co., 
Selma, Ala. 


116 TOOLS FOR AUTOMATIC TRANS- 
MISSION SERVICE—Tools and il- 
lustrated instructions for corvicing. Olds, 
Cadillac, Pontiac, Lincoln, Nash, udson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a4 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


] 1 AUTOMOTIVE ELECTRICAL EQUIP- 
MENT CATALOG NO. D-200 — Ap- 
plies to automobiles, trucks, trailers, farm 
and industrial equipment. New 64-page cata- 
log covers entire field of antomotive switches, 
connectors, wiring accessories, etc. Voltage 
ratings are clearly specified in large type for 
all switches, and other units. Oole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


] ] BRAKE SERVICE GUIDE—Oomplete 

instructions for inspecting, flushing 
and bleeding the brake system. Handy trou- 
ble check chart. Write for Bulletin HU-411, 


Wagner Electric Corp., 6400 Plymouth Ave., 


St. Louis 14, Mo. 


] ] RAMCO SERVICE MANUAL — ith 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Corp., 3698 Forest 
Park Blvd., St. Louis 8, Mo. 


12 NEW GRIZZLY BOOK — Nine basic 

steps to extra miles of safe braking. 
Illustrated charts enable maintenance men 
to visualize faulty braking conditions and 
help them in trouble shooting and servicing 
truck and bus brakes. Grizzly Mfg. Co., 700 
W. Caroline St., Paulding, Ohio. 


12 SALES AIDS AND MERCHANDISER 
CATALOG, FORM D-227— Features a 
complete line of quality automotive electrical 
equipment mounted on effective ‘‘Business 
Getting’’ displays. This colorful 8-page cata- 
log covers the entire field of switches, con- 
nectors, voltage reducers, etc., for automotive 
truck, trailer, bus, marine, farm, earth- 
mover and industrial equipment. Cole-Hersee 
Co., 20 Old Colony Ave., Boston 27, Mass. 


12 TIRE RETRUING — An illustrated 

bulletin about this newest extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. Co., 
Dept. SAJ, Rock Island, Ill. 


] AERO-SEAL HOSE CLAMPS—An il- 
lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 


12 GAS, OIL & BRAKE LINE HAND- 

BOOK NO. 3016—Gives helpful in- 
formation on various types of tube fittings 
and how to recognize them, hints on replace- 
ment of flexible gas and oil lines and ‘‘how- 
to-do-it’’ information on cutting, flaring, 
double-flaring and bending of tubing. Im- 
perial Brass Mfg. Co., 6300 W. Howard St., 
Ohicago 31, Ill. 


12 STANDARD DUTY GENERATOR 

REGULATORS—A 16-page 8% x 11 
inch booklet covering the operation and main- 
tenance of Delco-Remy regulators. (62 pic- 
tures). Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and service regula- 
tors. Delco-Remy Service Department, An- 
derson, Indiana. 


12 HYDRAULIC BRAKE FLUID SERV- 

ICE— HOW TO CHECK, DRAIN, 
FLUSH, B&. BLEED—Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H. 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 


129 TOOLS FOR FORDOMATIC AND 
MERCOMATIC TRANSMISSIONS — 
New 12-page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 


13 VALVE CATALOG—A new 166-page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve com- 
ponents is offered by Rich Mfg. Corp., Battle 
Creek, Mich. 


13 CATALOG NO. 56 — Features more 

than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER—TIllustrated pis- 
ton ring catalog carries listings and 
roduct information on complete line of 
oog cast iron, partial chrome and Ohrome 

Plus lines. Moog Industries, Inc., 6650 Eas- 

ton Ave., St. Louis 14, Mo. 


13 IGNITION CABLE LEAKAGE — 5- 

page booklet explains in detail why 
leakage occurs and things to look for in de- 
termining leakage. Also lists 18 factors 
which may cause erratic firing to show up 
on ignition tester. Belden Mfg. Co., 415 S. 
Kilpatrick, Chicago, Tl. 
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13 DELCO-REMY ELECTRICAL SERV- 

ICE—A 20-page 8%x1l1-inch booklet 
covering essential steps in servicing the elec- 
trical system on an automobile. Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Deleo-Remy Service 
Department, Anderson, Ind. 


13 PLUG CHEK—A colorful wall banner 

showing condition of spark plugs un- 
der various driving conditions. This service 
tools is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Auto-Lite Co., Toledo 1, Ohio. 


13 AIR COOLED ENGINE VALVES—A 

complete 8-page and cover catalog of 
valves for air-cooled engines and locks, first 
offered by any replacement valve manufac- 
turer. Lists replacement valves for leading 
manufacturers of engines used for powering 
lawnmowers, garden tractors, mixers, con- 
veyors, pumps, combines, industrial engines, 
refrigeration units. Rich Mfg. Corp., Battle 
Creek, Mich. 


1 PRESSURIZED COOLING SYSTEM 

_—Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available for Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


141 MOOG STREAMLINER CATALOG— 
Carries exploded views, detail illus- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles, shock links, 
tie rod ends, drag links, king bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


142 1958 MUFFLER CATALOG SUPPLE- 
MENT—Lists high efficiency mufflers 
and dual exhaust equipment for each model 
of 1958 cars. Grand Automotive Products, 
2055 N. Ruby St., Melrose Park, III. 


144 RADIATOR SERVICING EQUIP- 
MENT—A new 48-page book ‘‘Blue- 
print For Profits’’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory training school, payment plan, 
etc. Inland Mfg. Oo., 1108 Jackson St., 
Omaha 2, Nebraska. 


14 WHAT’S THE BIG DEAL IN TIRES 
—Informative color brochure tells tire 
dealers and service station owners how 3,000 
tire dealers all over the country are making 
more money on tires than they ever thought 
possible! How by buying direct-from-factory 
with the strongest backing in the industry; 
written unconditional road hazard guarantees 
up to 86 months, plus lifetime warranty. Van- 
derbilt dealers make more friends and build 
solidly for future business with an on-the- 
spot, no-red-tape, honor system adjustment 
licy. Vanderbilt Tire & Rubber Corp., 419 
ourth Ave., New York 16, N. Y. 


146 HAND CRIMPING TOOL—Descrip- 
tive circular. Strips and also crimps 
Rajah terminals to ignition cable. The Rajah 
Co., 35 Verona Ave., Newark, N. J. 


149 TIRE & TUBE REPAIR MATERI- 
ALS are listed in this new 12-page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Co., 
P. O. Box 6147, Dailas, Texas. 


15 MODEL 911 ROCKER ARM REFAC- 
ER—All technical data and operating 
procedures are contained in this bulletin. 
Also, advantage features of the Rocker Arm 
Resurfacer are clearly defined.—Storm-Vul- 
ean, Inc., 2225 Burbank St., Dallas, Texas. 


1 5 BLUEPRINT FOR PROFIT—A book- 

let with case histories of dealers and 
shops who have increased profits servicing 
radiators. Information about necessary 
equipment, tools and supplies needed to set 
up. — Inland Mfg. Oo., 1108 Jackson St., 
Omaha 2, Neb. 


15 HOW TO SELL MORE OIL, OIL 

FILTERS, LUBRICATIONS & TBA 
ITEMS — 12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a hapjy customer. 
Pullman Vacuum Cleaner OCorp., 25 Buick 
St., Boston 15, Mass. 


156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8& 
pages of easy-to-follow, how-to-do a better 
body repair job with this ‘‘miracle body 
filler that hardens }ike rock.’’ Easily, quick- 
ly and conveniently applied. Bondo perma- 
nently restores surfaces ‘‘like new'’ for au- 
tomotive, marine and industrial repairs of 
metals, wood, stone and concrete. Bondo 
Div., Jaycee Chemical Corp., 1104 Forest 
Road, Northford, Conn. 


158 BARRETT BRAKE EQUIPMENT— 
Complete catalog on brake service, 
equipment, tools and supplies. Brake school 
bulletins Nos. 182 and 183 on Drum Machin- 
ing and Shoe Fitting. Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo. 


15 CONNECTING ROD RECONDITION- 

ING—Bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon- 
ing machine. The new machine tool fits in 
small space on a bench and is fast and ac- 
curate. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas, Texas. 


16 COMPLETE REBUILT LINE — A 

122-page catalog covering a complete 
line of top quality rebuilt products for au- 
tomotive and tractor units is now available 
to both present and prospective users of the 
Kimeo line. For all information write Kimco 
Auto Products, 1520 Texas St.. Memphis, 
enn. 


162 BONDO SERVICE BOOKLET—IL- 
LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass paste for the auto body repair—show- 
ing different types of repair work and ad- 
vantages and how to save time on body 
work. Bondo Div., Jaycee Chemical Corp., 
Northford, Conn. 


16 TIRE TOOL CATALOG—Sheets show 
you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio. 


1 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pumps. Oatalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Il. 


167 1958 HEADLAMP & SERVICING 
GUIDE—Includes information on 
following: 4 headlamp systems, aiming in- 
structions, installation instructions, servicing 
directional signals, lamp specificistions on all 
domestic and foreign cars and trucks. Tung- 
Sol Electric, Inc., 95 8th Ave., Newark, N. J. 


16 CRANKSHAFT GRINDER MANUAL 

—aA colorful 8-page manual containing 
engineering, construction and operation de- 
tails of the new Storm-Vulcan model 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Crankshaft Grinder designed for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank St., Dallas, Texas. 


16 YOUR ANSWER TO VAPOR LOCK 

—New technical bulletin deals with 
vapor lock and hot-motor re-starts and ex- 
plains how Filt-O-Reg helps prevent these 
conditions and increase engine efficiency. 
Alondra Sales, Inc., 959 Crenshaw Blvd., Los 
Angeles 19, Calif. 


17 TO TRUE OR NOT TO TRUE—S- 

page illustrated booklet gives prac- 
tical advantages of tire truing. Shows you 
how tire rounding increases tire mileage and 
how this can be a profitable business for 
you. Bee-Line Co., Davenport, Iowa. 


37°71 ILLUSTRATED CATALOG of test 

equipment for 6 and 12-volt Automo- 
tive Testing and Servicing. Allen Electric 
& Equipment Oo., 2101 N. Pitcher St., Kala- 
mazoo, Mich. 
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172 A-1919 FUEL PUMP SHOP MAN- 
UAL—Contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. E. Jambor, AO Spark 
Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of Eis 
hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies. 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 OIL SEAL POSTER—Second in a se- 

ries to help you better understand 
the value of oil seals and the need for replac- 
ing with new seals. The colorful 9” by 25” 
posters are done in cartoon strips for easier 
reading and have several illustrations show- 
ing importance of tight seals to good ve- 
hicle braking. Chicago Rawhide Mfg. Co., 
Service Sales Div., Elgin, Il! 


175 A-1920 SPARK PLUG SHOP MAN- 
UVAL—Contains inspection, cleaning 
and installation procedures as well as spark 
plug heat range system. E. Jambor, AC Spark 
Plug Division, Flint 2, Mich 


17 AXLE SHAFT GUIDE—Valuable free 

guide gives causes and preventions 
axle shaft failures. The U. S. Axle Co., Ine., 
Pottstown, Pa 


180 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG — Completely re- 
vised, illustrated reference book of fasteners 
used daily by automotive maintenance men 
including Plated Cap Screws and Nuts—Brass 
Nuts, Expansion Plugs, Assortments, Brake 
Lining Fasteners, Bumper Bolts, Tapping 
Screws, Flat and Lock Washers, Truck Wheel 
Studs, Stove Bolts, Cotter Pins and many 
other items. List prices, dimensions and car- 
ton quantities are given. Lamson & Sessions 
Co., 1971 W. 85th St., Cleveland 2, Ohio. 


18 WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels. 

Namsco, Inc., 333 31st Ave., Bellwood, Ill. 


18 SERVICE ENGINEERING BRO- 
5 CHURE—A new brochure comprised 
of 14 Service Engineering articles covering 
oil consumption problems, ring problems, oil 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenclature and several 4ar- 
ticles on scuffed rings and how to avoid 
scuffing and scoring. Perfect Circle Corp., 
Hagerstown, Ind 


FILTER CATALOG—Offers details 
18 on complete line of oil, air, fuel and 
cooling system filters. Lee Filter Corp., 43 
River Road, N. Arlington, N. . 


BRAKE PRODUCTS—Booklet gives 
18 you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


EQUIPMENT CATALOG NO. 100 
B—Gives full information on_ each testing 
equipment items in the entire Herbrand line. 
Includes details on such items as Power 
Timing Lights, Oompression Gauges, Neon 
Tube Timing Lights, Tachometers and others. 
Herbrand Div., Fremont, Ohio. 


188 ELECTRICAL TUNE-UP TESTING 
D 


GENERAL PAINTING INSTRUC- 
189 TIONS—Form 5728 covers finishing 
of passenger cars or commercial vehicles in 
lacquer or enamel finish. Gives full details 
for any surface including preparation of 
same. Ditzler Color Division, 8000 W. Chi- 
cago Ave., Detroit 4, Mich. 


190 COOLING SYSTEM CLEANING — 
Bulletin titled ‘‘Cooling System Main- 
tenance an Open Door to Greater Profits,’’ 
describes Jenny Steam Thoro-Purge, the 
most modern and thorough method of reverse 
flushing cooling systems; also shows in- 
creased profits possible from its use. Write 
for Bulletin STP-5, Homestead Valve Manu- 
facturing Co., P. O. Box 99, Coraopolis, Pa. 


19] VMC GENERATOR — New 12-page 
generator, starter, and armature spec- 
ification and application folder for passenger 
cars and trucks including 1957 models. The 
VMC System, Atlanta 18, Ga 
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19 WIRE AND CABLE CATALOG—. 

condensed catalog of electric wire 
and cable, complete with specifications for 
all passenger cars. The Electric Auto-Lite 
Co., Toledo 1, Ohio 


194 TWIN POST LIFT WHEEL ALIGN- 
MENT OUTFIT — Illustrated 8-page 
catalog, shows how this equipment does not 
limit floor space, shows how anyone can do 
wheel alignment and points out fast reading 
advantages. Weaver Mfg. Co., Springfield, Ill. 


195 NEW CATALOG—Material on Yan- 
: kee’s fender or body mounting mirror 
line. Locking mirror heads are featured, as 
well as new painted Pacesetters and 24 Karat 
Gold Plated Pacesetters. Ask for catalog 
sheets 56001-4. Kalamazoo punched for fil- 
ing. Yankee Metal Products Corp., Norwalk, 
Donn. 


] AIR COMPRESSOR CATALOG — 
. Twenty-page catalog gives detailed 
instructions on how to select a compressor. 
Also includes specifications and information 
on various types of compressors, components 
and accessories. Ask for Catalog No. 734-2. 
Weaver Mfg. Co., Springfield, Ill. 


197 SPARK PLUGS — Oondensed four- 

page specification folder for passen- 
ger cars, including 1956 models, The Electric 
Auto-Lite Co.. Toledo 1, Ohio. 


198 SERVICE JACK CATALOG PAGE— 
‘ Model WA-66, 1%-ton and 1%-ton 
service jacks are fully described. Light 
weight of these models makes them ideal for 
— “agg, my and away from shop 

rvice. neludes complete _ specificati ; 
Weaver Mfg. Co.., Springfield. TL = 


199 20-TON CAPACITY FLOOR JACK 
CATALOG PAGE—Pulfills need for 
floor type jack with greater capacity than 
has been previously available. Includes spec- 
ifications on construction, capacity and serv- 
ice. Weaver Mfg. Co., Springfield, Ill. 


200 FREE WHEEL LIFTS AND ROLL- 
ON LIFTS CATALOG PAGES—Two 
pages give dimensions, capacity and other 
pertinent information about these two Wea- 
ay products. Weaver Mfg. Co., Springfield, 


TWIN POST LIFT ADAPTER RE- 
201 QUIREMENTS—Gives definite in- 
structions on which adapter is needed for 
various passenger car models. Adapters de- 
scribed are required for all 1957 model cars. 
Weaver Mfg. Co., Springfield, Til. 


202 ‘‘DON’T BLAME THE GENERA- 

TOR —Free booklet designed to help 

Beep nr 2 neoge by eliminating costly come- 
cks. rrow Armatures Co., p 

Rd., Boston 34, Mass. vcr aesaciaaes 


207 1957 BRAKE SHOE CATALOG — 
/ With illustrations of brake shoes and 
| ae proper spementens, etc. — National 
rake oc orp., 79 Madi 

Yok 160 I 7 adison Ave., New 


209 EXTRA PROFITS WITH STEAM 
2 CLEANERS—20-page booklet show- 
ing several models of Hypressure Jenny 
steam cleaners, and illustrating many profit- 
able usages of equipment in automotive and 
allied industries. Also folder on Cooling Sys- 
tem Maintenance. Hypressure Jenny Div., 
Homestead Valve Mfg. Co., P. O. Box 3848, 
Coraopolis, Penna. 


21 COLUMBUS SHOCK ABSORBERS— 

Complete catalog of Luxury-Ride and 
Velvet-Ride lines, including type needed for 
front and rear of each make, year and model 
car — plus numerical parts listing, installa- 
tion, bushings and washer information. Heck- 
ethorn Mfg. & Supply Co., Dyersburg, Tenn. 
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21 PEN AND PENCILS imprinted with 

your name, slogan, trademark or ad- 
vertisement. Excellent business builders. 
Write for the 32-page illustrated booklet 
which gives complete details, including prices, 
on the Scripto line of products. Adgif Co., 
Div. of Scripto, Inc., P. O. Box 4847, At- 
lanta, Ga. 


213 SHOCK ABSORBER CATALOG NO. 
320-T-A—A 16-page listing by num- 
bers or by makes — shock absorbers for 
every automotive need — passenger cars, and 
some trucks. Monroe Auto Equipment Co., 
Monroe, Mich. 


21 THE WHYS AND HOWS OF VOLT- 

AGE REGULATORS—Explains in 
simple language, every detail of Voltage Reg- 
ulators—how they work, why they are im- 
portant, how to adjust and service them. 
In 16-page handy pocket size edition, with 
many working drawings to clarify and illus- 
trate the text. Standard Motor Products, 
- a a Northern Blvd., Long Island City 
ms ; 


216 ‘‘BEHIND THE SCENES’’ — Facts 
and figures on how heavy duty igni- 
tion parts differ from others and why they 
are needed. ‘‘BEHIND THE SOENES’’ de- 
scribes how long life, peak performance are 
builé into heavy duty ignition parts. Written 
in non-technical language. STANDARD MO- 
TOR PRODUOTS, Inc., 37-18 Northern Blvd., 
Long Island City 1, N. Y. 


217 ROUGH IDLING — CAUSE AND 
CORRECTION—4-page bulletin lists 
common causes of rough idling and points out 
corrective measures to be taken. Includes 
explanation of how and why gum forms in 
carburetor and what steps are necessary to 
remove gum deposits. Gumout Division, 2690 
Lisbon Rd., Cleveland 4, Ohio. 


221 HYDRAULIC JACK REPAIR KITS 
are explained in detail in a new il- 
lustrated folder on JACK PACK hydraulic 
jack repair kits. For your free copy write 
Jack-Pack Mfg. Co., 2115 N. Marianna Ave., 
Los Angeles 32, Calif. 


222 ‘‘WHAT PRICE QUALITY’’—Read 
how ignition parts should be made 
and why ‘‘WHAT PRICE QUALITY’’ tells 
the story of the making of quality ignition 
parts. Written in non-technical language. 
Standard Motor Products, Inc., 37-18 North- 
ern Blvd., Long Island City 1, N. Y. 


223 DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS—Full in- 
formation included in our catalog sheets for 
every automotive or industrial usage. Prac- 
tical Mfg. Co., 2840 4th Ave. S., Minneapolis, 
Minn. 


22 OIL LEAK DETECTOR — Bulletin 

shows how hooking up the bearing oil 
leak detector reveals internal engine condi- 
tions, uncovers main, rod or cam bearing 
wear, plugged oilways, starved bearings, be- 
fore tearing down the engine. Also describes 
how the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine, Illustrates two sizes 
with maintained oil pressure — one for cars, 
one for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, Mich. 


22 FUEL PUMP TROUBLE SHOOTING 

—Clearly describes and illustrates 
correct procedure for testing fuel and vacuum 
pumps, and how to use properly a fuel pump 
pressure gauge. Four page pamphlet also in- 
cludes complete fuel pump pressure specifica- 
tions and car application data. Kem Mfg. Oo., 
20-21 Wagaraw Rd., Fair Lawn, N. J. 


23 NEW SIOUX CATALOG NO. 56—A 
new 52-page catalog including com- 
plete illustrations and descriptions of valve 
face grinding machines, valve seat grinder 
sets, electric screw drivers, impact wrenches, 
drills, bench and portable grinders, flexible 
shafts, saws, sanders, polishers, abrasive 
discs and polishes. Also included are electric 
tools for builders, farmers and home shop.— 
Albertson & Co., Inc., Sioux City, Iowa. 


257 RUBBER PRODUCTS — A _ con- 
densed catalog designed for parts 
It contains 
handy simplified identification and illustra- 
tions of floor mats, pedal pads, motor mounts, 
and rubber bushings. Doan Mfg. OCo., 1725 
London Road, Cleveland 12, Ohio. 


reference work just released. 


26 OIL FILTER SELLING AIDS—Wix- 
O-Matic the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, biai-o Matic cartridge selec 
tor, cartridge installation charge guide, deal- 
er franchise, plus choice of two eye-catching, 
money making merchandisers — floor cabinet 
or wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. O. 


31 WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining seg- 
ments available to those interested in bond 
ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Avenue, St 
Louis 14, Missouri 


31 BETTER IGNITION by Delco-Remy 

—16-page, 8%x1l-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip 
ment. Delco-Demy Service Department, An- 
derson, Ind. 


31 GRIZZLY BRAKE BONDING CAT- 
ALOG — Describes equipment for 

conditioning shoes for bonding; power pres- 

sure gas heated automatic bonder; clamping 

devices and gas and electric ovens for bond- 

ing. Complete listing of Saftibond segments 

= applications. Grizzly Mfg. Co., Paulding, 
io. 


3 BRAKE LINING — A new 18-page 

condensed catalog listing brake lining 
recommendations for all popular passenger 
cars, commercial cars, etc. Vehicles are listed 
by year and model. Recommendations are 
made both for riveted and for bonded lining. 
World Bestos Oorp., P. O. Box 346, New 
Castle, Ind. 


33 POWER AND MANUAL LUBRICA- 

TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 75. Catalog contains all new- 
est types of grease guns, fittings and acces- 
sories for fast, clean, economical lubrication 
of farm machinery. Lincoln Engineering 
Company, 5708 Natural Bridge Ave., St. 
Louis 30, Mo. 


33 NEW FILKO IGNITION PARTS 

CATALOG — Big 160-page catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for practically every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use. F & 
B Mfg. Co., 4248 W. Chicago Avenue, Chi- 
eago 51, Ill. 


33 AUTO LAMP SERVICING GUIDE— 

Illustrated and handy reference with 
replacement charts and instruction for aim- 
ing, adjusting, focusing, installing and serv- 
icing trucks and auto lamps. Also complete 
information on servicing directional signal 
flashers. Tung-Sol Electric Inc., 95 Eighth 
Ave., Newark 4, New Jersey. 


34 HYDRAULIC BRAKE WALL CHART 

— Spiral bound listing up-to-date 
parts information for passenger cars and 
trucks, including listings for master and 
wheel cylinder repair kits, stop light switch- 
es and brake hoses. Eis Automotive Corp., 
P. O. Box 701, Middletown, Conn 


361 NEW ‘‘QUICK REFERENCE’’ GAS- 
KET CATALOG — Complete, easy-to- 
find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New cataloging style 
makes gasket selection simple and easy. 
Write for your free copy today. Felt Prod- 
a Mfg. Co., 1508 Oarroll Ave., Chicago 7, 
Il. 


4] NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit, Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. Wagner 
Electric Corp., 6400 Plymouth Ave., St. 
Louis 14, Mo. 
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NEW PRODUCTS 


AND CATALOGS 





800—Air Conditioners 


A back-package-tray air condition- 
er (top photo) which reverses the 
conventional air movement pattern of 
back-car installation, reportedly re- 
sulting in a 10 to 15° added cooling 
capacity, plus a high-capacity, quick- 
ly-refrigerated under-dash unit (bot- 
tom photo) for 59 makes and models, 
have been announced by Frigikar 
Corp., 1602 Cochran, Dallas, Texas. 

With back-package-tray unit, the 
path of air movement from cooling 


coils to car interior is shortened 
some 800%, it was claimed. Push- 
button “MagneTouch” temperature 
control, dash-operated, reportedly 
prevents freeze-ups, keeping in-car 
temperature at level pre-selected by 
the driver. Contemporary-styled un- 
der-dash unit features 6-bladed fan 
for greater air movement, as well as 
pushbutton controls. 

Want more info? Use coupon on 

page 141 and you will get it! 


801—Bus Towing Saddle 


A towing saddle which permits 
operator of a heavy-duty wrecker to 
tow large buses of the Scenicruiser 
type as well as others has been intro- 
duced by Ernest Holmes Co., 2505 
East 43rd St., Chattanooga 7, Tenn. 

With the “TS-55” equipment, an 
operator can easily attach the anti- 
sag chain to a truck axle and quickly 
secure the vehicle for fast and safe 
towing, it was claimed. The saddle is 
ruggedly constructed with lifting 
arms and sloping platform-type sup- 
ports to prevent damage to the front- 
end of the truck during lifting and 
towing operations, according to the 
company. Primarily developed for use 
with a Holmes 650 or 850 wrecker, 
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equipment reportedly may be used 
with any wrecker of suitable capacity 
and design. 
Want more info? Use coupon on 
page 141 and you will get it! 


802—Seat Cushions 


Ventilated seat cushions of coil- 
wire construction, in which a springy 
resilience is imparted to the wire, 
have been announced by H. B. Egan 
Mfg. Co., P. O. Box 1406, Muskogee, 
Okla. 

“Cooolies” are available in regular 
and king size, and a larger “half- 
across” size, in 4 colors in both tweed 
and stripe plastic-coated fabrics. Con- 
struction principle enables the fabric 
to be tailor-fitted to eliminate all 
puckering and crawling in use, it 
was claimed. A portable metal stand 
for cushion display is available. 

Want more info? Use coupon on 

page 141 and you will get it! 








(oF ae) 


LIGN'EM ALL — Poet 


FOR MORE PROFIT ==, 








ALIGNER 
WITH 
MORE 
PROFIT 
FEATURES 


Write for 
FREE. . 

comparison 

literature 
NOW! 


The most versatile aligner on the market, 
designed to handle a greater volume 
easier, faster and with iasting precision . . 
with exclusive portable frame press, 
turning aligners, 
dreds of features to produce larger profits 


sealed 


removable runways, hun- 


for your shop. 


DAVENPORT, IOWA 


LiNMC CO. 


USA 


Want more facts? Use Reader Service Card Page 141 





803—Knurling Tool 


Valve guide knurling tool, said to 
employ a different method of re- 
storing integral valve guides to 
standard size, eliminating the neces- 
sity of replacing all valves with 
over-size stem valves, has been an- 
nounced by Cedar Rapids Engineer- 
ing Co., 902 17th St., N. E., Cedar 
Rapids, Iowa. 

Replaceable valve guides reported- 
ly can be serviced in head or block 
with equal speed and ease with the 
“Kwik-Way” tool, which also can be 
used on guides worn as much as 
006” on most engine makes and 
models. It can be hand-operated or 
powered by a standard “4” electric 


drill equipped with a speed reducer. 
After knurling, a_ special piloted 
reamer restores the guide to stand- 
ard size. Tools are available in single 
size or combination sets for servicing 
popular sized guides from 5/16” 
through %”, 

Want more info? Use coupon on 

page 141 and you will get it! 


804—Pick-up Lift 


Frame pick-up lift, “Model FP11,” 
with a _ superstructure said to be 
capable of handling cars with stand- 
ard frames, X frames or no frames 
with equal ease, has been announced 
by Rotary Lift Co. 1054 Kansas, 
Memphis 2, Tenn. 





SELL the NEW MODEL 580 


for 
FASTER, 
BETTER 
COOLING 
..in CITY 
re 


In 1958, sell FRIGETTE and you sell the FINEST under-dash 
auto air conditioner on the market! Your sales—and 
profits—will soar when word gets out about this great 


new Mode! 580... 


Reasons for the new industry-wide superiority of FRIGETTE 
Model 580 include greater air delivery (350 cfm 
powerful new York (A-210) 


through three rotating louvers) . . . 


the unit that gives powerful, high-speed 
cooling even in low-speed city driving! 


as wellas 
on the 
Highway! 


compressor, with 10-cubic-inch displacement 
. more cooling surface, with 24 rows of bigger coil and 
72 square inches of fin face area! 


With its FrigiQUIK dial control, FRIGETTE 580 

permits fast, easy dialing of the exact degree of coolness 
preferred. Quieter than ever because of the rubber-shock 
mounted 4-blade fan, FRIGETTE for '58 will make a 

loud noise at the cash register all season long. 


Get ready NOW—mail the coupon 
TODAY for complete information! 


torah proved 
PRIGETTE is the 
PROFIT line! 





FRIGIQUIP CORPORATION 


P.O. Box 7205 


Oklahoma City, Oklahoma 


Send me the full story on the new FRIGETTE 580! 


NAME 





FIRM 





ADDRESS 





CITY 


ZONE 


STATE 





1 AM —_AM NOT____ 


Want more facts? Use Reader Service Card Page 141 


LISTED BY DUN & BRADSTREET. 





Two-position wheel spotting dishes 
make it possible for station attend- 
ants, with aid of a check-chart, to spot 
any car from a Volkswagen to an 
Imperial in a few seconds, it was 
claimed. Four rotating pick-up arms 
which slide lengthwise on the 2 
60”-long parallel runners can be 
brought within 3” of each other or 
set 71” apart horizontally. Fore and 
aft range of the pick-up arms is 87”. 
Adapter arms faced with Buna com- 
pound cushions are mounted on slid- 
ing bases and can be placed in posi- 
tion quickly for safe lifting of car. 
Either airdraulic (semi-hydraulic) or 
full-hydraulic models are available. 

Want more info? Use coupon on 

page 141 and you will get it! 


805—Vacuum Cleaner 


A two-way blowgun hand vacuum 
cleaner comprising a head assembly, 
blowgun, close coupler hose and dust 





bag, said to clean car interiors quick- 
ly, has been announced by Ace Rub- 
ber Co., 2325 Chestnut St., Dallas, 
Texas. 

Easily attached to any air line, 
cleaner’s fast action reportedly mini- 
mizes air tank drain. A snap of the 
wrist converts unit to a blowgun to 
dislodge gravel and muss for easier 
pick-up. Rug-type floor coverings of 
new-model cars, as well as trunks, 
are cleaned thoroughly in seconds, 
according to the manufacturer. Zip- 
pered dust bag can be emptied quick- 
ly after each use. 

Want more info? Use coupon on 

page 141 and you will get it! 


806—Paint Strainers 


“Strain Rite” paint strainers for 
straining lacquer, enamel, paint and 
varnish, on which an advertising 
message may be imprinted, have been 
announced by Louis M. Gerson Co., 
98 Deering Road, Mattapan 26, Mass. 

Made of heavy paper stock, strain- 
ers are 6” in diameter and are avail- 
able in 5 different cloth meshes— 
coarse, medium, fine, extra fine and 
XX fine. 

Want more info? Use coupon on 

page 141 and you will get it! 

(More New Products on page 150) 
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GEO. BYERS SONS' five-story, 165,000 sq. ft. building at 46 E. Town Street is head- 
quarters of Columbus’ largest- -volume automotive retail operation. Its polished marble 
acade with distinctive mo 


led brass lettering is a downtown Columbus landmark. 


DeSoto dealer George Byers tells why 
“We've out-registered every other dealer 


in Columbus for ove 


** Aggressive merchandising, a saleable prod- 
uct backed by a forward-looking, human 
factory organization—plus plenty of hard 
work—pretty well sums the reasons for our 
success with De Soto,” says George Byers, 
Sr., Chairman of the Board, Geo. Byers 


Sons, Inc. 


**Teamwork’s essential, too. When we took 
our De Soto franchise back in 1929, every- 
one in the organization recognized our 
opportunity, and we’ve all been making the 


most of it ever since. Never a RED year!” 


it pays to be a 
DE SOTO 


dealer! 
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**As my brother Frank, our President, 
often says, ‘In addition toa good product, 
De Soto’s understanding and uillaenete 
to cooperate has greatly contributed to 
the over-all profit of our organization.’ 


**This is one of our four centrally-located 

Columbus used-car locations. We have 8 
acres devoted to used cars alone, because 
we believe used-car sales are as impor- 
tant as new-car sales in our operation. 


r twenty years” 


“Good service and customer relations 
have always been paramount to us. We 
— the largest service department 
in Columbus, equipped to handle as 
many as 117 vehicles at a single time. 


**Continuous advertising and promotion 
is essential. We use everything—direct 
mail, newspapers, TV, even radio broad- 
casts from our showroom—to tie in with 
De Soto’s frequent retail promotions.” 


Want more facts? Use Reader Service Card Page 141 147 








Free premium coupon Remember these selling points: 
with every carton of @ SAVES OIL 
~ Du PontM.0.A.Getval- = @ HELPS KEEP ENGINES CLEAN 
vable premiums like an @ RETARDS VARNISH FORMATION ON 
outboard motor, movie camera, clock-radio, ENGINE PARTS 
portable typewriter, plus many others. So @ ENGINES RUN QUIETER 
push high-profit Du Pont M.O.A. It’s a proven @ MAINTAINS NEW-CAR PEP AND POWER 
repeat-seller—no other additive like it! @ CUTS COSTLY ENGINE REPAIRS 
@ STABILIZES OIL VISCOSITY 


DU PONT N°" 
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He has *52° cash for you—if 


you make this one suggestion 


Now more than ever it pays you to suggest 

Du Pont M.O.A. every time you lift the hood. 

The driver may be one of the M.O.A. “‘Mys- 

tery Men’’—just waiting for your suggestion 

so he can hand you a $5 bonus certificate re- 
==. deemable in cash from Du Pont. 


Over 350 M.O.A. “‘Mystery Men” all over 
the U.S.A. will be making regular stops for gas and oil during April, 
May and June. . . eager to give you a $5 bonus if you suggest M.O.A. 


You can win the $5 cash bonus over and over. And you’ll win even 
more in high M.O.A. profits and valuable premiums. Make it a point 
to suggest Du Pont M.O.A. to every customer—he may be the M.O.A. 
*“Mystery Man”’! 


BETTER THINGS FOR BETTER LIVING 
... THROUGH CHEMISTRY 


REG. U.S. PAT. OFF. 


O A MOTOR OIL ADDITIVE 
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New Products 
(Continued from page 146) 





807—Brake Fluid 


“Formula 48” heavy-duty brake 
fluid that reportedly meets or ex- 
ceeds every state requirement, as 
well as SAE 70R1 heavy-duty brake 
fluid specification, has been intro- 
duced by Raybestos Division of Ray- 
bestos-Manhattan, Inc., O. Box 
1021, Bridgeport, Conn. 

Some advantages claimed are: 
won’t boil or evaporate even after re- 
peated high-speed panic stops; won’t 
freeze up in sub-zero temperatures; 


lubricates brake cylinder parts, and 
will not cause rubber cup or hose 
deterioration. “Formula 48” is avail- 
able in 12-o0z., quart and gallon cans 
and in 5-gallon, 30-gallon and 54- 
gallon drums. 

Want more info? Use coupon on 

page 141 and you will get it! 


808—Tire Changer 

A manually operated tire changer, 
reportedly designed to cut tire-chang- 
ing time by minutes and handle all 
size wheels from 12 to 21” in diame- 
ter, both tubeless and conventional, 
has been announced by Coats Co., 
3001 5th Ave., S., Fort Dodge, Iowa. 

The “3-Star Tireman” features a 





Your only 
‘*Comebacks”’ 
are 
Satisfied Customers 
with 





AUTO PRODUCTS, INC. 
1520 Texas St. © Memphis, Tenn. 


GENERATORS 
STARTER MOTORS CLUTCH PLATES 
ARMATURES BONDED BRAKE SHOES 
STARTER DRIVES MASTER CYLINDERS 
SHOCK ABSORBERS WATER PUMPS 
VOLTAGE REGULATORS FUEL PUMPS 
DISTRIBUTORS CARBURETORS 
CLUTCH PRESSURE ASSEMBLIES 


Want more facts? Use Reader Service Card Page 141 


GENERATORS 


Satisfied customers mean repeat 
business . . . more sales . . . more 
profits for you. That’s the big 
reason for using precision-rebuilt 
kimé@ Generators, Starters and 
Armatures. You can count on 
them for top quality, top 
performance—every time! 

Go &iméO' Write today for cata- 
log and price list on Qwmeo 
Generators, Starters and Arma- 
tures... and the complete Qsméo 


line of rebuilt auto products. 


STARTERS 


4 


& 





bead breaker which works on a cam- 
action principle to give more than 
50% greater lift and 30% more lev- 
erage, it was claimed. Bead loosener 
shoes are wide, steel arcs that re- 
portedly force the beads gently while 
eliminating the possibility of damage. 
A screw-type hold-down requires 
only a twist of the wrist for fast, 


positive positioning and locking of 
the wheel to the stand, it was claim- 
ed, while a reverse twist easily “re- 
leases the wheel. Free illustrated 
literature is available upon request 
from the manufacturer or its sales 
representative, The Jack P. Hennes- 
sy Co., Inc., 12 Depot Square, Engle- 
wood, N. J. 

Want more info? Use coupon on 

page 141 and you will get it! 


809—Bushing Kits 


“No. 195” shock absorber upper 
bushing kit for 1957-58 Ford cars 
(front and rear upper bushing), 1957- 
58 Mercury (front upper bushing) and 
1958 Edsel (rear upper bushing) to re- 
place factory parts No. B7A-18198 A, 
C and D, has been announced by 
Champ-Items, Inc., 6191 Maple Ave., 
St. Louis 14, Mo. 

A nylon bushing to eliminate wear, 
with neoprene rubber bushing ab- 


sorbers to take the shock, is designed 
to last indefinitely under normal 
driving conditions, according to the 
manufacturer. “No. 196” shock ab- 
sorber lower bushing kit for 1957-58 
Ford cars, station wagons and sedan 
delivery (rear lower bushing) and 
Edsel 1958 (rear lower bushing) re- 
places factory parts No. B7A-18198 
A, C and D. 

Want more info? Use coupon on 

page 141 and you will get it! 
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Now ...at last an 
experienced auto 
air conditioner man- 
ufacturer offers a 
combination Heat- 
ing and Cooling 


under-dash unit... 


it's ae \ ; ‘ : = 


Heating and/or Cooling 


heres what you get... 


Instant Cooling with Tecumseh high speed compressor 

Warner Electric Magnetic clutch thermostatically controlled 

insures constant temperature automatically with no freezeups 

High velocity twin blower fans for quiet operation 

Three directional louvres for complete air control 
Push button controls at your finger tips 
Factory performance Warranty 
Quick installation makes it easily transferable 


As Dealer-Distributor You are assured by: 


* An experienced manufacturer of auto air conditioning offering a unit with proven past performance 
* Easy installation and Trouble-Free service building customer confidence 

*% Good Profit margin although at competitive retail sales price 

* Unit fits all makes, all models, all body styles 

* Quality engineered in design and all component parts 


Factory in Tyler, Texas 
Jack W. Durrett, Sr., President 4 IWATICGA 1g 
Over 25 years in the automotive business Fen es 
REFRIGERATED 


Some Territories Available NOW for Distributors and Dealers 
Write — Wire — Call 
Telephone Riverside 1-3838 2915 Canton Street, Dallas 26, Texas 
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A mechanic may be an asset or 
a liability 

A mechanic is an asset only 
when he is working on profitable 
jobs — jobs he is familiar with 
— jobs which can be billed at 
a fair price. But the same 
mechanic may be a liability 
when working on strange jobs 
— jobs that require specialized 
test equipment, special skills 
and more man hours than can 
be charged to the customer. 
These jobs are not profitable, 
especially if “comebacks” result. 


When jobs come back 

When a repair job which has 
been done in your own shop 
comes back, YOU pay the bill 
— you lose all of your profit 
because you have to make good. 
That is why more and more 
service shops have given up 
repairing such equipment as 
generators, starters, carburetors 
and clutches. Too often you re- 
pair one part today only to 
have another part fail a few 
days later. You can avoid 
comebacks and, at the same 
time, free your mechanic for 
profitable repair work . . . just 
have him install a reliable re- 
built replacement — a “repair- 
job-in-a-package.” 


A repair-job-in-a-package 

A good rebuilt part is a 
repair - job -in-a- package. Why 
have your mechanic waste val- 
uable time doing a job which 
specialists can do better and in 
the long run, less expensively? 





Reliable rebuilders completely 
disassemble each unit — strip it 
to bare metal. They test each 
part and prove it perfect or re- 
place it. Then the unit is reassem- 
bled and tested under working 
conditions more severe than 
actual use. This final test rejects 
units which show the slightest 
sign of weakness. It actually 
puts the approved “working 
guarantee” on a rebuilt unit. 
You make and keep your profit 
and insure your customers’ 
good will. 


Testing for the cause of failure 

Before your mechanic installs 
a rebuilt generator or other unit, 
one more step is necessary to 
prevent comebacks. He should 
be sure to check to see what 
caused the failure of the original 
unit. Remember, 75% of all 
generator failures are traceable 
to faulty wires, faulty connec- 
tions or a defect in some other 
part of the charging circuit. To 
avoid a recurrence of the orig- 
inal failure, the entire charging 
circuit should be checked and 
tested. Then, when a good re- 
built unit is installed, the job 
will not come back. 


More detailed information is 
available 

To help you keep your profit 
by eliminating costly come- 
backs, Arrow Armatures Com- 
pany has prepared a new book- 
let, “Don’t Blame the Genera- 
tor.” It is available FREE to 
Service Shops and Jobbers east 
of the Mississippi River. 


Request your free copy from: Technical Service Department 


ARROW 


ARROW ARMATURES COMPANY 


11 Fordham Road, Boston 34, Mass. 


Want more facts? Use Reader Service Card Page 141 





810—Wheel Weight 


A wheel weight designed for use 
with hubcaps and straight rim 
flanges of the type used on 1958 
Cadillacs has been announced by 
Turner Mfg. Co., Inc., Kokomo, Ind. 

The retaining fingers of the hub- 
cap seat into the straight rim flange, 
thereby preventing the use of con- 
ventional type weights and necessi- 
tating this design. Weights are packed 
in cartons of 25 of each size and are 
available in sizes 4% through 3 ozs. in 
14-0z. graduations. 

Want more info? Use coupon on 

page 141 and you will get it! 


811—Air Blower Equipment 


The “Flater-Blower,” an air nozzle 
and air chuck all in one, designed for 
blowing dirt, metal chips, moisture, 
cleaning carburetors, etc., as well as 
for inflating tires and tubes and sup- 
plying air to any service equipment 


using standard plunger-type air 
valve, has been announced by The 
Imperial Brass Mfg. Co., 6300 W. 
Howard St., Chicago 31, Ill. 

Unit has a 2-way nozzle with a re- 
cessed synthetic seat, which permits 
it to blow and inflate. There are no 
tips to change and no second air line 
hose is necessary. It has %4” female 
P.T. connection. Tires, tubes, etc., can 
be inflated faster than with ordinary 
air chuck, due to large volume of air 
passed, according to the company, 
making unit especially convenient for 
tire repairs. 

Want more info? Use coupon on 

page 141 and you will get it! 


812—Silicone Lubricant 


“Sil-Glyde,” a low-cost silicone 
lubricant for protection in servicing 
hardtops, convertibles, station wagons 
and other cars with noise problems, 
has been introduced by American 
Grease Stick Co., 2651 Hoyt St., 
Muskegon, Mich. 

Compound is recommended to 
silence chatters and squeaks when 
applied to weatherstripping, window 
channels, trunk seals, rubber bump- 
ers and hood lacings. It is water- 
repellent and freeze-proof and is said 
to be especially effective in prevent- 
ing weatherstripping from freezing 
and sticking and then pulling loose 
when doors and trunks are opened. 
Product is also recommended for use 
on fan belts, power steering belts, all 
other V-belts, speedometer cables and 
for brake work and new-car prepara- 
tion. It stays put, will not run or 
melt and is 100% safe on rubber, 
metal and car finishes, according to 
the manufacturer. “Sil-Glyde” is 
available in 4-oz. tubes, 8-oz. cans 
and in 16-oz. aerosol containers. 

Want more info? Use coupon on 

page 141 and you will get it! 
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SOLVE YOUR 
PROFIT PROBLEMS 


Always Ask for these 
ARROW PRODUCTS 


Original Equipment Units 
Completely Rebuilt — Always Reliable 


ty 


GENERATORS Rebuilt by Arrow 
Built for years of trouble-free life and supe- 
rior performance . . . tested under the most 
severe working conditions . . . once installed, 
always serviceable . . . guaranteed. 


STARTERS Rebuilt by Arrow 
Rugged . . . reliable. Completely reconditioned 


armatures . . . all parts new or renewed . . . 
quality and performance guaranteed. 


a (es 


STARTER DRIVES Rebuilt by Arrow 
Clutch, screw and barrel types . . . ruggedly 
rebuilt to overcome the common failures of 
each type of starter drive. 


- 


SOLENOID Switches Rebuilt by Arrow 
For all popular make trucks, tractors, buses 
ond cors . . . work solenoids fer making 
electrical contact and to pull the starter drive 
into engagement with the engine fly-wheel 
gear . . . also, solenoid contact switches. 
Write today for complete catalog and de- 
scriptive literature 


ARROW 
ARMATURES COMPANY 


11 Fordham Road, Boston 34, Mass. 
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813—Reflective Liquid 


A reflective liquid said to make 
objects brightly visible at night when 
seen from behind headlights or a 
flashlight, but which looks like ordi- 
mary gray paint at all other times, 
has been introduced by Minnesota 
Mining and Mfg. Co., 900 Bush St., 
St. Paul 6, Minn. 

“Reflecto-Lite” can be brushed on 
mailboxes, trees, rocks, curbs, boats, 
trailers, step risers or any other ob- 
ject which has a rough or porous sur- 
face. It remains unseen (not glowing) 
unless the viewer sees it from behind 
a light, and then it is 50 times bright- 
er than white paint, according to the 
company. It is safe to use and con- 
tains no phosphorous, radium or 
luminescent material. Application 
consists of merely cleaning the sur- 
face and brushing it on. It dries like 
paint or enamel and reflects in 5 
minutes, it was claimed. 

Want more info? Use coupon on 

page 141 and you will get it! 


814—Brake Fluid 


A heavy-duty brake fluid, said to 
withstand 400° heat without boiling 
and provide extra-safety margin of 
protection from brake failure on new 
cars and trucks with hydraulic 


brakes, has been announced by The 
Bell Co., Inc., 411 North Wolcott 
Ave., Chicago 22, Il. 

Said. to have particular advantage 
in new cars where smaller wheels 
reduce heat dissipation and increase 
brake-fluid heat-up, “Flare 400 Ex- 
tra” purportedly anticipates, meets 
and surpasses proposed SAE 70R3 re- 
quirements, flowing at temperatures 
to 60° below zero F., thus eliminating 
stiff winter brake pedal. 

Want more info? Use coupon on 

page 141 and you will get it! 


815—Ratchet Wrench 


A chrome-plated flex - handle 
ratchet wrench, said to facilitate 
spark plug installation and removal, 
has been announced by Champion 
Spark Plug Co., Toledo, Ohio. 

“Plug-Master”—a 12-tooth ratchet 
which engages with only 6° handle 
travel—has a hinged joint in the han- 
dle which permits 30° movement in 
either direction. Adaptable to %%” 
drive spark plug sockets and exten- 
sions now in use, item is available in 
any one of four assortments of 50 
Champion spark plug types. 

Want more info? Use coupon on 

page 141 and you will get it! 


816—Brake Repair Equipment 


An improved “Brake Dokter,” said 
to be simplified for speedy precision 
brake service, has been announced 
by Barrett Equipment Co., 2lst & 
Cass, St. Louis 6, Mo. 

All “Brake Dokter” models, both 
passenger and truck, are preset at the 


factory to grind shoes for correct fit 
to drum. No special training is re- 
quired for use—set drum size, adjust 
and/or centralize shoes, tailor lining 
for correct fit, install drum and the 
job is complete, according to the 
manufacturer. 

Want more info? Use coupon on 

page 141 and you will get it! 


817—Valve Guide Tool 


A dual-service tool to ream valve 
guides oversize and to counterbore 
the head or block, prior to inserting 
valve seat rings, has been introduced 
by Hall-Toledo, Inc., 2931 South 
Ave., Long Beach 4, Calif. 

A single machine setting accom- 
plishes both operations, simplifying 
valve service work and assuring a 
high degree of concentricity between 
the valve guide and the insert ring, 
it was claimed. Expandable cutters, 
plus spinner and clearance blades, 
permit the counterboring of any di- 
ameter within the range of the tool, 
with a variation of %” to 3 5/16”. 
Design provides for accurate control 
at any angle up to 45° from the gas- 
ket face of the cylinder head or block, 
according to the company. 

Wart more info? Use coupon on 

page 141 and you will get it! 


818—ignition Switch 


A pushbutton switch that attaches 
under the hood to start, run and 
stop car engines without ignition 
keys has been introduced by P & G 
Mfg. Co., 305 N. E. Russell St., Port- 
land 12, Ore. 

The “No-Key” is especially useful 
to mechanics for intermittent or con- 
tinuous cranking without firing 
while working under the hood, leav- 
ing both hands free for compression 
checks and other work requiring two 
hands. It is also convenient for park- 
ing lot attendants, service station 
and mechanics when customers ab- 
sentmindedly retain keys. The light- 
weight, flexible device features a 
single-button control. It may also be 
used to locate blown fuses and 
broken circuits and with an am- 
meter for checking generators and 
voltage regulators. All elements are 
fuse protected against accidental 
short circuits. 

Want more info? Use coupon on 

page 141 and you will get it! 
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TRADE mMaRK 


for garages, shops, storage 


IMMEDIATE ERECTION - AMAZINGLY LOW COST 


DIxIsTEEL BurLpines are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
from standard units. Rigid-frame, clear-span, post-free construc- 
tion. A full variety of accessories available. You can own a 
DixisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





GARAGE 


This 60’ x 80’ insulated build- 
ing is ideal for general re- 
pairs and service. Rear en- 
trance is large enough for 
tractor-trailer unit to enter. 
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REPAIR SHOP 


This clear-span 40’ x 60’ 
building has three bays, each 
with roll-up door. Overhead 
crane easily installed. No pil- 
lars or obstructions. 











TRUCK DEPOT 


This 50’ x 120’ building is de- 
signed with canopy and load- 
ing platforms on both sides 
Office space provided in front. 
Maximum usable space. 








FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA > TRinity 5-3441 





819—Cooling System Testers 


Heavy-duty analyzers. with adapt- 
ers, said to enable service operators 
to make quick, accurate check-ups on 
all passenger-car pressurized cooling 
systems, have been introduced by E. 





Edelmann & Co., 2332 Logan Blvd., 
Chicago 47, Ill. 

The “No. 92A” with “No. 9209” 
adapter quickly shows pinholes or 
leaks in radiator, cylinder heads, 
gaskets, engine blocks, hoses, water 
pumps and heaters, as well as defec- 
tive pressure caps. Valve and pump 
housing insure rapid pressure build- 
up, it was claimed. 

Want more info? Use coupon on 

page 141 and you will get it! 


820—Ignition Analyzer 


“Anal-O-Scope,” said to be useful 
for ascertaining the margin of re- 
serve in the ignition system and for 
detecting hidden faults, while point- 
ing out the difference between car- 
buretor and ignition trouble, allowing 
user to do in the shop what others 
must do on road-test, has been an- 
nounced by Snap-On Tools Corp., 
Kenosha, Wis. 

All tools and materials needed to 
operate the unit are included. Ac- 
cessories include 8 spark plug exten- 
sions, 1 ground adapter for grounding 
ordinary 110-120 volt outlets, 1 40” 
insulted jumper wire, 1 high-tension 
3’ jumper cable, 1 timing light 
adapter jack, 1 deep well insulated 
spark plug adapter, 1 insulated pli- 
ers, 1 extra %4-amp fuse, 1 extra 8- 
amp fuse, 1 kit bag and 1 operator’s 
instruction manual complete with 
hook-up diagrams and pattern ex- 
planations. 

Want more info? Use coupon on 

page 141 and you will get it! 


821—Rocker Arm Shims 


Ready-to-install shims to rectify 
the altered dimensions between cam- 
shaft and rocker arm assembly, which 
result when metal is removed from 
cylinder head, have been announced 
by Blaisdell Mfg. Co., 1350 Coronado 
Ave., Long Beach 4, Calif. 

Rocker arm support shims report- 
edly eliminate the need for shorten- 
ing valve stems, grinding push rods 
or fitting hand-made shims. They are 
available in complete kits for most 
GM, Ford and Chrysler engines in 
.015, .020, .030 and .040 thicknesses. 

Want more info? Use coupon on 

page 141 and you will get it! 
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-now on all Du Pont N° “7° Products - 


Order any 5 cartons of Du Pont N2 “7” automotive 
products—get 1 carton Du Pont N° °7” Polish 


(12 pints) 


FREE—make *18 extra profit! 


Or ¥2 carton FREE with any 2¥2 cartons—make 
$9 extra. Order now—offer expires April 30, 1958! 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 
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822—Rust Solvent 


A fast-acting penetrant and rust 
solvent in a new formula, which re- 
portedly loosens everything rusted or 
corroded, has been introduced by 
Spray Products Corp., P. O. Box 584, 
Camden 1, N. J. 

“Spray Nuts-Off” is a combination 
of oils, penetrants and rust solvents, 
chemically formulated to provide 
fast solvent and penetrating proper- 
ties for cleaning small parts, spark 
plugs, battery terminals and carbu- 
retors. It has no offensive odor and 
is safe to use on the finest mechan- 
ism, it was claimed. It will loosen 
stud bolts in aluminum heads, free 
corroded tailpipes and mufflers and 


save user time and skinned knuckles, 
the manufacturer said. 
Want more info? Use coupon on 
page 141 and you will get it! 


823—Flioor Mats 


A front rubber replacement mat, 
made of rubber but resembling tweed 
carpet, has been introduced by Ace 
Rubber Products, Inc., 100 Beech St., 
Akron, O. 

The “Tweed Tex” effect is accom- 
plished through a method by which 
a photographic impression of tweed 
carpet is cured into texturized rub- 
ber, the company said. Mats are 
vacuum-formed to actual floor shapes 
with models to fit all cars, without 











RAYON TIRE! 


Plus: Vanderbilt's 


NAME 
FIRM 
ADDRESS 


VANDERBILT 
GUARANTEE 


And she’s not alone... 





For this SELLS 


LIKE HOTCAKES! 


3,000 service station owners find there is no end to sales 
ALM LiLE 2.00 MORIA A ol dololo Mi aleh del geM @lllelcelili-{-M-lelile| 

The only bond in the industry that helps sell tires and GUAR- 
ANTEES to make friends with an On-The-Spot, No-Red-Tape, 
Honor System Adjustment Policy 

Liltdm ololileim olela 4 am') Mist -Muilessameteliil*)(-1- Mellie) ae RAR@)» Molile 
RAYON TIRES in the industry - 
TIRES YOU can sell at A PRICE TO COMPETE WITH ANY 


backs up 100% NYLON 


COOPERATIVE ADVERTISING PROGRAM 
helps you to advertise more and bring in NEW customers 


Inquire about Vanderbilt's full-scale sales program 


DESIGNED FOR GREATER TIRE PROFITS 
DESIGNED FOR POWERFUL LOCAL PROMOTION. 


VANDERBILT TIRE & RUBBER CORP., DEPT. SAJ-3 
404 Fifth Ave., N. Y. 18, N. Y. 


All right — Show me! I'd like to sell more tires and make more money on each tire | sell, 
Show me how | can do it with your Vanderbilt full scale tire sales program! 


Phone No. 


slitting or cutting. In addition, a re- 

inforced smooth rubber insert is in- 

corporated in the heel-wearing area. 
Want more info? Use coupon on 
page 141 and you will get it! 


824—Muffler 


A muffler, reportedly rattle- and 
vibration-proof because of a core 
completely wrapped (not stuffed) in 
fiberglass, has been introduced by 
Douglass Muffler Mfg. Co., 5636 Shull 
St., Bell Gardens, Calif. 

With carefully engineered noise 
chambers, said to give proper tone 
control, the muffler is guaranteed to 
withstand 1,350° temperature through 
the core. Item is purportedly blow- 
out, rust-out, wear-out and heat- 
proof. 

Want more info? Use coupon on 

page 141 and you will get it! 


825—Oil Seal Posters 


A series of educational-type posters 
designed specifically for service shop 
mechanics and operators, suggesting 
when oil seals should be replaced and 
showing how to install them proper- 
ly, further showing its front wheel oil 
seal installation tool and how it can 
be used to prove to vehicle owners 
the need for new oil seals, has been 
published by Chicago Rawhide Mfg. 
Co., Service Sales Division, Elgin, 
Ill. 

Want more info? Use coupon on 

page 141 and you will get it! 


826—Aerosol Deodorizer 


An aerosol spray guaranteed to 
give used automobiles a new-car 
aroma and to kill existing unpleasant 
odors has been announced by Zaco 
Laboratories, 1360 W. Ninth St., 
Cleveland 13, O. 

“Smel-Nu,” when sprayed through- 
out the car interior and trunk area, 
kills foul odors in older cars while 
imparting the distinct aroma of a 
new car, it was claimed, Each can 
will do a job on 4 to 6 average cars. 

Want more info? Use coupon on 

page 141 and you will get it! 


827—Car Compass 


An automobile compass, available 
in either silver- or gold-plated finish 
to blend with modern car interiors, 
has been announced by Dinsmore 
Instrument Co., 1800 Kelso St., Flint 
1, Mich. 

Item’s contrasting black dial has 
bold white letters that stand out, 
while indirect illumination is said to 


provide sharp, clear readability for 
night driving. 
Want more info? Use coupon on 
page 141 and you will get it! 


(street or R.F.D.) 
city ZONE STATE 
Offices ond Warehouses in New York, Jacksonville, Dallas, Los Angeles, San Francisco 
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828—Air-Conditioning Aid 


A complete service and charging 
panel for precision evacuating and 
charging all automotive air condi- 
tioners has been announced by All- 
stadt Mfg. Co., 1922 S.*Akard St., 
Dallas, Texas. 

“Air-Con” system is designed with 
a Kinney high-vacuum pump to cre- 
ate the lowest absolute pressure 
required for dehydration, visible 
charging and quick leak testing of 
the cooling units. Unit accommodates 
Freon cylinders up to 145 lbs. Refrig- 
erant oil is readily measured and 
transferred, it was claimed. Service 
and charging panel reduces the aver- 
age function to a matter of minutes, 
with no other equipment necessary. 

Want more info? Use coupon on 

page 141 and you will get it! 


829—Vacuum Cleaner 


A vacuum cleaner for cleaning car 
interiors, said to remove quickly 
rock-salt and other chemicals added 
to sand to melt snow and ice on the 
highway which damage the fabric 
and weaken fibers of rugs and mats, 
as well as seats and upholstery, has 
been announced by Pullman Vacuum 
Cleaner Corp., 25 Buick St., Boston 
15, Mass. 

“Pull Vac” sucks up melted snow 
and slush in seconds, it was claimed, 
preventing moisture and dampness 


from gathering in the sunken floor 
area, particularly in the new step- 
down model cars. It is also recom- 
mended for regular vacuuming of in- 
terior to remove dust, thus preserv- 
ing and protecting rugs and seats and 
preventing signs of wear and tear. 
Want more info? Use coupon on 
page 141 and you will get it! 


830—Car Body Repair Tool 


An automobile body repair tool, 
said to simplify damaged sheet metal 
work by allowing the mechanic to pull 
damage from outside the car at the 


exact impact point, has been intro- 
duced by Blackhawk Mfg. Co., Mil- 
waukee 46, Wis. 

This hydraulic “Pull-Dozer” is con- 
structed of tough, heat-treated alum- 
inum alloy, powered by a 10-ton 
Porto-Power ram. Two large casters 
contribute to its easy portability and 
fast positioning, while a complete set 
of attachments accompanying the tool 
allow performance of multiple appli- 
cations. Completely safe, remote-con- 
trolled work is said to be possible 
because the ram is separated from 
the pump by a 6’ hose. 

Want more info? Use coupon on 

page 141 and you will get it! 


831—Mirror Assembly 


Jumbo mirror assembly with added 
hinged arm reinforced by inner tub- 
ing, which folds inside fender and 
body line without changing head-to- 
hinged-arm adjustment, has been an- 
nounced by K-D Lamp Co., 1910 Elm 
St., Cincinnati 10, O. 

Hinged arm takes strain off mirror 
head, extends beyond head assembly, 
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protecting head, while complying 
with state specifications for clear- 
ance. Four 2-piece telescoping arms 
provide in-and-out, forward-and-rear 
adjustments. “KD 71” has 6%” x 
1634” replaceable’ silvered plate 
glass, gasketed and cushioned front 
and rear for weather and breakage 
protection. Universal mounting fits 
left or right side on all trucks and 
tractors. 

Want more info? Use coupon on 

page 141 and you will get it! 


832—Ignition Parts Catalog 


A 28-page catalog with buyers 
guide index, illustrations of ignition 
parts and the various engine and 
magnetos, with specifications and ap- 
plication guide for power lawn mow- 
ers, outboards, chain saws, scooters 
and other small engine equipment, 
has been published by Wells Mfg. 
Corp., 2-26 South Brooke St., Fond du 
Lac, Wis. 

Want more info? Use coupon on 

page 141 and you will get it! 


833—Car Finish Catalog 


Finishes for cars, trucks, trailers, 
buses and other motor vehicles are 
illustrated in a 24-page, two-color 
catalog published by Ditzler Color 
Div., Pittsburgh Plate Glass Co., 8000 
West Chicago Ave., Detroit 4, Mich. 

Brochure includes sections on sur- 
face preparation, undercoats, thin- 
ners, reducers, polishers and com- 
pounds. 

Want more info? Use coupon on 

page 141 and you will get it! 
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834—Heater-Cooler 


A year-’round automatic heating 
and cooling unit, said to cost only 
little more than most cooling units 
alone, has been announced by Cli- 
matic Air Conditioning, 2915 Canton 
St., Dallas, Texas. 

Compactly styled for easy installa- 
tion and said to fit sports cars com- 
fortably as well as large family cars, 
the unit is 16” wide, 10” deep and 


6%” high. It is likewise quickly 
changeable between cars for econ- 
omy-minded people wanting to elim- 
inate new-car accessory expense. 
Pushbutton control gives motorist 
complete charge over temperature. 
Want more info? Use coupon on 
page 141 and you will get it! 


835—Metric Wrenches 


A 7-piece set of metric wrenches, 
ranging in size from 9mm to 19mm, 
with both 6- and 12-point openings, 
has been announced by Herbrand 
Tools, The Bingham-Herbrand Corp., 
1111 Stone St., Fremont, O. 

Made of forged alloy steel and 
chrome-plated, the basic set supplies 
the 7 most-used metric sizes. A com- 


plete line of metric wrenches and 
sockets which will include all the 
types and sizes needed for efficient 
overhaul and repair of foreign-make 
cars is in production. 
Want more info? Use coupon on 
page 141 and you will get it! 


836—Flasher Light 


A 360° revolving light, throwing 60 
flashes a minute and designed espe- 
cially for car dealers to draw atten- 
tion to their leader cars indoors or 
out, has been announced by Trippe 
Mfg. Co., 133 North Jefferson St., 
Chicago 6, Ill. 

Want more info? Use coupon on 

page 141 and you will get it! 
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Jobber News 


{continued from page 81) 





46% Report Higher January Sales; 
Some down Expect Upturn in 1958 


| earhtange per cent of the whole- 
salers answering a _ survey 
mailed to 350 over the South and 
Southwest last month said their 
January sales were higher than the 
same month of last year, while 
40% reported a downturn and 14% 
listed the same volume. 

But the picture wasn’t as dark 
as these figures might indicate, as 
streaks of sunshine broke through 
all over the Southland, like: 

A Kentuckian—“Extra good 
January in 1957. One per cent bet- 
ter in 1958. Should have a good 
year.” 

From West Virginia’s coal fields, 
where lowered coal activity might 
be expected to have had a sharp 
effect: 

“Off only three per cent. Good 
going for us.” 

A Tennessean—‘Down 3.99%. 
Our coal field trading area is down 
due to losing contract for an over- 
seas shipment.” 


From San Antonio, Texas—‘‘15 % 
ahead. Our type business in this 
area should be good during 1958.” 

(Evidently this wholesaler felt 
as did some franchised car dealers 
and garagemen, who in another 
reader survey, reported on page 
68, expressed belief that fewer 
new cars would be sold this year 
in the current tight-money situa- 
tion and therefore more people 
would take steps to keep their cars 
in top condition.) 

One West Virginian commented: 

“Business is not too good, but 
January 1958 did show a 12% in- 
crease over January 1957.” 

And a Virginian reported: 

“Down 64%. However, this is 
our second best January since 
1950. January 1957 was an ex- 
ceptional one.” 

The subfreezing temperatures 
which swept again and again deep 
into Florida shot up the sale of 
anti-freeze, while in the more 


northerly Southern states. the 
wholesalers reported insufficient 
snowfall to spur chain sales. 

Boyte Auto Supply Co., Lake 
Wales (Central Florida), reported 
its “best month in 12 years.” It 
advised its Florida Automotive 
Wholesalers Association  head- 
quarters: 

“Our past January business was 
good in all respects, but the two 
lines that really made the month 
exceptional were anti-freeze and 
power saws. 

“As you know, everyone who 
had what was considered a normal 
year’s supply of anti-freeze on the 
first of December discovered on 
Dec. 12 they wished they had sev- 
eral thousand additional gallons. 

“Fortunately I was able to re- 
place our December stock with a 
large shipment that arrived just 
prior to our ‘snow’ of Jan. 9. The 
snow was the real salesman, as we 
sold this entire second stock to 
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THE TROUBLE IS, YOU DON'T KNOW 
HOW TO GIVE HER A REAL SALES 











| HERE'S YOUR CAR, ALL FIXED, LADY! THIS | 
FRONT WHEEL INSTALLATION TOOL FROM 
THE C/R KIT SHOWED ME JUST WHERE 


THE NEW ONES IN MYC/R 
CABINET IN NO TIME... 


GOSH, I DIDN'T EVEN KNOW WE 

HAD IT... WHY, RIGHT HERE'S A 

WORN SEAL—AND OVER THERE'S 
A GOOD ONE. YOU CAN 
TELL THE DIFFERENCE 
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HOW'D YOU KNOW SO MUCH ABOUT 
EM, ANYWAY ? 3 
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A, HA! IT'S THAT DISPLAY 
RIGHT BEHIND YOU...I WAS 
READING IT OVER YOUR 
SHOULDER ALL THE TIME! } 




















dealers, fleets and stations in a 25- 
mile radius of Lake Wales. 

“We recently added a power 
saw line that has proved a 
‘natural.’ Apparently it was just 
the type of saw that grove men 
and ranchers were looking for— 
and our sales have been exception- 
al. Servicing these saws means a 
nice income for the shop. 

“Air-cooled engines, along with 
industrial belts and hose, are good 
items. We also are getting pretty 
heavy into welding supplies and 
equipment, both gas and electric.” 

FAWA_ Executive Secretary 
Charles H. “Chuck” Davis’ survey 
of his membership showed 61% 
reporting January sales “good.” 
Thirty-one per cent listed the 
sales as “fair” and eight per cent as 
“poor.” 

A New Mexican listed a drop of 
nine per cent but said “prospects 
look good.” 

A Fort Worth house reported: 

“We showed about 11% in- 
crease in January over the same 
month last year, which means 
more merchandise sold even 
though the price increases would 
be about five per cent.” 

Complaints of poor collections 
numbered higher than usual in 


this monthly survey, and there 
were scattered reports of cut- 
throat competition, especially oil 
filter cartridges and spark plugs. 
Polish bonnets were being given 
away with primer surfacers and 
thinners in one Kentucky area. 

An Alabamian whose sales were 
up 20% said that “better control 
over accounts receivable is a must 
with today’s tight money.” 

A short tobacco crop in Eastern 
North Carolina affected volume in 
one report, provoking a decline of 
four per cent. 

A veteran Alabamian listed his 
increase at 30%, a continuation of 
the expanding volume he experi- 
enced throughout last year. 

A Georgian has dropped some 
slow-payers and said he was going 
to “let others have this headache 
for awhile.” 

Influenza among employes con- 
tributed to the two per cent de- 
cline for a North Carolinian. 

A decline of 17% was the worst 
month a long-seasoned Virginian 
had had in ten to 15 years. Said he, 
“We are blaming the weather. 
Hope we are right.” 

An Alabamian said credit was a 
problem with his relations with 
customers and expressed the belief 


“ear dealers apparently are over- 
extended.” 

A Missourian, his volume off 
ten per cent, complained of “de- 
clining profit margins” and added, 
“We should be protected by man- 
ufacturers. Redistribution is also a 
headache and one item we believe 
should be eliminated to lower list 
prices.” 

An Oklahoman whose sales had 
declined five per cent observed: 

“We need better trained person- 
nel and we better start training 
them. This business is going 
through a change of life. If we are 
to live, we better get in high.” 


Tramco Appoints Hirsig 


Hirsig-Brantley Co. of Jackson- 
ville, Fla., has been appointed to 
represent Tramco Industries, Inc., 
in Kentucky, West Virginia, Ten- 
nessee, North and South Carolina, 
Mississippi, Alabama, Georgia and 
Florida. 


Quaker Picks Mills-Morris 


Quaker State Oil Refining Corp. 
has appointed Mills-Morris Co., 
Memphis, Tenn., for its products in 
Memphis and adjacent territory. 














THIS NEW C/R OiL SEAL DISPLAY JUST 
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TAKE A CHANCE ON OLD Op 5 

WORN-OUT SEALS WILL IT TAKE LONG 
BECAUSE THEY DRIP? } TO CHECK MY SEALS? } 


Get your FREE 
SALES BUILDING 
DISPLAY 


Return the registration card—post- 
paid—received with your C/R stock 
cabinet to get this display and 
other C/R merchandising helps or 
contact your C/R supplier. Ask 
him about the bonus oil seal kit. 


We / I SUPPOSE YOU'RE TRYING TO SAY 





I SHOULD AVOID COSTLY REPAIRS TO 


— MY FRONT WHEEL BEARINGS ? 
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BOSS—I SOLD THAT LADY |) YEAH-IT EVEN 
A SET OF Oil SEALS! THE HELPED HER 
DISPLAY SURE HELPED DIG A REAL 

HER “DIG” ME. 
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Remember— 
ALWAYS REPLACE 
NEVER RE-USE! 


CHICAGO 


RAWHIDE 

SALES DIVISION 
ELGIN, ILLINOIS 
+>. 


























BOATING ATTRACTS FEW WHOLESALERS 


For details of one jobber's high 
satisfaction with his boating and 
marine volume, turn to page 72. 


gene M0 per cent of the 
wholesalers over the South 
and Southwest answering a sur- 
vey mailed to 800 last month said 
they did not carry any items re- 
lated to the boating and marine 
field. 

Of the 17% who said they did, 
nearly half of these merely stock 
one or two items—usually spark 
plugs. Few in such coastal areas 
as Mobile and Corpus Christi ex- 
pressed any interest in such in- 
ventory. Some said “thank good- 
ness” and “thank God” after ad- 
vising they were not in that field. 

But a few wholesalers reported 
their experience had been most 
satisfactory, one of the most out- 
standing being the 35-year-old 
automotive firm of Hayes & Hop- 
son, Inc., at Asheville, N. C. (See 
page 72 for details.) 

A Coastal Georgia jobber re- 
ported his annual volume ranged 
above $25,000 in this activity. 

Some firms have been in the 
business for as long as 29 years. 
Profit margins range from 20 to 
30%, they said. 

A Central North Carolinian re- 
ported his company stocked only 
plugs and piston rings for the 
boating interests. 

“1958 should be a good year for 
motors, boats and accessories,” said 
one wholesaler. 

In general, those relatively few 
who were in the business reported 
expectations of the same volume 
this year as last year. Some have 
employed special salesmen and 
others use their automotive men. 

A West Coast Floridian re- 
ported: 

“We only carry parts for en- 
gines like spark plugs, points, con- 
densers and batteries. Also trailer 
hardware like hitches, balls, bump- 
er clamps and winches.” 

One jobber in Virginia said 
“about the only thing we don’t sell 
is outboard motors—as yet.” 

Boating and marine supplies ac- 
count for “only five per cent” of 
one West Coast Floridian’s over- 
all annual volume. Said the presi- 
dent: 

“While we do not handle boats 
or outboard motors, we do sell 
some of our rebuilt engines for in- 
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board use, by selling Lehman 
Econopower conversions and re- 
verse gears, which we have been 
agents for since 1952. 

“TI personally handle the deals 
in most cases, and our volume is 
increasing every year. With the 
tremendous interest being shown 
by the public in the last year or 
so, this could be a fairly profitable 


A Reader Su 


part of our motor-rebuilding busi- 
ness.” 


One well-known Oklahoma firm 


reported, “We are seriously con- 
sidering entering this field and 
will look forward to data and com- 
ments in your March issue.” 








making money is FUN with 


enter now! 
enter often! 
MOOG 
\\ PISTON RING 
CONTEST 


WIN ATRIP TO MEXICO! 
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MOOG SALES MANAGER'S MUSTACHE 


ENTER MOOG 
PISTON RING 


ee 


GUESS THE NUMBER OF HAIRS IN 





CONTEST 


BUY A SET OF MOOG RINGS ...ou and 
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pies 3 





LOOK for this card at your Jobber’s. 
Entry blanks are attached. 


BUY any set of Piston Rings from 
Moog’s complete line. 


GUESS how many hairs in Moog Sales 
Manager Claude Suttles’ mustache. 


SEND in a guess with boxtop of every 
set of Moog rings you buy before 
Aug. 31. More times you enter, the 
better your chances. 


WIN a 5-Day Trip to Mexico City 
and Acapulco next October. 


JOBBER SALESMEN AND COUNTER MEN ...YOU WIN, TOO! 


If your customer wins in the Moog Piston Ring Contest, 


you also win a trip to Mexico. 
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MOOG PISTON RINGS 


combinations for every 
pocketbook and preference 


MOOG INDUSTRIES, INC., ST. LOUIS 14, MO. 


SOUTHERN AUTOMOTIVE JOURNAL for March 1958 


X-PLUS REGULAR RINGS 


Cast Iron set without 
expanders for maximum 
economy. All cast iron 
expander type for en- 
gine rebuilding. And... 
regular steel segment 
type. 


CHROME OYL “EXTRA SERVICE” 


An improved set with 
chrome plated steel seg- 
ments and new design 
cast iron spacer for 
extra service, maximum 
oil control. 


EXCLUSIVE “CHROME PLUS” 


With revolutionary 
‘*break-in sheath.’’ 
Seats fast as cast iron, 
with wear of hard 
chrome. Chrome top 
rings and Chrome Oyl 
steel segments. Outper- 
forms any ring on the 
market! 





Warehouse Service Co., Inc., 
moved into this new home at 1035 
Grant St., S. E., in Atlanta, Ga., 
early this month. In addition to 
the 22,000 square feet of floor 
space, note the ample parking 
facilities and loading ramp. The 
brand-new structure is of brick 
and fireproof construction, with a 
special section for lacquers and 
other inflammable products. War- 
ren Malone, an aftermarket vet- 
eran, is the president. 


An inland Texan said his an- 
nual volume in this field aggre- 
gated $10,000 and he figured his 
58 volume would exceed last 
year’s by 50%. He uses a special 
salesman. His gross profit runs 
25%. 

A Missourian’s annual volume 
approximates $70,000. In his case 
he anticipated more volume this 
year through his special salesman. 
He’s been in the business 11 years. 

A South Carolinian, long an 
automotive wholesaler, com- 
mented: 

“We were in this 25 years ago. 
Not interested now, but realize it’s 
going over big with some.” 

A Central South Carolinian finds 
one per cent of his volume coming 
from boating. His automotive men 
have been handling the items for 
the last two years. 


Storm-Vulcan Elevates 
Johnson to Presidency 


paged Johnson, for the past 
year treasurer and_ general 
manager of Storm-Vulcan, Inc., 
Dallas, Texas, has been named 
president. 

For the past 11 years Johnson 
was treasurer and credit manager. 
Prior to his present appointment, 
the company was headed by an 
executive committee. In a special 
statement, Johnson said that re- 
search and product improvement 
have made the sales outlook for 
this year the best in the history of 
the company. 


Range Opens in Erwin, Tenn. 


Opening of a branch store at 108 
Union St., Erwin, Tenn., by Range 
Auto Parts, Johnson City, has 
been announced by President Ray- 
mond M. Long. The branch store 
will carry a stock of popular auto- 
motive merchandise, with daily 
deliveries on any parts or ma- 
chine shop service from the main 
store in Johnson City. 
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To Whom Do You 
Give Discount? 


ade an age-old story, but some 
customers of wholesalers haven’t 
been told about it. 

It’s the story of who is to blame 
for jobbers giving discounts to 
some persons who are not sup- 
posed to be entitled to them. 

A Texas garageman appealed in 
a letter to SAJ editors last month: 

“I would say that the jobbers 
are hurting small business by sell- 
ing to people who are not entitled 


to a discount. Please help us work 
on them.” 

Maybe the Texan doesn’t know 
that the garagemen sometimes put 
the jobber on the spot by sending 
friends by to pick up items which 
will be used by that friend. If the 
jobber phones to inquire, some 
garagemen have “blessed out” the 
caller for taking him away from 
a job to answer the query if the 
friend was supposed to get the 
same discount as the garage itself. 

Then some wholesalers haven’t 
been in a hurry to check the back- 





DEALERS! MAKE MORE MONEY! 
DEALERSHIPS AVAILABLE FOR NEW 1958 FrigiKing 
FASTEST-COOLING, FASTEST-SELLING REFRIGERATED AUTOMOBILE 
AIR CONDITIONING — HERE TO STAY! 


N 


\_LOW PRICE! 


1. 


i= 
-Y/ 


COMPLETELY COOLS STATION WAGONS & CONVERTIBLES, TOO! 


e EVERYONE CAN AFFORD! PRICED RIGHT FOR VOLUME SALES. 


MEETS ALL COMPETITION! 


EASY, FOOLPROOF INSTALLATION BY AVERAGE MECHANIC IN 
LESS THAN 4 HOURS. FACTORY TRAINING PROGRAM. 


FITS ALL POPULAR MAKES, MODELS. MORE FRIGIKINGS IN USE 
THAN ANY OTHER INDEPENDENT BRAND. 


FACTORY FURNISHES GOOD SALES AIDS. 


Write Joday FOR LITERATURE 


| 
PRICES, SPECIFICATIONS | 


NAME 





TITLE 





FIRM_ 





ADDRESS___ 





CITY AND STATE 
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BACK-PACKAGE-TRAY UNIT 
ALSO AVAILABLE 
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PIONEERS SINCE 1949 


FRIGIKAR CORPORATION 


1602 COCHRAN « DALLAS, TEXAS 
Riverside 1-1661 
CHRYSLER * CORVETTE DE SOTO 


VN * MERCURY * OLDSMOBILE * PACKARD 
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ground of some would-be custom- 
ers who say they’re shop operators, 
when maybe a tree is their “shop.” 

But what does constitute a 
“shop?” some jobbers have asked. 
From “shade trees” have come 
some good garagemen—and even 
a few wholesalers. 

What’s to be done about it? 
Maybe jobbers and their well- 
established customers should agree 
in black and white on who’s to get 
a discount and otherwise define 
each’s obligations to the other. 


Shreveport Operation Moves 


Creger and Marks Auto Supply, 
Shreveport, La., has moved to 
roomier quarters at 257 N. Market 
St. The operation is owned and op- 
erated by W. L. “Bill” Creger, 
who is president and general man- 
ager, and Edward Marks. Creger 
also owns Colquitt’s Spring and 
Brake Service in Shreveport and 
the A and B Spring and Brake 
Service in Longview, Texas. 


Southwest Automotive Branches 


Southwest Automotive Ware- 
house, Inc., Lubbock, Texas, will 
open a branch operation in Albu- 
querque, N. M., with former terri- 
tory salesman Bill Strawn as man- 
ager. Hilton Jones, who has been 
counter salesman for the Lubbock 
firm, was named city salesman 
while R. G. Box has been elevated 
to head counterman. 


Lafayette Gets Parts Firm 


Construction is underway on a 
building to house a new parts 
business, Automotive Industrial 
Warehouse Distributors, scheduled 
to open soon in Lafayette, La. 
Edward Stilley, former manager of 
Harold’s, Inc., New Iberia, will be 
general manager. Perry Comeaux 
will replace Stilley at Harold’s. 


Anthes Appoints Wagner 


Anthes Force Oiler Co. of Fort 
Madison, Iowa, has appointed G. 
C. “Jerry” Wagner general sales 
manager. Before joining the com- 
pany as assistant sales manager in 
1955, Wagner was a sales repre- 
sentative with Standard Oil Co. 


Texas Firm Opens Branch 


Motor Supply Co., Marshall, 
Texas, opened a branch in Daing- 
erfield last month. Ed Fyffe, who 
formerly worked in the Marshall 
store, is manager. 
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Mel Turner, curriculum director 
for the automotive vocational pro- 
gram of National Standard Paris 
Association and a veteran Chicago 
garage operator, addressed a re- 
cent meeting of wholesalers and 
their sales personnel at Kansas 
City. He said that less than 1,100 
high school pupils in Missouri 
were studying automotive courses 
and urged his listeners to interest 
more young men in this field. Cal 
Loving, manager of the Automo- 
tive Trades Association of Greater 
Kansas City, assisted in arranging 
for the program. 


Texan Gets Sales Award 
From World Bestos 


F” an outstanding sales record 
in ’57, J. P. Mycue of Dallas, 
Texas, was recently singled out for 
honors by World Bestos and 
elected to its exclusive organiza- 
tion of “Wheels.” 

Mycue’s award was made in 
conjunction with a three-day sales 
meeting of the replacement sales 
division at World Bestos head- 
quarters in New Castle, Ind. Re- 
placement Sales Manager J. W. 
Greenen conducted the meeting 
and reported substantial gains in 
brake lining sales for 1957. 


Wells Mfg. Appoints Sadoff 


Ben Sadoff is now devoting his 
full time as board chairman of 
Wells Manufacturing Corp., Fond 
du Lac, Wis. Sadoff resigned as 
president of Airtex Products, Inc., 
Fairfield, Ill., in January, with his 
interest sold to the United Indus- 
trial Syndicate of New York. 


Parts Rebuilders Set Date 


The annual- convention and 
trade show of the Automotive 
Parts Rebuilders Association will 
be held Aug. 27-30 at the Conrad 
Hilton Hotel in Chicago, Executive 
Secretary Nathan M. Roberts an- 
nounced. 
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Ideal’s drawbar is 
instantly removable 
when not in use 


5/0" 
5 


Removable bushing accommodates 
or 34” Ball Bolt. 


Reversible ball platform, to raise or 
lower tongue level. 


Contour front bracket insures tight fit 
to bumper. 


One-piece frame bracket — no spacer 
nuts to loosen. 


Comes assembled, ready to install. 
No special tools or welding needed. 


PLUS 
BRIGHT NEW PACKAGING 


Ideal “sells” on the shelf. 
Clear instructions are on 
the box. 

You'll want to stock 
Ideal’s line because 


In Design . . . In Packaging . . . For Profit 
IDEAL LEADS THE WAY 


Write for complete literature and prices 


MFG. CO. 
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They depend on you... for shocks, too! 


2 ae baa a EE 


The safety of hundreds of families depends on you — and the 
service you give their cars. Be sure your service includes their 
shocks, too. 

Checking shock absorbers is as important to the safety and com- 
fort of your customers as any other service you perform. Re- 
mind them that shock absorbers wear out, just like any other 
critical part. And point out the importance of driving on good 
shocks. You’ll gain more satisfied customers, make extra profits, too. 


And when you replace shocks, get 


COMBA MCN ID)sam (0° 2 dependable ride 


THE GOLDEN GLIDE 
SHOCK ABSORBER CO. 


shock absorbers CLEVELAND, OHIO 








A carload shipment containing 
nearly a million McCord gaskets, 
said to be one of the largest ship- 
ments of gaskets to the South, has 
been received at the new location 
of Southeast Gasket Warehouse at 
999 Spring St., N. W., Atlanta, Ga. 
The entire building is devoted to 
the stocking of gaskets and oil 
seals. 


Speakers, at Last, 
Are De-Wound 


PEAKERS faced a threat of being 
de-wound at one convention 
last month. 

At the 34th annual meeting of 
National Standard Parts Associa- 
tion at the Ambassador Hotel in 
Los Angeles, a traffic signal, in- 
stalled at the rear of the meeting 
hall, flashed green to start the 
speaker, amber to warn him he 
had five minutes to cease and red 
to order him to stop. 

To make sure the speaker didn’t 
overrun the red, a bell would 
clang! 


Floridian Discovers 
Builder of Sales 


Salles you going to kick sales 
up to meet ever-rising over- 
head? 

A well-known South Florida 
executive reported last month: 

“January 1958 sales volume was 
better than 10% ahead of January 
1957. We rather attribute this to 
moving into our own store in a 
better location, with plenty of 
parking space right up and even 
inside the store.” 

A number of firms have found 
that drive-in or drive-through fa- 
cilities have kicked up volume. 


Kansans to Meet May 28-29 


The 27th annual convention of 
the Kansas Motor Car Dealers As- 
sociation will be held May 28-29 
at the Town House Hotel in Kansas 
City, Kan., Secretary - Manager 
Roscoe Hambric announced. Fred- 
erick J. Bell, executive vice-presi- 
dent of NADA, will be among the 
speakers on the program. 


Greenville, $.C., Chooses Powers 


Roscoe Powers of Roscoe Powers, 
Inc., is the new president of the 
Greenville (S.C.) Automobile 
Dealers Association. Boggs Atta- 
way of Attaway-Easterlin, Inc., is 
vice-president and Jack Hambright 
is secretary-treasurer. 
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“The automotive wholesaler is in 
the best position of anyone I know 
to weather a recession, and that’s 
what we are in,” Jay T. Davis, The 
Motor Parts Co., Corpus Christi, 
Texas, said last month in his ad- 
dress as president of Motor and 
Equipment Wholesalers Associa- 
tion at the annual convention in 
Los Angeles. A past president of 
the Automotive Wholesalers of 
Texas, he predicted that Ameri- 
cans would buy fewer cars this 
year and that they would there- 
fore “keep their cars in good con- 
dition.” 


Texas Firm Hires Two 


Harvey-Merrithew Co. of Dallas, 
Texas, has appointed two new 
salesmen, Dennis H. Lynch, for- 
merly with Wilkening Mfg. Co., 
and W. A. “Bill” Gunn, Jr., for- 
merly with Continental Piston 
Ring Co. Lynch is covering the 
South Texas territory, while Gunn 
handles a portion of East Texas, 
Arkansas and Louisiana. 


Tourne Takes on New Business 


Paul D. Tourne, Sr., owner of 
Tourne Auto Parts, Hobbs, N. M., 
has expanded into another field of 
business with Mustang Aviation, 
Inec., specializing in instruction, 
maintenance, sales and crop dust- 
ing. 


Virginian Opens Branch 


Condrey Motor Parts, Inc., Rich- 
mond, Va., has opened a store at 
1603 Petersburg Pike, bearing the 
same name as the parent firm, 
Vice-President and General Man- 
ager J. A. Richardson announced. 


Dallas Firm Moves 


Dallas Automotive Equipment 
Co., Dallas, Texas, has moved to 
3923 Main St. in order to give bet- 
ter service. A complete paint-spray 
room has been added. 
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Missourian Adds Machine Shop 


Arl J. Dillman & Son, Inc., 
Caruthersville, Mo., has added a 
20’ x 80’ machine shop adjoining 
its present location and increased 
shop services, Sales Manager R. J. 
Baker announced. 


Champion Auto Supply Co., 
Oklahoma City, Okla., has become 
state distributor for Fenton “Hush 
Tone” mufflers and custom acces- 
sories, and has also added Toledo 
Steel Products lines, according to 


Vice-President Irving Sirotkin. 

Sealed Power rings have been 
added to the line of Bowman Auto 
Parts Co., Fort Valley, Ga., ac- 
cording to E. Lavender. 

“Our new man is Virgil Clem- 
ents,” announced Ben Leva, owner 
of Leva Auto Supply, Lawton, 
Okla. 


a _ i 
Delco batteries have been added 
by Leva Auto Supply, Lawton, 
Okla., Owner Ben Leva announced. 








YOU get More for YOUR Money 
in o QeeeefLe. Air Compressor 
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AUTO LFTS 
SINGLE AND 
Two POST 


For complete 
information 
write for 
Catalog #C-100. 


1. Positive Unloader unloads compressor when- 
ever it stops . . . Not affected by power failure. 


2. Fully enclosed Vacuum Type Crankcase... 


keeps oil in—keeps dirt out. 


INDUSTRIAL 
AIR COMPRESSORS 


3. Other Important Features—Timken Main 
Bearings; Adjustable, Centro-Ring, Pressure 
Oiling; Curtis-Built ASME Tank with ASME 


Safety Valve. 


And 104 years of manufacturing experience 


““built-in’’, 
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MANUFACTURING CO. 


PNEUMATIC DIVISION 
St. Louis 20, Mo. 


cm-19 1938 Kienlen Ave. 


PACKAGED AND 
REMOTE AIR 
CONDITIONING 
EQUIPMENT 


Want more facts? Use Reader Service Card Page 141 























ARMORED |DELIVERY 
CORPORATION 











r 





“THANKS FOR THE QUICK REPAIRS. 
NOW THEN— GOT CHANGE FOR 
A THOUSAND DOLLARS ?" 


motor jobs turn out sweeter 
when you install... 


Nanliey 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 
Co., Dallas. 





Leaders in the GAWA meeting in 
Atlanta March 1 included these 
officials on the front row (lL. to r.): 
Thomas S. Perry of Atlanta; Henry 
S. Clark, the new manager; Jack 
Verner of Decatur, GAWA presi- 
dent: Thomas C, Brown, president 
of B-6; Keith Broyles, manager of 
the Automotive Wholesalers of 
Tennessee; Ernest G. Spuhler and 
Robert Perrin, both of Atlanta and 
both past presidents of the state 
association. 


Henry Clark Becomes 
Georgia's Manager 


He S. Clark of Atlanta, vet- 
eran aftermarket executive 
and a past president of Automo- 
tive Booster Club International, 
has become executive secretary of 
the Georgia Automotive Wholesal- 
ers Association. 

This was revealed at a jobber- 
Booster-AAR meeting in Atlanta 
March 1. The enthusiasm of whole- 
salers and aftermarket representa- 
tives over his acceptance was in- 
dicated by the standing ovation 
paid him as he stood up to address 
the meeting. It reflected, too, his 
prestige. 

Founder of the well-known Hen- 
ry S. Clark Co., manufacturers’ 
representatives, Clark asserted that 
a lot of work would be required to 
bring in members for GAWA. 


Executive Secretary Clark 
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You're a jump ahead with AjustOmatics! 


Gabriel AjustOmatic Shock Absorbers let you tailor 
your customer’s ride to his preference . . . normal, for 
regular driving—soft, for city driving—firm, for high- 
way driving. 

AjustOmatics provide greater roadability—on any 
car, under any driving condition. You adjust the shocks 
when you install them .. . simply, easily. And the 

Tate these bum in etride 


--fera safer ride 
GO GABRIEL! 


Start today... 
the Gabriel way! 


This compact, eye-catching 
shock reminder—FREE! It goes 


pree 
Hock 
were 


right to work for you... sells 
everyone who drives in. Call | CSkspricl 





your Gabriel jobber. SHOCK ABSORBERS 
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driver gets the ride best suited to his driving habits — 

whatever he drives, wherever he drives. AjustOmatics 

assure him of safer, more positive control, and greater 

riding comfort—assure you of greater profits, too. 
Get the jump on shock sales now with “the only com- 

plete line” — go Gabriel, with AjustOmatics. 

THE GABRIEL COMPANY, CLEVELAND 15, OHIO 


Cabriel 


SHOCK ABSORBERS 
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Fast Growth of Oklahoma Group 
Includes Training of 444 Mechanics 


By Baron Creager 
Southwestern Editor 


EMBERS of the Automotive 
Wholesalers of Oklahoma— 
undoubtedly the  aftermarket’s 
fastest-growing state organization 
—met in annual convention in 
Oklahoma City Feb. 8 and 9 and 


added up this dazzling score of ac- 
complishments in exactly three 
years of existence: 

Increased membership by al- 
most 500% since the organization 
convention in February of 1955. 





The Only Brake Fluid Made That 
WON’T BOIL sat 400° rs 





400 


EXTRA 


HEAVY-DUTY 


BRAKE FLUID 


ANTICIPATES 
MEETS 


& SURPASSES 


proposed new SAE regulations. 
Conforms to SAE 7OR1 .. . sets 
the pace for proposed SAE 70R3. 


GUARANTEES 
exclusive new safety for 
YOUR customers. 


EASY TO STOCK 
in 8 sizes: 
12-0z., Pint, Quart, 

1, 2%, 5, 30 and 
54-Gallon Sizes. 


EXTRA 
PROTECTION 
AGAINST 
BRAKE FAILURE 


EXTRA 

SAFETY FROM 

VAPOR LOCK 

Won't Boil under 400° F 
Flows down to 60° F 
below zero 


Write for Catalog Sheets Today 


THE BELL CO., 
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Trained a total of 444 mechanics 
in automatic transmission and 
tune-up since September of 1955 
through a sponsored mobile school. 

Developed a group hospitaliza- 
tion and life insurance plan with 
$2,785,000 in force among mem- 
bers and an expansion scheduled 
for this year. 

Although it was the fourth an- 
nual convention of this associa- 
tion, the first was the organization 
meeting attended by 35 whole- 
salers who became charter mem- 
bers. At convention time this yea 
there were 197 members compared 
with 164 last year and the associa- 
tion has hopes of soon reaching its 
potential of 300. 

Another sign of strength was an 
enlarged booth conference, which 
outgrew hotel facilities in which 
it was introduced a year ago, and 
was moved to the Oklahoma City 
Municipal Auditorium. Here 77 
manufacturers’ representatives, a- 
gents and/or distributors had an 
opportunity to confer with the 165 
wholesalers and 116 key personnel 
attending. Total registration, 
counting factory men, was 454 and 
the single social function, a din- 
ner dance, attracted 315. 


Capacity Attendance Drawn 


In the auditorium, teo, one area 
was curtained off and equipped 
with stage, rostrum and chairs fo! 
the one business session that drew 
capacity attendance. 

After the delegates were wel- 
comed through brief remarks by 
President Vernon Kleier, Ponca 
Automotive, Ponca City, commit- 
tee and association reports un- 
veiled AWO’s accomplishments. 

Joe Owens and his insurance 
committee reviewed this activity. 
Owens, committee chairman and 
owner of the Owens Supply Co., 
Enid, was first association presi- 
dent and served for two terms. 
The committee reported addition 
of major medical coverage to in- 
surance protection and announced 
new group liability protection, in- 
cluding workmen’s compensation 
and fire. 

C. A. “Cy” Waste, retiring di- 
rector, Standard Motor Supply, 
Tulsa, reported that between 
March 1, 1957, and Feb. 8, 172 me- 
chanic-students had been trained 
in automatic transmission and 
tune-up in a total of 16 different 
cities. This training is made possi- 
ble through a mobile school unde: 
direction of the Oklahoma State 
University’s School of Technical 
Training at Okmulgee. 

Tune-up instruction did not be- 
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The Automotive Wholesalers of 
Oklahoma chose Bobby Thompson, 
Ada Auto Supply, Ada (seated, 
second from right), as president to 
succeed Vernon Kleier of Ponca 
City (second from left). Others 
seated are: Director D. Wayne 
Sledge of Duncan (extreme left), 
the retiring secretary-treasurer; 
Howard Thomas of Pryor (center), 
secretary -treasurer, and Tom 
Payne of Okmulgee (extreme 
right), executive secretary. Stand- 
ing are (l. to r.): Directors Roy 
Sauerman of Lawton and James 
Duncan of Cherokee, both re- 
elected: George Roysden of Tulsa, 
new vice-president; Directors Ed 
Renier of Oklahoma City and 
Virgil Cowherd of Elk City. Lester 
Cook of Enid and John M. Yantis 
of McAlester, directors, were not 
present for the photograph. 


gin until September 1957, but the 
transmission school was launched 
two years previously. Since Sep- 
tember 1955, there have been 42 
classes of instruction 

Tom Payne, the association’s 
executive secretary, produced the 
figures on membership and 
growth. Payne is a state senator 
from Okmulgee, has been in auto- 
motive wholesaling and has been 
frequently mentioned as Demo- 
cratic candidate for nomination 
for governor. 

He told the convention that he 
credits rapid growth of the as- 
sociation to “many tangible bene- 
fits for members and the policy of 
giving members some monetary 
return for their dues dollars.” He 
added that in many instances as- 
sociation membership has actually 
been free to the individual be- 
cause of money saved through as- 
sociation services. He evaluated 
influential factors in association 
progress in this order: 1.—Insur- 
ance program. 2.—The mobile 
school. 3.—State-wide collection 
service for members. 

E. F. Duniven of Dallas, repre- 
senting Perfect Circle Corp., 
showed a series of slides dealing 
humorously with the sales prob- 
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lem in the industry. 

Both the association and the one 
principal speaker, Dr. William H. 
“Bill” Alexander of Oklahoma 
City, were embarrassed when the 
speaker did not appear for his ad- 
dress. It was reported that a hur- 
ried telephone call to Alexander 
found him in pajamas with the ex- 
planation that he had forgotten 
the engagement. The convention 
waited until he could dress and 
keep his date. He recently re- 
signed as pastor of the First Pres- 
byterian church in Oklahoma City. 


Although it had no part in the 
convention program, the proposed 
motor vehicle inspection law for 
Oklahoma is not an entirely dead 
issue, according to informal dis- 
cussion among members during 
the convention. 

It is true that sponsors of the in- 
spection measure withdrew their 
bill from committee at the last 
session. This was because the 
cards were stacked too heavily 
against the proposal and, apparent- 
ly, it had no chance. 

So sponsors chose to withdraw 
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the bill, rather than have it beaten. 
It is reported they will try again 
at the next session of the legisla- 
ture, 


Warner Patterson Names 
McNeily and Fox 


OBERT M. McNeily and Irvin J. 
Fox have been named vice- 
presidents in charge of sales and 
marketing, respectively, of Warner 
Patterson Co., Chicago, according 
to J. H. Cattell, company president. 
MecNeily, former sales manager 
and treasurer, will continue as a 
director and treasurer. Fox was 
former promotion and sales re- 
search manager. 


Wilkening Ups Monie 


Promotion of Don J. Monie to 
assistant sales manager, automo- 
tive replacement division, of Wil- 
kening Mfg. Co., Philadelphia, Pa., 
has been announced by Sales Man- 
ager Ralph W. Doherty. Head- 
quartering in Kansas City, Mo., 
Monie will be responsible for the 
Midwest. He succeeds Leslie Bobo, 
who is now sales manager of J. S. 
Connell Co., Dallas, Texas. 


Exide Names Ferguson 


Appointment of William H. Fer- 
guson as sales supervisor of Exide 
Automotive Division’s northeast 
region, assisting Regional Sales 
Manager C. Connell, has been an- 
nounced by Sales Manager William 
Miller. Ferguson’s territory in- 
cludes Delaware, Maryland, Vir- 
ginia and portions of West Vir- 
ginia and North Carolina. 


Alabama Firm Changes Two 


Craig Supply Co., Tuscaloosa, 
Ala., has promoted Albert McGee 
to manager of its No. 3 store. 
Jimmy Warren, former manager 
of its No. 2 store, has returned 
from the Navy and is traveling a 
territory, according to General 
Manager Joe A. Craig. 


Eichholz of MEMA Dies 


Albert Howard “Al” Ejichholz, 
who had been general manager of 
Motor and Equipment Manufactur- 
ers Association for the last 28 
years, died suddenly last month. 


Pullman vacuum cleaners have 
been added to the line of Craig 
Supply Co., Tuscaloosa, Ala., Gen- 
eral Manager Joe A. Craig an- 
nounced. 
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Jacksonville jobbers obtained a 
first-hand report on the status of 
various projects of Florida Auto- 
motive Wholesalers Association 
during a regiona] luncheon meet- 
ing February 19 at Jacksonville's 
famous Lobster House. The city’s 
impressive skyline formed a back- 
drop as these conferees lined up 
before the camera (1, to r.): R. E. 
Horton, The Horton Co.; A. E. 
Firesheets, Willo Battery & Parts; 
Joe Kehoe, Consolidated Automo- 
tive: Warren A. Birt, Jr., Warren 
A. Birt, Sr., Southeast Wheel & 
Rim; Frank Kirby, Adams Auto- 
motive: Edgar H. Rogers, Jr.. 
United Warehouse, Inc.; J. M. War- 
ren, Jr., The Horton Co.; Ellis Hit- 
zing, Ellis Auto Parts, FAWA di- 
rector and emcee; F. A. Tatum, 
Genuine Parts Co.; J. E. Baker, 
Roosevelt Auto Parts; A. H. Grave- 
sen, Willo Battery & Parts; J. C. 
McElroy, McElroy’s, Inc.; C. B. 
Loop, United Warehouse, Inc.; 
Herb Harris, H & H Auto Parts: 
I. L. Schemer, Automotive Sup- 
plies Co. (lower front); Ben Carlin, 
King Sales Co. (above); Chas. H. 
“Chuck” Davis, executive secre- 
tary, FAWA, and H. H. Crum, Ar- 
lington Auto Parts. 
a 


William L. Deese (left), MarPro 
district sales manager in the 
North Carolina-Virginia-West Vir- 
ginia area, receives an award for 
outstanding sales achievement in 
1957 from Southeastern Division 
Sales Manager J. L. Woodhead 
(right). Presentation was made at 
a recent national sales meeting in 
Chicago, at which Woodhead also 
received an award for outstanding 
leadership in sales direction. 





Cushion? 


ABSORBERS 


are now available to American car owners for 
an entirely new concept in quality riding— 
safest comfort and smoothest performance at 
all speeds. 


AUTOMATIC COOLING, created by the ex- 
clusive circulating oil design, makes the big 
difference between an ordinary ride and the 
ARMSTRONG ride . . . another reason why 
ARMSTRONG is standard equipment on 80% 
of British built cars, and Continental cars too. 


Remember, all shocks are not the same, some 
run hot and cause oil to thin out for decreased 
shock action at high speeds and on rough roads. 
But with Armstrong Cushioned Ride Shocks, less 
heat builds up—oil maintains its body and you get 
automatic cooling with a shock action that is 
steady at all loads, roads and speeds. 


So sell “the ride of your life,"’ seli the quality 
shock absorber—ARMSTRONG. Millions in serv- 
ice. No more in price. Armst?®mg offers the most 
complete line of shock absorbers.in the world— 
chosen as original equipmentsby mote aufomobile 
makers than any other. 7" 


Armstrong offers dealers’a totally new product, 
an exclusive new ‘‘Double Action” Design, for 
greater-replacement sales, 


Armstrong offers jobbers greater sales and pfofits 
with the world's most complete line. American, 
British, European cars, trucks, buses and motor- 
cycles ... plus a QUALITY never before seen in 
this country. ~ 


SHOCK 


Write for complete details on this out- 
standing shock absorber at a compet- 
itive price forgreater demand—greater 


Profits for you. 


ARMSTRONG HYDRAULICS, INC. 


567 E. ILLINOIS ST., CHICAGO 11, ILL. 
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Turning Collector for Customers 


Eased Past Dues for This Firm 
By S. R. ROBINSON 


Advertising Manager, Grey-Rock Division, 
Raybestos-Manhattan, Inc., Manheim, Pa. 


ET’s see what you can do to help 

dealers on credits and collec- 

tions. Here’s a case history—and 
it’s a good one. 

This particular wholesaler — an 
MEWA member — was having 
trouble with past-due accounts. In 
checking his records he found that 
these accounts were “repeaters’”— 
were constantly past due. 

Usually the amount past due 
was way out of proportion to the 
value of property owned by the 
dealer and the volume of business 
received from him. 

Checking what had been done in 
the past to collect from this type 
of account, the wholesaler found 
that so-called standard procedure 
—salesmen’s calls, collection let- 
ters, personal calls by manage- 
ment, and finally legal action— 
hadn’t paid off. A new approach 


was needed, because the methods 
used hadn’t collected the money 
and certainly hadn’t endeared the 
wholesaler with the dealer. 

What to do? 

Realizing he couldn’t collect 
from his dealer, if the dealer 
wouldn’t or couldn’t collect from 
his customer, he came up with this 
plan: 

Call personally on al] delinquent 
dealer accounts, see how they felt 
about the accounts and, if pos- 
sible, check the dealer’s accounts 
receivable. 

In most cases the dealers were 
appreciative. Those reluctant to 
cooperate at the beginning have 
since come around. The action 
taken in behalf of the dealer was 
entirely up to the dealer. This was 
a new approach. Dealers, generally, 
were glad to have the wholesaler 





FREE 
shows easy, quick way to make perfect re- 
pairs on all tubeless tires and tubes. 
WRITE FOR IT! 


ACE RUBBER COMPANY 
BOX 6147 


Want more facts? Use Reader Service Card Page 141 


Vio BEST 


Many cases of tread separa- 
tion and blowout failures of 
tubeless tires are due to im- 
proper repair methods. Surest, 
safest way is with ACE hot 
vulcanizing patches. 


The complete 
ACE-HIGH line 
has everything 


lliustrated Recommendation Card 


DALLAS, TEXAS 





Excerpts from an address last 

month before the annual conven- 

tion of Motor and Equipment 

Wholesalers Association at Los 
Angeles. 


take over the time-consuming job 
of trying to collect their past-due 
accounts. 

Here’s what happened when one 
dealer gave this wholesaler his 12 
worst accounts, and said the whole- 
saler could have everything col- 
lected. The total owed the dealer 
was well over what the dealer 
owed the wholesaler. 

After finding out what had been 
done, and what the dealer thought 
should be done, the wholesaler 
wrote personal letters to the deal- 
er’s 12 accounts, explaining the 
dealer was indebted to him—the 
wholesaler—and in an effort to 
clear this up, had asked for the 
wholesaler’s help in collecting. Be- 
lieve it or not, it brought full pay- 
ment from four and promises from 
three others. Over one-third the 
money due the wholesaler had al- 
ready been collected. 

Waiting a reasonable length of 
time, the wholesaler again con- 
tacted the remaining five—by let- 
ter, or in person—and attempted 
to arrange payment plans. Only 
two of the five came through. 

More stringent methods were 
necessary, but the dealer was con- 
tacted to get his go ahead before 
anything was done. Since all of the 
accounts were well over two years 
old, it seemed logical to take legal 
action. But the wholesaler didn’t 
want to lose customers for his 
dealer. So he had his attorney write 
a friendly letter to the delinquents 
asking for payment. Two more of 
the original 12 paid off. That left 
only one to go. 

Legal action was finally taken, 
and a partial payment was rea- 
lized. The dealer’s ‘‘dead’’ file has 
been cleared and reactivated. His 
account with the wholesaler is 
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current, and relations are better 
than at any time in the past. 

Results aren’t always 100% suc- 
cessful, but it has done two things. 
It has shown dealers that bad ac- 
counts can be collected without 
going to a collection agency. It has 
made both dealer and wholesaler 
realize the business they both lose 
by not keeping accounts current. 
It’s an old but true saying that the 
past-due account takes his cash 
business across the street, and it 
has yet to be proven wrong. 


Dayton Rubber Ups Two 


M. C. Miller and H. H. Edmond- 
son, Jr., have been appointed dis- 
trict managers for Dayton Rubber 
Co.’s automotive wholesaler di- 
vision, Sales Manager R. G. Roney 
announced. With headquarters in 
New Orleans, Miller will cover 
Louisiana and eastern Texas. Ed- 
mondson, with Lubbock headquar- 
ters, will cover the Texas Pan- 
handle, New Mexico and a part of 
Oklahoma. 


Southerners Attend Show 
A heavy sprinkling of Southern- 


ers attended the Pacific Automo- 
tive Show, which was held last 


New and retiring officers of Motor and Equipment Wholesalers Associ- 
ation include (1. to r.): front row, Jay T. Davis of Corpus Christi, Texas, 
retiring president; A. J. “Orrie’” Thompson of Seattle, Wash., president: 
Virgil C. Smith of Ann Arbor, Mich., director; J. Frank Enterline of 
Sunbury, Pa., retiring secretary: back row, Bruce B. Cameron of Wil- 
mington, N. C., retiring director: James E. Lang of Fort Wayne, Ind., 
retiring treasurer; Louis J. Cresta of San Francisco, treasurer: J. A. 
Bryant of Bowling Green, Ky., vice-president (and normally could be 
expected to be advanced to president next year), and J. P. Farber of 
Rochester, N. Y., secretary. New directors are D, N. Brown of Bedford. 
Pa., B. A. Spitzer of Denver, Colo., Frank J. Novak of Chicago and John 
F. Midyette of Richmond, Va. B. W. “Whit” Ruark is the veteran genera! 
manager. Hundreds of members from over the country attended the 
convention, a prelude to the Pacific Automotive Show, which attracted 


month at Los Angeles, with South- 


more than 400 manufacturers occupying more than 750 booths. 


westerners particularly on hand 





Here’s ALL YOU NEED to 
REPAIR your HYDRAULIC JACK! 


HYDRAULIC 


JACK REPAIR KITS & JACK OIL 


JACK-PACK repair kits contain easy-to-follow instructions and all 
the packings necessary to make your jack work like new. And, be 
sure to use JACK-PACK hydraulic jack oil. It's the only oil with 
complete instructions for filling and bleeding your jack on the can. 


Try a JACK-PACK! 


@ No more big jack repair bills. 

@ No more high freight charges. 

@ No more long equipment tie-ups. 
Write today for free folder: 


MFG. COMPANY 
2115 No. Marianna Ave., Los Angeles 32, Calif. 


ORDER FROM YOUR JOBBER! 


aA et Money... 


jack 
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Carburetor 
and Parts Cleaner 


The Original Self- 
Emulsifying Solvent 











LAWRENCE, MASSACHUSETTS ~ 





HERE'S HOW TO REALLY 
CLEAN ENGINES 
...at a Profit 


t7 INSIDE... GUNK® Hydro-Seal is 
an immersion compound that strips hard 
carbon, varnish and gums from cylinder 
heads, carburetors, engine parts safely, 
easily and completely clean right to the 
bare metal. After cold immersion, parts 
can be rinse-cleaned with a water spray. 
Forms its own surface seal, preventing 
evaporation of solvent vapors. Hydro- 
Seal is the fastest-acting and most effi- 
cient self-scouring solvent for all engine 
parts. 


7 AND OUTSIDE . . . GUNK Super- 
Concentrate is a heavy-duty degreaser 
and emulsifier that can be sprayed, 
brushed or wiped on engines and ma- 
chinery and then hosed off with clear 
water. Result: GUNK'S self-scouring ac- 
tlon has produced a factory-new ap- 
pearance. It is one of the most remark- 
able and successful emulsifying degreas- 
ing solvents on the market. No toxic 
vapors, non-caustic, safe to skin. 


“CURRAN 


GC Ff a Fe BS AS 
(Home Office) South Canal St. <CPlonts > GUNK Chicago pls. 


Chicago 38 (Licensee) 
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IT TAKES TIME and PERSEVERANCE TO 
BUILD GOOD CUSTOMER RELATIONS ! 


ONLY PARTS and MATERIALS THAT CONTRIBUTE 
DIRECTLY TO THIS END SHOULD BE USED 


Thousands of Brake and Service Operators 
Throughout the Country are Using... 


—*=— TRU-TORQUE | NOW — Cylinder head, 


' Safety Cups for Wheel Cylinders... Manifold Valve Grinding 
as one of their principal tools 
to insure good, trouble-free 3 . 
functioning of the hydraulic and Overhaul Sets com 
system on their brake jobs. 


Operators have learned that 
they can depend on TRU- 
TORQUE to insure perfect 
functioning of the hidden parts 
in wheel cylinders throughout 
the life of their brake jobs. 


Ask your jobber about our THE VELLUMOID COMPANY 


economical cabinet 
assortment! Worcester, Massachusetts 


plete the Vellumoid Line. 




















DEPENDABLE BATTERIES 


for more than 30 years 


InMA APPROVED ’ , 
Automotive, Marine, Motorcycle, 


Aircraft. 
We OUTSELL... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes . . . Automotive, Industrial 
and Railroad 


my YOCAM BATTERIES, Inc. 


Re S 
Ae a os Ny 

SE Ree 

X TATA Tampa, Fla. 
— ~S N> \y 





Service Branches in Tampa, Miami, Jacksonville and 


. 
ey ba Ny 


we 


yy RSS \ S Pensacola, Fla., Macon, Ga., and Prattville, Ala. 
\ eS i ’ WASH AN ENTIRE ENGINE BLOCK 


“e “\’— Sa | OR 200 LBS. OF PARTS... 








GET YOUR SHARE OF REPLACEMENTS 1, gan 
WITH THIS PROFIT-MAKING PROPOSITION | | —4)aeee==/ Mite 


¢ THE FINEST POSSIBLE REBUILT UNIT. 1 we “SG 
¢ HANDSOME PROFIT ON EVERY EXCHANGE. : A : AGITATED 
¢ UNCONDITIONAL NEW UNIT GUARANTEE. a aanman Greases costes 
WE ALSO SELL DISTRIBUTORS AND VOLTAGE REGULATORS F Write for Literature 
SEND TODAY FOR CATALOGS AND PRICE SHEETS af : grica’s Foremost Producer of Pa Equipment 
AMERICAN CARBURETOR CO. PRACTICAL MFG. CO. 


'U. S. DEPT. OF COMMERCE 232 13th AVE., NEWARK 3, N. J 2840 4TH AVE. S. + MINNEAPOLIS, MINN. 





rts Cleaning 
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Reynolds of Houston Takes Helm 


Of NSPA; 


OHN Reynolds, vice-president of 

Straus-Frank Co., Houston, 
Texas, was elevated from the 
senior vice-presidency to presi- 
dency of National Standard Parts 
Association last month at the an- 
nual convention at Los Angeles. 
He succeeded Edward Gammie of 
Victor Mfg. & Gasket Co., Chicago. 

Age 43, Reynolds is the youngest 
president in NSPA’s history. 

James A. Wheatley, Jr., sales 
manager of Grey-Rock Division of 
Raybestos-Manhattan, Inc., and a 
one-time Southeastern factory ex- 
ecutive, was moved up from junior 
to senior vice-president. 

Victor L. Toft of Sidles Co., 
Omaha, Neb., was chosen junior 
vice-president. 

New directors are: 

Wholesalers—L. T. White, Jr., of 
Motor Bearings & Parts Co., Ral- 
eigh (who is president of the North 
Carolina Automotive Wholesalers 
Association), Chester Klein of New 
York City and A. L. Levine of 
Lowell, Mass. 





GENERATORS 
STARTERS 
and 
ARMATURES 
of highest quality 


THE VMC SYSTEM 
Established 1938 
and 
composed of independent 
rebuilders throughout 

the country using 

uniformly high standards 
in rebuilding 


QUALITY VMC UNITS 
THE YMC SYSTEM 





SOUTHERN AUTOMOTIVE JOURNAL for March 1958 


White Is Director 


Top: President Reynolds 
Center: Vice-Pres. Wheatley 
Bottom: Director L. T. White, Jr. 


Manufacturers—Roger S. Heid- 
enheim of McQuay-Norris Mfg. 
Co., St. Louis, Mo., Wayne Rapp of 
Walker Marketing Corp., Racine, 
Wis., and E. N. Robinson of Stew- 
art-Warner Corp., Chicago. 

J. L. “Jack” Wiggins is the vet- 
eran executive vice-president. 


Kelite Promotes Hazel 


Robert G. Hazel has been pro- 
moted to district sales manager by 
Kelite Corp. to head up sales in 
the Beaumont, Texas, area, accord- 
ing to Marketing Director William 
Sorensen. 
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FRICTION CONTROLLED 


AATCC AL 


... Skilfully bonded 
by an experienced 
independent bonder 
in your area! 





National is brass-chip impreg- 
nated for better heat dissipation, 
gives longer service because it’s 
friction controlled. Extremely 
dense composition affords 
dependable braking in all 
weather 


Write now for details! 


NATIONAL BRAKE BLOCK 
COMPANY 


Since 1919 
37-17 57th STREET, WOODSIDE 77, N. Y. 
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Automotive NEWS BRIEFS 


{Continued from page 15) 





13 Southern GM Dealers 
Meet on Council 


© peng Motors president’s deal- 
er advisory committee, com- 
prised of GM dealers from 38 
representative American cities, 
met recently in Detroit to discuss 
factory-dealer policies and other 
matters of mutual interest with 
top GM executives. 

Committee members in attend- 
ance from the South included: 
Charles H. Bradshaw, Central 
Chevrolet, Atlanta, Ga.; Troy R. 
Douthit, Douthit-Carroll-San Chez 
Co., Memphis, Tenn.; John Hine, 
Hine Pontiac, Dallas, Texas; F. 
D. Kent, Frank Kent Motor Co., 
Fort Worth, Texas; Leslie Legum, 
The Park Circle Motor Co., Balti- 
more, Md.; William C. Westfall, 
Westfall GMC Truck, Inc., Kansas 
City, Mo.; Floyd B. Garrett, Gar- 
rett Chevrolet, Inc., Enid, Okla.; 
Ross Grady, Grady Buick Co., Mo- 
bile, Ala.; Don L. Holden, Gulf 
Chevrolet Co., Corpus Christi, 


Texas; Claude W. Holmes, Holmes 
Pontiac Co., Inc., Shreveport, La.; 
John Porter, Porter Pontiac, El 
Paso, Texas; Ross R. Reeder, Reed- 
er Chevrolet Co., Inc., Knoxville, 
Tenn., and Charles W. Schooley, 
Schooley Cadillac, Inc., West Palm 
Beach, Fla. 


Universal C.I.T. Moves 
Mosley and Johnson 


EE R. Mosley, vice-president of 

Universal C.I.T. Credit Corp. 
and former head of its Abilene, 
Texas, division, has been promoted 
to executive duties in Detroit. He 
is succeeded by George E, Johnson, 
formerly sales director in the 
Oklahoma City division. 

A native Texan, Mosley joined 
the corporation in 1937. He was 
promoted to assistant vice-presi- 
dent and head of the Abilene divi- 
sion in 1953 and in 1956 was 
named a vice-president. Johnson, 
who was elevated to assistant vice- 
president to succeed Mosley, is a 


native Oklahoman and a graduate 
of Oklahoma A & M. 


U. S. Rubber Manager 
Locates in Georgia 


eo O. Green, former gen- 
eral sales manager of U. S. 
Rubber’s Tire Division in New 
York, has recently joined Gordy 
Tire Co. of Atlanta, Ga., as execu- 
tive vice-president. 

A 23-year veteran with U. S. 
Rubber, Green started with the 
company as territory salesman in 
the Carolinas. He became general 
sales manager in 1951, directing 
nation-wide sales of U. S. Royal, 
Fisk, Gillette and private-brand 
tires. 


De Soto Appoints Carlin 


Robert E. Carlin has been ap- 
pointed De Soto regional manager 
of the Charlotte, N. C., zone for 
Chrysler Corp.’s automotive group 
marketing organization. 





RADIATOR 


LAKE 


RADIATOR SHOP 
TOOLS & SUPPLIES 


REPAIRMEN! 


PROTECT 


LAKE 
CELLULAR-TUBULAR 
RADIATOR CORES 


Write for free 
Supply Catalog 


Write for free 
Core Catalog 


LAKE AUTO RADIATOR 


JO W i 


| 
| 


Big Business 
for YOU! 


Over 50 models for pass 
enger and commercial ve- 
hicles @ Sizes 

15” and new 14” 

@ Gleaming triple chrome 
plate e Interchangeable 
with original equipment @ 
Exclusive no-slip no-turn, 
nosqueak attachment 
springs @ Replacement 
models & universal styles. 

See Your jobber— 


Write for Catalog 


af} 





NAMSCO, INC. 


BELLWOOD, ILLINOIS (chicege suber) 
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Missourians Will Air 
"Supermarket" Sales 


gw and cons on “supermarket” 
techniques of selling cars as 
opposed to the historical franchise 
system have been scheduled as a 
major agenda item for discussion 
at the annual convention of the 
Missouri Automobile Dealers As- 
sociation at Kansas City’s Muehle- 
bach Hotel May 22. 

The one-day program will also 
include a talk on “Selling for 
Profit” by J. Lance Rumble, gen- 
eral manager of General Motors of 
Canada. Other program features 
will be a mock legislative session 
and a profit revival panel of 
Missouri dealer experts giving 
their own experiences. 

Universal Underwriters will be 
host at an MADA open house on 
May 21. 


Oklahomans Elect Winton 


Ernest Winton has been named 
president of the McAlester (Okla.) 
Automobile Dealers Association, 
succeeding Paul T. Million, Jr. 
Other officers are Bradley Million, 
vice-president, and Pat Fitter, 
secretary-treasurer. 





NEW “BRAKE CLINIC” 
ON FILM! 





“IN YOUR 
HANDS" 


Helps your shop 
do brake work 
faster . . . and 
more profitably! 














“IN YOUR HANDS" is in full 
color... . it shows installation 
procedure for all brakes. Ask 
your Pick Jobber to schedule 
a “brake clinic’’ for your men 
now. 


PICK MANUFACTURING CO. 
Automotive Division, West Bend, Wisconsin 
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"58 Cars Better Lighted 
Than Homes, GE Says 


ee eee 58 American 
automobiles use as many as 53 
separate light sources and average 
24 lights per car—two more than 
the average home uses for general 
illumination. 

Such was a recent observation 
of William H. Robinson, Jr., mar- 
keting manager of General Elec- 
tric’s miniature lamp department, 
who emphasized that quantity 
and quality of automotive lighting 
actually have surpassed that found 
in the average home. 

According to Robinson, light 
bulbs used in the average ’58 car 
total: instrument panel, five; in- 
terior, two; headlamps, four; com- 
binational, four; license plate, one; 
back-up, two, and lights for the 
glove compartment, radio panel, 
trunk, parking brake, automatic 
transmission indicator and heater 
switch. 


‘58 Tarheel Registration 
Turns Downward 


ORTH Carolina, for the first 

time in 15 years, has fewer 
registered vehicles than the year 
before, an indication that nothing 
like the 1,720,162 for 1957 will be 
realized in 1958. 

Recently revealed by the state’s 
motor vehicles department, these 
figures are believed to reflect the 
general economic conditions, rath- 
er than the fact liability insurance 
has now been made compulsory 
for Tarheel drivers, said a North 
Carolina Automobile Dealers As- 
sociation bulletin. 


De Soto Buyers Aim 
To Keep Cool 


| ge corse penne imps air condi- 
tioning made the sharpest ad- 
vance in the demand for optional 
equipment on De Soto cars in 
1957, according to Vice-President 
J. B. Wagstaff, who said this op- 
tion rose 50% in the year and ac- 
counted for five in every 100 built. 
Orders for air-conditioning units 
to be installed on the 1958 Fire- 
flite models were up another 25° 
through January, Wagstaff said. 
Pushbutton _ transmissions 
grabbed strongest customer prefer- 
ence for factory-installed options, 
with 99.3% of all models being 
equipped with either Powerflite or 
Torqueflite transmissions. Under- 
coating, first available last year as 
a factory package, was ordered on 
one-third of all models. Nearly 
60% were equipped with powei 
steering and 65% with power 
brakes. Other power options 
showed sizable gains in popularity 


Dodge Appoints Watkins 
Dallas Truck Manager 


Fann nye of V. W. Watkins 
as new-truck manager for the 
Dallas, Texas, Dodge regional of- 
fice of Chrysler Corp.’s group mar- 
keting organization has been an- 
nounced by Zone Manager S. L 
Noble. 

A graduate of Jonesboro Baptist 
College in Jonesboro, Ark., Wat- 
kins joined Chrysler in January 
1956 as district manager for the 
Dallas regional office. In February 
1957 he became used-vehicle man- 
ager. 








NO HEAT! 


Not disc—not orbital 
a completely NEW 
sanding action! 


e CUTS 5 TIMES FASTER * NO TRACKS 


¢ NO DUST ¢ NO LOADING 


ON ABRASIVES 


DUAL-ACTION 


SANDER 
OES ALL THE JOB 


Scuffing, block sanding (wet or 
dry), feather-edging, scratch- 
removal, stainless steel and 
WINDSHIELDS. 


DETROIT SURFACING MACHINE CO. 


© SAVES 75% 


literature or a trial! 


1245 East Eight Mile Road, Detroit 20, Michigan 
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Make us prove it—ask for 





Reaming Sets 


Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 


The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special sets available to service Ford, Mercury, Lincoln, Chevrolet, 
Plymouth, Dodge, DeSoto, Chrysler. 

R55 Reseater Power Drive adapts to these valve guide reaming sets. 
Clip ad to your letterhead and send for Literature. 





K. O. Lee Company, Aberdeen, S. D. 
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ARMATURES 
GENERATORS 
STARTING MOTORS 


ae 
QUALITY PRODUCTS 
Fast and Efficient Service 


from 


Our New Modern Factory Warehouse 


GENERAL ARMATURE & MFG. CO. 


2832 E. PONCE DE LEON AVE. 
DECATUR, GEORGIA 














‘$3,969 


IN 1 MONTH 


Repairing Radiators!” 


“My Inland equipment and the wonderful job it does 
has attracted nearly a $4,000-a-month volume!” 
isis — Neyland’s Aute Paint & Body Works, Baton Rouge, La. 
“We are going at the rate of $16,000 a year !’’—McRill Auto Service, Twin 
Falls, Idaho. “$13,904 in 944 mos. !""—McCain-Richards, Monroe, La. Many 
do as well or better. Why don't YOU get into this Big Income business? 
20,000,000 Radiators Need Servicing Yearly! And with today’s engine 
power increased, and the cooling capacity decreased, radiators will require 
more service than ever before! Here's a business with a growing future! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
purchase plan—advertises nationally to attract radiator servicing business to 
Inland-equipped shops. Mail coupon ! 


INLAND MFG. CO. 
1108 Jackson St., Dept. SA-3, Omaha 2, Nebr. 
World's Largest Manufacturer 
of Radiator Servicing Equipment ot ygpte of nage te 
“SOLD EXCLUSIVELY BY MAIL” =f or fing everything | FREE 
oe ee es ee ee ee ee ee ee | 0 Inland customers. 
INLAND MFG. CO., Dept. SA-3,1108 Jackson St., Omaha 2, Nebr. 
Please send new free book, “‘Bive Print For Profits.” 


Factory school trains you 
or your man quickly: Clean- 








(PLEASE PRINT) 


CITY. ZONE__STATE 
BY. TITLE 

















» Wi sold. 
fete, oe ae @ radiator dept. [] Yes [) No 
eS al 
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|{ THERE'S ONLY) 
ONE ANSWER..J 


1 FILTFOREG 





€<.7 HOW DO YOU SOLVE 
“@ FUEL SYSTEM 
OVER- PRESSURE 
PROBLEMS ? 


BRET LE EOS cert OER 


—4s 
FILT-O-REG is the No. ] choice of leading = 
Carburetor Specialists to eliminate over-pressure 
problems on today’s multi-barrel carburetor and 
automatic transmission equipped autos. Prevents 
flooding, stalling, vapor lock. Increases gas mileage. 
Over 4 million FILT-O-REGS installed. Stock 
& SELL FILT-O-REGS with all your tune-up jobs. 


#317 Vapor Lock Bulletin 
Or write for free bulletins: | #302 Over-Pressure Bulletin 


ALONDRA SALES, INC., LOS ANGELES 19. CALIF. 

















ONLY GOOD BRAKES 


...can stop cars safely! 


\N FER. 


Imco DELUXE GRADE bonded a » 


brake shoe sets give POWER 
BRAKE performance with every 
stop! Domestic and foreign car 
and truck coverage. Warehouse 
stocks in most major cities . . 


IMCO MANUFACTURING & SALES CO. 


BALTIMORE 2, MARYLAND 


Brake Shoes—Emergency Bands—Universal Joints—Water Pumps 
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Some Time Contracts Are "Packed" 
By Insurance, Says Business Bureau 


NEY nation-wide abuses in the 
“packing” of automobile time 
contracts, through unconscionable 
rates for credit life insurance, 
which is included in many time 
deals, were charged last month by 
Kenneth Barnard, chairman of 
the installment contracts commit- 
tee of the Association of Better 
Business Bureaus. 

“There is no more sense in per- 
mitting the public to be victimized 
by trickery in time financing, than 
in ‘taking’ the individual car pur- 
chaser by ‘gimmick’ advertising 
and selling of cars,” said Barnard. 

He said the legitimate majority 
of the automobile industry, work- 
ing with the Better Business 
Bureaus, the National Automobile 
Dealers Association and local auto- 
mobile dealer groups, long since 
had devised advertising safe- 
guards designed to restore that 
field to public confidence. 

New schemes, described by 
Barnard, include the wide sale of 
certain kinds of credit life insur- 








SPRAY STARTING FLUID, 

with the propellent used in the 
pressurized can, insures quick starts 
for Diesel and gasoline engines in 
temperatures as low as 65° F. below 
zero and withstands 180° F. heat. 
This combustible propellent was 
developed after two years of research. 
SPRAY STARTING FLUID 
pressurized with our inert 
propellent is absolutely safe 

and odorless in storage. 

SPRAY STARTING FLUID is sold 
through distributors, wholesalers 
and their dealers located throughout 
the United States and Canada. 


SPRAY PRODUCTS 
CORPORATION 


P. O. BOX 584 «+ CAMDEN 1, NEW JERSEY 
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ance to supplant hidden “packs,” 
recently exposed and stopped by 
many state laws, putting a roof on 
time financing rates and com- 
pelling their separate listing. 

“What the sharpers thus lose, 
they seek now to recover by 
other secret methods, likewise 
cleverly concealed from the un- 
suspecting car purchaser,” ex- 
plained Barnard. 

The importance and value of 
credit life insurance were said to 
be fully recognized by the Asso- 
ciation of Better Business Bu- 
reaus. “However,” said Barnard, 
“there is no justification for forc- 
ing car buyers to purchase indi- 
vidual credit life policies, when 
group coverage usually can give 
the same protection at half the 
price, or in charging unconscion- 
ably high premium rates to in- 
crease ‘kickbacks’ to the shady 
dealer. Those ‘kickbacks’ now are 
reaching millions of dollars per 


year and rapidly increasing. 


“Unchecked and _ unopposed, 
such sales can harm the entire 
automobile market. Like so many 
trick schemes, they bring serious 
loss of confidence in legitimate 
dealers, finance and insurance in- 
terests, which unjustly suffer at 
the hands of the minority prac- 
ticing manipulation and fraud. 
Many of the offenders, dealers and 
finance companies alike, are not 
licensed to sell insurance.” 

This statement was issued by 
the Better Business Bureau Com- 


mittee, as it reported results of its . 


18-month nation-wide investiga- 
tion of “overcharges” in the sale 
of collision insurance by some 
finance-company-controlled insur- 
ance companies. These concerns 
had charged substantially higher 
insurance rates for drivers under 
25 years of age to thousands of in- 
dividual car purchasers, who had 
no such drivers in their house- 
holds. 

In a formal report delivered 
Nov. 18, 1957, to Senator A. S. 
“Mike” Monroney’s subcommittee 
on automobile marketing prac- 
tices by the National Association 
of Insurance Agents, at the re- 
quest of that government body, 
some $6,000,000 was officially an- 
nounced as having been returned 
to American car buyers. 

“Unofficially, that total now is 
nearer $6,500,000.00,” Barnard 
said. 


are easier—quicker 


WITH 


| 


JOB-MATCHED 
TOOLS & 


whether 
you need 


] tool 


fill-in 


or an entire 


Job-matched 
set 


i 9 
= 
oa 5 
4 a 

Se i | 

vi-ss0—Deep 


throat valve lifter 
for servicing 0.H.V. 
and L-head engines 
without manifold 
remover. Sure re- 
lease for keeper 
replacement. 


VL-525—Complete 
unit for quick, effi- 
cient removal of hy- 
draulic vaive lifter 
from straight or “V" 
type engine. No 
other tool needed. 





255-260—Easy - 
to-handle, fast ac- 
tion tools that 
speed the adjust- 
ment and repair of 
Chrysler-make cen- 
ter plane brakes. 





177—Battery Terminal Lifter and 
Scraper. The fastest and most efficient 
tool of its kind. 











These are just a few of the work-saving tools that 
Herbrand is developing every day. Staying ahead 
of modern automotive problems is a matter of 
pride with us. Whatever the job calls for—you 
can be sure of EXACTLY the right tool—when you 


call on Herbrand. 
ASK YOUR JOBBER 


Wesand loks 


HERBRAND DIVISION 
THE BINGHAM -HERBRAND CORPORATION 
FREMONT. OHIO 


Want more facts? Use Reader Service Card Page 141 179 





This listing of Advertisers and Manufacturers’ Agents ts published 
: 9 oth nm to index correctly. However, no allowance c an be made for errors, or for failure to insert. 
tion any corrections or omissions promptly. O nly manufacturers’ agents are listed on opposite page. 


Every care will be take 
your calling to ovr atten 


A 


AO Spark Plug Div 
Ace Rubber Company) 
Acme Air Appliance Corp 
Adgif Company Div 

Scripto, Inc 
Airtex Automotive 
Alberson & C 
Alemite Division 
Allen Electric & Equip 
Allstadt Manufacturing 
Alondra Sales, Inc.... 
Aluminum Industries, Inc. 
American Carburetor Co 
American Hammered Division 
Ammco Tools, Inc.... > 
Anthes Porce Oiler Co 


AP Parts Corporation ‘98, 


Armstrong Hydraulics, Ine 
Arrow Armatures Co.. 152, 
Associates Investment (o 
Atlantic Steel Co 


BCA Ball Bearings 
Banite Company — 
Basic Sleeve Associates 
Bear Mfg. Company. . 
Bee-Line Company 

Bell Co., 

Bingham- Herbrand © orp 
Black & Decker Mfg. Co 
Blackhawk Hand Tools... 
Bower Roller Bearings. 
Brake Parts Specialty Co. 
Breeze Corporation, Inc... .. 
Briggs Shock Absorber Div 


Cc 


Camel Patches .. 
Carter Oarburetor Cor)» 
Casite Division 
Champ-Items, Inc. 
Chevrolet Motor Division 
Chicago 

Rawhide Mfg. Oo 
Chrysler 

Motor Parts Div 
Clevite Service, Inc. 
Climatie Air, Inc.... 
Coats Company 
Cole-Hersee Company 
Commercial Credit Co 
Continental Bearings 
Curran Oorporation 
Curtis Mfg. Co. 

Pneumatic Div 


Corp 


D 


Deleo-Remy “--~wee 56 


DeKoven Mfg. Oo... . iw 6% 


DeSoto Division 


Detroit Aluminum Brass © orp : 


Detroit Surfacing Machine Co. 
Ditzler Oolor Div. 
Doan Mfg. Co 
Dow Chemical Co.. 
Dupli-Color Products Co.. Inc.. 
Du Pont de Nemours and Co., 
Inc., E. 
Finishes Div. . 148, 
Chemical Spec ialties 
No. 7 Line ; 
Refinishes 
Dynatron Corp. 


- eto #-3' 


E 


Echlin Mfg. Company 
Eg: Mfg. Co., H. B 
Automotive Corp 
E lectric Auto-Lite Co 
Batteries 
Parts & Service 
Spark Plugs.121. 12 


F 


F & B Mfg. Co 
Federal-Mogul Service 
BCA Ball Bearings 
Bower Roller Bearinzs 
Federal-Mogul Engine 
Bearings 
National Seal .. 
Felt Products Mfg. ¢ 
Fitzgerald Mfg. Co.. 
Frigikar Corporation 
Frigiquip Corporation 


G 


G, M. C. Public Relation Staff. 

Gabriel Company 

Gates Rubber Co 

General Armature & Mfg. Co 

General Electric Lamp Div 

Go-Jer Co. 

Golden Glide 
Gabriel Co. ... 

Grand Automotive 
Ine. 

Grey-Rock Division 

Grizzly Mfg. Division 

Guaranteed Parts Co. Ine 

Guide Lamp Division 


Division, 


Products 


H 


Harrison Radiator Division 
Hastings Mfg. Co 
(Filter Division) ; 
(Piston Rings) Third Cove 
Heckethorn Mfg. & Supply Co 1 
Hirsig-Brantley Co. é 
Holmes Co I'rne 
Homestead Valve Mts Co.. 
Hygrade Prod. Division 


T 
7 


Ideal Manufacturing Co 
Imeo Mfg. Sales (« 
Inland Mfg. Co 


J 


Jack-Pack Mfg. ¢ pate deere 
sayeee Chemical 
Second Cover 


as a convenience, and not as a part of the advertising contract. 


K 


K-D Lamp Co 

K-D Mfg. Co.. 

Kem Mfg. Co., Inc 

Ken Tool Mfg. Co.. 
Kimeo Auto Prods 
Kool Kooshion Mfg. Co 


L 


L & S Bearing Company 
Lake Auto Radiator Mfg. Co 

Lamson & Sessions Co... , 
see Co. 0 

Lee Filter € orporation 
Lincoln Engineering Co 
Lisle Corp 


M 


Mae's Super Gloss Co.. Ine 
Manley Valve Corp. ws 
Maremont 

Muffler Division 45, 
Marshall-Eclipse Division 
McQuay-Norris Mfg. Co..... 
Merit Muffler Div 
Milwaukee Electric Tool Corp.. 
Minnesota Mining & Mfg. Co.. .100 
Miracle Chemical Co........ * 
' ehell, John E. Company.. 97 
Mohawk Rubber Co. % ; 
Monkey Grip Sales Co ; 106 
Moog Industries, Ine 160. 161 


N 


Namsco Ine ‘ 

National Automotive Parts 
Assn...35, 36, 37, 38, 39, 40 

National Brake Block Corp.. 

National Business 
Publications, Inc. 

National Seal Division 

New Britain Machine Co 

Niehoff & Co., C 


O 


Oldsmobile Division 
Otto-Items, Ine 


P &D Mfg. Co.... ‘ 
Packard Electric Div......94, 95 
Pennsylvania Refining Co 139 
Perfect Circle Corp Front Cover 
Permatex Co., Ine 1 
Permite Parts an 16 
Pick Mfg. Co. 177 
Porter, Inc., H. K ‘ * 
Practical Mfg. Co 174 
Prest-O-Lite Batteries 
Pullman Vacuum Cleaner C orp 
.105, 107, 109, 111, 1138, 115 


We will appreciate 


R 


Radiator Specialty Co. 128 
Rajah Company 
Ramsey Corp... 
Raybestos Division 
Rebuilders, Inc. St 
Rich Mfg. Corp. ooo 
Rochester Products Division 
Rogers Co., 

Rubbermaid 

Rust Master Chemica] Corp 


Fourth Cov 


S 


Sealed Power Corp 

Shurhit Products, Inc 
Snap-On Tools Corp 
Southern Friction Materials Co 
Southland Mower COomy,an 
Spray Products Corp 
Standard Motor Products 
Stant Mfg. Co., Ine 
Stewart-Warner Corp. 
Storm-Vulean, Ine 
Supercharger, The 


T 


Texas Company 
Thermoid Company 
Thompson Prod., Inc 
(Service Sales Div.). 
Timken Roller Bearing Co 
Toledo Steel Prods. Co 
Tramco Industries 
Tung-Sol Electric, Inc 


U 


U. S. Axle Co., Ine 
Unican Plastics, Ine 
United Motor Service 
Universal Lubricating 
Systems, Ine. 


V 


V. M. OC. System. 
Vanderbilt Tire & Rubber 

AS se: -— 
Vellumoid Co 


WwW 


Wagner Electric Corp 
Walker Mfg. Co.. 
Warner-Patterson Co 
Warwick Laboratories, In« 
Weaver Mfg. Co 

Wilkening Mfg. Co 

Willard Storage Battery Co 
Wittek Mfg. Co 

Wix Corp. 

World Bestos Corp 


Metal Products 
Batteries, Ine.. 174 


Yankee 
Yocam 
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MANUFACTURERS’ AGENTS 
REPRESENTING OUR ADVERTISERS 


ALABAMA KENTUCKY Hull, Nelson Oklahoma City 


General Armature & Mfg. Co 
Alan Sales Co. — Birmingham Saunders, J. Paul Bowling Green Pridgen Sales Co.— Oklahoma City 
Acme Air Appliance Co., Inc 4 Monkey Grip Sales Co.......... Pennsylvania Retining Co 
Felt Products Mfg. Co Milwaukee Blectrie Tool Corp.. : Lees & Assoc., Henry Oklahoma City 
Downey, Herman J.— Birmingham Baie, Byron B. — Louisville L & 8 Bearing Co 
Detroit Aluminum & Brass Corp....129 K. O. Lee Co pce as 
Jaycee Chemical Corp.....Second Cover Dicello, Tony — Louisville SOUTH CAROLINA 
Piperburg, W. P. — Birmingham Grand Automotive Prod., Inc 
Lee Filter Oorp...... Hughes, Lee B. — Louisville Gendil, Sam — Columbia 
Acme Air Appliance Corp.. sonny Felt Prod, Mfg. Co 
Alondra Sales, Ine... 


DISTRICT OF COLUMBIA Jaycee Chemical Corp Second Co TENNESSEE 


Rife, Roland MARYLAND ~~ y ggg 
John E. Mitchell Co Chesney, Wm. — Baltimor: Anderson, G, H. — Memphis 
General Armature & Mfg. Co 7 Kool Kooshion Mfg. Co 
FLORIDA Kneavel, W. S&S. — Baltimore , ~_ - Memphis 
74 Step ogee ett 8, 202-02 
Bridges & Assoc, R. L.— Jacksonville Wilson, John K. — Baltimor: oe er ; 
L & 8 Bearing Co cao one Southland Mower Co... , : yOnicago Rawhide Mfg. Co 7 ag 
Pick Mfg. Co... . én Cherry Co., J. McEwen Nashville 
Hirsig-Brantley C Jacksonville MISSISSIPPI Champ-Items, Inc. 
re ov A.uminum & Brass Corp, .12% John E. Mitchell Co 
Gabriel Co. ..16 Farlow, Ben — Jackson 
—— | & Sales Co Spray Prod. Corp...... i TEXAS 
Manley Valve Corp Parker, Guy M.— Jackson tle & Davis Sales Co Dallas 
Vellumoid Co. .. me Me WH. EMO DO. occ cndes o 247 Olean tte’ Oo. 
Pilkington, Bob — Jacksonville Keen, C. Guy — Meridian Brogan, F. J Dallas 
Heckethorn Mfg. & Supply Co Anthes Force Oiler Co 8 Anthes Force Oiler Co 
Kool Kooshion Mfg. Co 3 General Armature & Mfg. (x Felt Prod. Mfc. Co 
Hershey, Maxim — Miami Wix Corp. ee 5% Monkey Grip Sales Co 
Doan Mfg. Co........ Shields, Herman A Meridian Burk B. B.— Dallas 
Meadows, J. L.— Ocala Rich Mfg. Co ; Grizzly Mfg Div... 
Puliman Vacuum Oleaner Butts-Jefferies Co— Dallas 
Corp....105, 107, 109, 111, 11% MISSOURI Golden Glide Div 
Bell-Wel Sales — Tampa Connell Co., J. 8S. — Dallas 
Detroit Surfacing Machine Co Black, R. 8. — Kansas Cit) Bingham-Herbrand Corp 
Yaras, Max — Tampa Doan Mfg. Co . ied Detroit Aluminum & Brass 
Me SE Eos, cig ba eal eh Oo nsace Lee ee mes . : Jack-Pack Mfg. Co 
suettner, C. M.— Kansas City 


Manley Valve Corp 


Acme Air Appliance Corp 1% . , g } 
GEORGIA PE Pt ; Wilkening Mfg. Co 


Anthes Force Oiler Co 
Monkey Grip Sales Co 
-—~ ae - Atlanta Calkins, Herb — Kansas City 
Jupli-Color Prod, Co., Inc.. . Grand Automotive Prod.. > ac ‘leaner 
Dynatron Corp. 25 Craft, E. G. — Kansas City — , “05, 107 109 11] 
Namsco, Inc. a Namsco, _ Ine , 176 Ebeling, P. H Dallas 
Stant Mfg. Co., Inc........ Dickey, R. O. — Kansas City  Vellumoid Co a 
( lark Oo., Henry S. — Atlanta Jaycee Chemical Corp Second Cover Hirsig-razier Co Dal.as 
Bingham-Herbrand Corp Southland Mower Co 120 Curran Corp : 
Shurhit Prod., Inc if seas Ebert, Earl — Kansas City Johnson Oo.. Dean — Dallas 
Clayton-Mattie Co. — Atlanta Practical Mfg. Co... ; 174 ” Alendra Sales. Inc 
Otto-Items, Inc. ......... . Heath Co., Geo. D Kansas City Lynn & Hemphill — Dallas 
Clifton, Carl B. — Atlanta John E. Mitchell Co 97 ““Heckethorn Mfg. & Supply Co 
Chicago Rawhide Mfg. Co...... 5§ Reichert, Richard Kansas City Jaycee Chemical Corp "Second C 
Katz, Warren — Atlanta Spray Products Corp Kool Kooshion Mfg. Co 
Grand Automotive Prod. 37 Snyder, J, J.— Kansas City Stant Mfg. Co 7 
Merryman, F. J. — Atlanta Pullman Vacuum Cleaner Martin Ww. D Dallas 
U. 8. Axle Co ire oa Corp.....105, 107, 109, 111. 11 ~ Detroit Surfacing Mach. Co 
Minnich Co. — Atlanta Swanman, M. H. Kansas City McClintock Sales Corp Dallas 
Bell Company Ne Champ-Items, Inx ~ Aeme Air Appliance 
Morris, W. L. — Atlanta Wix Corp. .. Grand Automotive Prod 
General Armature & Mfg. Co 2 Wilcox Co., Paul K McDermott & Tiche Dallas 
Spray Prod. Corp...... Alondra Sales, Inc  U. 8. Axle Co. 
Williams, N. A.— Atlanta Rubbermaid, Inc. M3. 8 O’Gaumall. 33 Dallas 
Breeze Corp. .... me Stant Mfg. Co 3 Otto-Items. ~n« 
Go-Jer Co. iad Buergler, H. H. St. Louis Russell W. Frank Dallas 
Zinnell, Ed — Atlanta Manley Valve ... ) Namsco, Inc 
Lee Filter Corp ; Nixon, Russ — St. Louis Rubbermaid. In« 
Williams Co., F. H. —Covington Detroit Surfacing Mach. Co - Shipp & Payne Dallas 
Acme Air Appliance Co., Inc : Guaranteed Parts Co ~ Bean Mie. Co 
Monkey Grip Sales Co Punt, Walter G St Practical Mfg. Co 
Dimmick I. C Decatur Wavne. Bradley Dallas 
Me Ws BONO Ge... ences rash a NORTH CAROLINA Lee Filter Corp 
Isom, Dave — Decatur Conveland, Rudy Ft. Worth 
Jack-Pack Mfg. Co........ 73 Cain, John — Charlotte ae Rubber Co 
Davison, George — Marietta Spray Prod. Corp Greenfield. Neal Ft. Worth 
Alondra Sales, Inc......... Chaney, Bill — Charlotte Bell Co 
Swaim, T. H. — Marietta K. O. Lee Co Rich Mfg. Corp 
Bell Company «ee 38 Kidd, T. L.— Charlotte Keller. Fritz Ft. Worth 
Rich Mfg. Corp... . . Champ-Items, Inc 
Pope. Walter F Charlotte Lincoln FEneineeri+ ( 
KANSAS Chicago Rawhide Mfg. Co 5 ot John E, Mitchell Co 
Stroud & Walden — Charlott son core ‘ =~ oo Ww Fi. Worl 
-—— . E. - ae Alondra Sales, Ine 7 : Go coe tin 
ennsylvania Refining Co 3s Ward, Ben T. Charlotte ee de . 
Pick Mfg. Oo. : Jack-Pack Mfg. Co wspetroit Surfacing Mach. Co 
Cullins, Robert — Overland Park Otto-Items, In« Gadi: Wine 1 Eitan 
Detroit Surfacing Mach. Co Tietz, W. A. Greensboro Pp eBoer os 9 Refining Co 
Guaranteed Parts Co., Inc Pennsylvania Refining Co s ined emma a San Antonio 
Allen, Donald — Wichita Ruark, J. B. — High Point 7 ates . rol Corp. ; 
;, L& 4 es Curran Corp ; i say - . 
sruce, T. J. — Wichita Besley, J. E. — Southern Pir °< 
. Soveg Fret NPs. Te > General Armature & Mfg. CC) i Nee 2 x Rick 
yrne, — ichita ambert arl tichmond 
Anthes Force Oiler Co.... ‘ OKLAHOMA Detroit Surfacing Mach. Co 
Garberson, D. D. — Wichita Hogan, Ralph — Oklahoma City ] 


Rankin, J. W. Richmond 
K. OQ, Lee Co . ..178 Spray Prod. Corp Anthes Force Oiler Co 


Cree, H. M Dallas 
Breeze Corp 
Chicago Rawhide Mfg. Co 


Kansas City 


Inc 
Louis 
Otto-Items, In¢ 
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SOMETHING TO 


Here's a ‘ONCE-IN-A-LIFETIME” BONUS PLAN to Introduce | 


new RUST MASTER 


l OOK at this Gorgeous $9259 BENRUS WRIST ALARM WATCH 
Given Away FREE* with every 6 Cases of Rust Master Royal 


(4 


WRIST 
== ALARM WATCH 


A : j= Rings to Remind You — 


Sweep Second Hand 
Shock-Absorbing Movement 
Luminous Dial 

Stainless Steel Back 

17 Jewels 

Leather Inlaid Expansion Band 
Guaranteed Accurate 
Guaranteed to Alarm on Time 


a= S 


WAKE UP IN 


THE MORNING , 
—¢ EP withouT 
an > WAKING WIFE ~~ 


TIME BATTERY CHARGING 


Special Free Watch Offer... 


This Beautiful BENRUS 17 
Jewel, $92.50 Wrist Alarm 
Watch given away FREE with 
every 6 Cases of Rust. Master 
Royal that you buy. 


TO YOUR CUSTOMERS | 


——— 


TIME TO 
GO TO THE BANK 





HERE'S WHAT 


RUST MASTER 


WILL DO FOR YOU”... 


Rust Master Royal with Seal-ite 
gets rid of rust and scale like 
magic, keeps new rust from form- 
ing . . . improves water circulation. 
Seal-ite, exclusive with Rust Master 
Royal, tightly seals leaks, prevents 
loss of anti-freeze, opens up the 
cooling system, prevents clogging, 
and lubricates the water pump to 
insure quiet operation. Ask your 
jobber for your FREE watch. 


NO FUSS... 
NO MUSS... 


JUST POUR... 
NO MORE 


* This offer good from 
January 15, 1958 
to June 30, 1958. 


RUST MASTER 
WITH SEAL-ITE. 


182 Want more facts? Use Reader Service Card Page 141 





List Price... $1.95 per can 
(24 cans per case). 

Your Profit... $.78 per can 
or $18.72 per case. 

And you get the BENRUS 
Wrist Alarm Watch FREE with 
6 Cases. 


OR... 


Special ‘4 for 3” Offer... 


A 4 for 3 deal which means 
when you order 3 Cases of 
Rust Master Royal, you re- 
ceive 1 additional Case FREE. 


Rust Master). Mppsii 


Manufacturers of Automotive Chemicals 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 
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Beveled Chrome-Vent Rings in Hastings 2C Chrome sets are covered by U.S. Patent Nos. 2148997, 2614899, 2565042, 2712971 


Why gamble on ring job results? »...call for HASTINGS 


Hastings Chrome-Vent oil rings are the on/y chrome oil 


rings that seat fast—and control oil—every time! ae Ce ewe 


. : . . Rails make fineline contact with cylinder 
The reason is Hastings’ patented, beveled chrome rail. 
© wall for a faster seat. Less area to wear-in 


With less contact area to wear-in, it seats 3 to 4 times faster 

. : : means less time to break-in. 
than any other chrome ring. Because it makes immediate 
fineline contact with the cylinder wall, you get positive oil 


control right now—and for the life of the job. 
CONVENTIONAL CHROME RAIL 


And the thick chrome cap extends around the bevel, to 0 
. 7 : . riginated by Hastings ... now replaced 
give at least 3 times greater chrome wearing surface. With be tinsiies eoliatie Met Cheese, 
the lighter inner-spring, made possible by the beveled design, 
Chrome-Vent makes gentle, soft-pressure contact with any 
cylinder wall—tapered, out-of-round or re-bored. 


On your next ring job, call for Hastings—the product 
of replacement specialists—and be sure of a good, profitable 
job and a satisfied customer. 


HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN 
Hastings Ltd., Toronto 
Piston Rings, Casite, Wear Reducer, Filters, Spark Plugs 


Tough on oll-pumping ; Beveled Chrome-Vent 
Gentle on cylinder walls | Piston Rings 








Only RAMCO gives me 2 CIRCUMFERENTIAL EXPANS ONn* 


Oil Rings to make me PSGMDLE SEs 


my ring jobs are “CUSTOMER PERFECT” 

















CHROME SPIRO-SEAL OIL RINGS 
The RAMCO Spiro-Seal Segment utilizes 
an exclusive, years-ahead circumferen 
n principle which insures 
Me enrinitismomestiecsm. rit me assures a 
works like a watch spring to adjust to 
taper or wear Riding indepe ndently of 
piston groove depth, it provides equal variable 
ized radial pressure against cylinder wall 
for positive oil control 


for OLD engines or NEW... 
RAMCO 10-Up SETS restore 


new car power, positive oil control 


Not one — but TWO circumferential expansion oil rings! 
That means every engine you re-power with RAMCO can have the benefit 


of this important advancement in ring design! 


In every RAMCO 10-Up Set you’re sure to find either Chrome 
Spiro-Seal or Chrome C-9 oil rings. Both have circumferential 
expansion action for high cylinder conformability. Both are designed 


to re-power specific engines — old or new. 


Both are RAMCO-engineered for positive, side-sealing oil control, 
too. Both insure you against oil pumping, blow-by, compression loss 


That's why you're DOUBLE SURE to re-power right when your work 


sheet calls for RAMCO 10-Up Sets! See your RAMCO Jobber today ! 
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CHROME C-9 OIL RINGS 

Here is the most advanced expression of 
the circumferential expansion principle 
This newest advancement in ring design 
high in conformability 
With an average of 60 outward. thrusts 
it adapts eagily to cylinder variations and 


+ 


conditions, in both 


stop and go and high speed operations 


SEE How RAMCO ¢ IRCUM 
EXPANSION OIL 
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